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No matter where 


your customers 


buy Macoma 


Other Outstanding 

Shell Industrial Lubricants 

Shell Tellus Oils—for closed hydraulic 
systems 

Shell Alvania Grease—multi-purpose in- 
dustrial grease 

Shell Turbo Oils —for utility, industrial 
and marine turbines 

Shell Rimula Oils—for heavy-duty diesel 
engines 

Shell Talona R Oil 40— anti-wear crank- 
case oil for diesel locomotives 

Shell Dromus Oils—soluble cutting oils 
for high-production metal working 

Shell Voluta Oils—for high-speed 
quenching with maximum stability 





Its performance and name 
are the same around the world 


Shell Macoma Oils are premium 
quality, fortified extreme pressure gear 
oils. They provide superior high-load- 
carrying capacity and are particularly 
effective where overloading, severe 
shock-loading or general heavy-duty 
conditions exist. 

Macoma* Oils have these added 
built-in benefits: excellent resistance 
to oxidation, great adhesiveness, rapid 
separation from water. They are non- 


corrosive, non-foaming and have high 
stability in storage. 

The world-wide availability of 
Macoma Oils is assurance that your 
customers abroad will get the same 
performance from your equipment 
that your domestic customers rely 
upon. For complete specifications, 
write Shell Oil Company, 50 West 
50th St., New York 20, N. Y. or 100 
Bush St., San Francisco 6, California. 
*Registered Trademark 


SHELL MACOMA OIL 
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Fiow to cut costs 


with the RIGHT motor 


Don’t be baffled by power factors, torques, effi- 
ciencies, and starting, accelerating, and thermal 
characteristics, or housing, horsepower and speed 
control. Let Century Electric help you balance these 
factors to cut operating costs with the right motor. 

Here’s how Century Electric can help you: 
10,000 Choices—Century Electric engineers 
can help you specify the right motor without having 
to rely on a few types to do all jobs. Century Electric 
makes a complete variety of integral horsepower 
motors. Over 10,000 types up to 400 hp. There is 
one for every type of equipment—transfer ma- 
chines, ball mill drives, compressors, drilling ma- 


chines, lathes, etc. For all operating conditions, too 
—dusty, corrosive, explosive or moist. 


Application Know-How— Every Century Elec- 
tric sales engineer knows motor drive systems be- 
cause he sells motors and nothing but motors. Often 
he can give you on-the-spot answers. If not, he can 
turn to an engineering staff that comes up with 
quick answers samples, quotes, drawings — 
whatever you need to help solve your problem. 
You can get the right motor for your equipment 
just by contacting your nearest Century Electric 
Sales Office or Authorized Distributor. A Century 
Electric sales engineer will be glad to help you. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 
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Spring 


steel within this range... 


FOR THE MOST EXACTING NEEDS KNOWN TODAY! 


e That this is the age of specialization is certainly 
true in the use of steels. And in this regard Athenia 
Steel customers benefit especially by two not-too- 
common factors. First, by extreme control of quality 
and uniformity, unsurpassed, seldom equalled any- 
where! Secondly, by painstaking technical service to 
determine or develop precisely the right steel for any 
special need. 


Here at Athenia we concentrate on cold rolled high 


NATIONAL 


carbon flat steels, custom made of .45 carbon and 
higher, in widths from .015” to 16” and thicknesses 
from .001"’ to .065’’. Full range of finishes and tem- 
pers. We also produce special narrow width stain- 
less, and the new super-tough, corrosion resistant 
spring material, Nilcor*. 


For a new and profitable experience in service and 
in steel controlled precisely to your needs. . 


#Trade Mark National-Standard Company 


STANDARD 


DIVISIONS: NATIONAL-STANDARD, Niles, Mich.: f/re wire. stainless. music spring and plated wires 


WORCESTER WIRE WORKS, Worcester, Mass.; music spring. stainiess and plated wires 


WAGNER LITHO MACHINERY. Secaucus, N. J.; mela! decorating equipment 


high and low carbon speciaities «+ 


REYNOLOS WIRE, Dixon, t1.; /ndustrial wire cloth 
+ ATHENIA STEEL, Clifton, N. J.; “at. high carbon spring steels 





| \\s 


Series 2801 Gate Valve 
illustrated 


Series 2821 Globe Valve 
Also Available 


Both series identical in dimen- 
sions and have 13% chrome 
stainless steel trim. 


Oo 
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HENRY VOGT MACHINE COMPANY, Louisville, Ky. 


SALES OFFICES: New York, Chicago, Cleveland, Dalles, 
Comden, N. J., St. Lovis, Charleston, W. Va., Cincinnati, 


FORGED STEEL 


VALVES 
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FOR ELECTRICAL 


NEW —Super Portable 
WELLS 49A 
METAL CUTTING BAND SAW 


Rigged with handle and ball bear- 
ing wheels, this new Wells 49A 
metal cutting band saw does 
double duty in the shop and on 
the job. As a horizontal cut-off 
tool it has a capacity of 34” x 6”. 
Swing the head and it becomes a 
vertical band saw. Call Graybar 
for details. 


CONSTRUCTION 


NEW light weight, speedy 
CONDUMATIC BENDER 


This new Condumatic motor 
driven conduit bender is power- 
ful enough to handle rigid heavy 
wall conduit in sizes of 42”, 34” 
and 1”. It’s light enough to make 
it easy to move from job to job, 
or deck to deck. Makes 90° bends, 
offsets and doglegs right up close 
to the elbow. Ask Graybar for 
literature. 


AND MAINTENANCE 


NEW - Back saving 


ALLEN ELEVATING SCAFFOLD 


Make a crew out of one electri- 
cian with the new Allen Elevating 
Scaffold. Working platform reg- 
ulates in heights of 4” and jack- 
ing device raises and holds heavy 
fixtures in place until securely 
fastened. Makes fixture hanging 
a fast, precise mechanical opera- 
tion. Also, excellent for use in 
installing electrical duct or con- 
duit systems. Have Graybar rush 
facts to you. 








NEW -—Shoot lines through conduit with 


JET LINE GUN—With the new Jet Line Gun you 
can shoot a line through conduit runs up to 250 feet, in 
seconds. Just load the Jet Line Gun with a CO: cartridge, line 
attached. Fire gun into conduit. Cartridge become projectile. 
Cartridge and line pop out open end of conduit. Pull heavier 
line in, then pull in wire. Call Graybar for demonstration. 
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Write for literature on all these new 1958 helps for electrical construction. They’re typical 
of new electrical equipment you can expect from Graybar. If it’s new, if it’s extra good, 


if it's built by one of the country’s leaders, Graybar has it for you. For immediate action— 


CALL Gray bak FIRST FOR... 
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Pulse of Business 

P.A.’s Outlook 

Price Trends 

Gales, Mivedterits, Orders: < Ki.ch. cou ass oe pene dander oak a4 cee bednenee< 
Washington Report 
The Office—Nerve Center of Business 
Get More Value In Office Buying 
A New Approach to Purchasing Paperwork ...................+-5- Ned Kellogg 
New Ideas In Record Handling 
Mechanization Broadens Buying Concepts ...................+-. J. A. Padovani 
P.O.—Inquiry Form Saves Time, Cuts Costs 
A Simple System for Foolproof Followup 
Who’s Responsible For Checking Invoices? 
Purchasing Should Buy—Not Verify John C. Pfeiffer 
Shortcuts to Beat The Paperwork Problem Leonard Sloane 
Cut Purchase Order Writing Time 70% John Van Deventer 
Computer Key to Lower Inventories Better Buying Phil Hirsch 
In-Plant Printing Cuts Forms Cost 40% 
Low-Cost Way to Furnish New Offices 
Handling Extra Paperwork The Easy Way 
Advice for a Small Department: Keep It Simple 
New & Notable 
There’s A Right Way to Reject Defective Goods ................ Paul H. Johnson 
Rebuilding Saves 70% of New-Part Cost 
Ready-To-Use Packaged Offices 
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You get the most from im Monsanto 


LEADER in ACIDS 
and HEAVY CHE 


CALS 


BIGGEST in 
BENEFITS 


1. You get FIRST-LINE PRODUCTS 

Monsanto’s broad line of acids and heavy 

chemicals is made up of primary products— 

not by-products! This means better chemicals 
. better processing for you. 


2. You get FAST, TAILOR-MADE DELIVERIES 


For maximum speed, Monsanto salesmen tele- 
type your order direct to plant nearest you, where 
specialists in sales service expedite shipment to 
your specifications—usually within hours. 


3. You get PROTECTED SHIPMENTS 


Boxcars are photographed before shipment to 
show you arrangement of load. Tank cars get 
close inspection before and after loading. 


4. You get BUILT-IN EXTRAS 

Built-in characteristics of these Monsanto prod- 
ucts can often save you money by eliminatin 
your need for certain catalysts, “accelerators an 
inhibitors. Monsanto's new research ‘ogram as- 
sures you a steady flow of products better suited 
to your processing needs 


5. You get ALL YOU NEED 

Today, Monsanto is selling its greatest volume 
of acids and heavy chemicals—to new custom- 
ers and those who have been with us more 
than 50 years! This volume operation is another 
benefit—you get all you n when you need it. 


Monsanto's Line Includes: 
ACIDS HEAVY CHEMICALS 
sulfuric aluminum sulfate 
oleum sodium bisulfite 
muriatic sodium bisulfate 
nitric caustic potash 
chlorosulfonic sodium sulfite 
phosphoric sodium sulfate 
mixed sulfur dioxide 
Bag, drum, tank car or carload, Monsanto supplies acids 
and heavy chemicals in any quantity from a conveniently 
located plant, warehouse or through a national network 
of service-minded distributors. Phone Monsanto: 
Atlanta, Trinity 6-0777 + Boston, Dunkirk 7-5010 
Chicago, Whitehall 4-6750 « Cincinnati, Woodburn 1-3677 
Cleveland, Superior 1-3830 + Detroit, Broadway 3-7090 
Houston, Jackson 6-2551 « Los Angeles, Raymond 3-2492 
New York, Plaza 9-8200 + St. Louis, Wydown 3-1000 
San Francisco, Yukon 6-6232 
MONSANTO CHEMICAL COMPANY 
Inorganic Chemicals Division 
St. Louis 24, Mo. 
YOUR “BIG BENEFIT” SOURCE FOR PHOSPHATES, 
DETERGENT RAW MATERIALS, SILICAS, ACIDS 
AND HEAVY CHEMICALS 
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Plan Now 
For 1959 


Steel Demand, 
Output to Rise 


The Industrial Produc- 
tion Index rose _ three 
points in August to 137. 
The Federal Reserve 
Board’s index is now at 
its highest point since 
November 1957. 


Ocrtoser 13, 1958 
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| t’s not too early for purchasing agents to plan for 1959. While 
the day-to-day problems of buying, expediting, inventory control, 
and value analysis are extremely important, many forward-looking 
P.A.’s are spending part of their time planning for next year. For 
if they can anticipate economic conditions of the next six months 
reasonably accurately, they will be able to make vital decisions now 
that can affect the profit potential of their companies. 


What can we look forward to next year? PURCHASING Magazine 
spoke to industry leaders, economists, purchasing agents, and many 
other businessmen to come up with some of the answers. Here’s a 
digest of their views about some key industries in the upcoming 
year: 


Steel—Purchasing agents will use about 75 million tons of finished 
steel in 1959, up five million from this year. However, in 1958, 
P.A.’s worked off around five million tons of steel from their in- 
ventories. Therefore, the steel mills will probably increase their 
finished steel output by 10 million tons next year. 

Industrial production should rise to at least the level of the pre- 
vious high—147 in December 1956. That means a complete turn- 
around of the steel inventory picture, with buyers rebuilding their 
depleted stocks to normal levels. And it means steel mills will pro- 
duce about 108 million ingot tons, an increase of 25% over 1958. 

There’s still one moderating note here that purchasing agents 
are quick to notice. Even if 108 million ingot tons are produced, 
the industry would only be operating at 75% of its 1959 capacity. 

















Nonferrous Metals—P.A.’s were in the driver’s seat this year 
when it came to buying copper, lead, and zinc. But they may be 
pushed into the back seat in 1959 by the producers (with the 
aid of Uncle Sam). 

Import quotas on lead and zinc have already strengthened 
the price of those two metals. Look for a new international agree- 
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THE CRANE LINE- 
Purchasing Managers’ Stand-by 





For thousands of purchasing managers, 
Crane is the dependable source for quality 
piping materials—valves, fittings, pipe and 
accessories. 


Crane’s reputation for complete line availabil- 
’ ity is matched only by Crane quality. 


Crane quality—in design, materials, manufac- 
turing—results in long-term, reliable perform- 
ance at lowest ultimate cost. You pay no more 
for Crane quality. 


Crane as your one source for piping material 
makes buying easier and more economical. 


Crane products are readily available, as ample 
stocks are carried by hundreds of local Crane 
branches and wholesalers, located throughout 
the country. 


Shown here are a few of the widely stocked 
Crane lines—a reminder to call your Crane 
B iron Body Valves 7 an’ supplier for piping materials. 


Welding Fittings 


Steel Body Valves 


CRAN E VALVES & FITTINGS 


PIPE «© PLUMBING ¢ KITCHENS «© HEATING «+ AIR CONDITIONING 


Since 1855— Crane Co., General Offices: Chicago 5, Ill.— Branches and Wholesalers Serving All Areas 
For More Information Write No. 159 on Inquiry Card—Page 32 
PURCHASING 





Pulse of Business 





ment soon—which might even include Russia 
—that will further stabilize the price and even 
push it upwards. 

Plans for stockpiling copper are still up in 
the air. These ideas are bound to be heard again 
when Congress convenes in January. This 
might just be the year that they are success- 
ful. Aluminum prices will be stable next year; 








upward. 


Automobiles—This is the big question mark 
of 1959. And since it’s an economic fact that 
what’s good for the auto industry is good for 
the country’s business climate, the success of 
the 59 models is really of concern to everyone. 

Best guess hereabouts is that domestic auto- 
makers will sell slightly more than 5 million 
passenger cars next year. Another 400,000 
foreign cars will be imported into the U.S. This 
pickup or around 20% over this year’s sales 
means more employment, more production, and 
a greater stimulus to consumer buying in all 
fields. ail sian 


Construction—Management’s hesitancy to 
hike capital expenditures in 1959 is one of the 
few trouble areas in the construction outlook. 
Next year’s total volume should be slightly 
larger than 1958’s. 

The federal highway program, along with 
continued school and public building, is a big 
plus factor for the industry. Housing also 
should be up, although the increase won’t be 
as great as it was this year. 


Machinery and Equipment—’59 will be a year 
of partial recovery for equipment makers. 
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BRIDGEPORT BRASS 


vALF 


Copper ALLOY BULLETIN ( ,navxS" 


Getting More For Your Metal Dollars with Bridgeport High |. Q. Alloys 


How to take the “Bite” 
out of your Finishing Costs! 


Polishing and finishing operations fre- 
juently account for as much as 60% of 
the total cost of a part. These costs often 
‘an be reduced by selecting and specify- 
ing the right grain size of brass for 
your product. 

When parts requiring bright or fine 
finishes are to be bent, formed or drawn, 
Bridgeport U.F.G. (Ultra Fine Grain) 
Brass should be considered. This brass is 
offered in a range of grain sizes to meet 
1 wide variety of your production and 
product specifications. Proper grain size 
brass is exceedingly smooth after form- 
ing and drawing operations, and can be 
buffed to a fine finish in a minimum of 
time. Bridgeport U.F.G. Brass may also 
reduce the costs of other operations. 

Many parts subjected to simple 
stamping operations can economically 
use other brass of standard grain sizes. 
“‘Deep luster” brass, for example, rolled 
on Bridgeport’s newly installed Sendzi- 
mir Mill, has a highly polished, smooth 
surface finish. In one case, this material 
reduced polishing costson salt and pepper 
shaker tops by 20%. 

The question of what grain size or 
surface finish to be specified depends to 
a great extent on the product, the me- 
chanical operations involved and the 
type of finish desired. Since no one grain 
size solves every production problem, 
Bridgeport’s Technical Service is always 
ready to cooperate with you and recom- 
mend the specific grain size most suitable 
for your product. For immediate, cour- 
teous service on your requirements, call 
vour nearest Bridgeport Sales Office. 
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This product above —made from a coarse 
grain brass requires extensive finishing and 
polishing. Microphotograph of grain struc- 
ture is shown at right. 





SEE THE DIFFERENCE...thot grain size makes in 
items fabricated from brass. Selecting the correct 
grain size can save costs. 





This product below—made from a medium 
grain brass — needs only minor finishing 
operations. Microphotograph of grain 
structure is shown at right. 

















BRIDGEPORT BRASS 


Bridgeport Brass Company, Bridgeport 2, Connecticut 
Sales Offices in Principal Cities 


In Canada: Noranda Copper and Brass Limited, Montreal 








- 
! 
! 
i 
! 
' 
' 
i 
\ 
i] 
1 
i 
' 
I 
1 
' 
I 
i 
! 
! 
i 
' 
' 
t 
4 
' 
' 
i 
+ 
' 
1 


gprsios 


Why Quality 
Adds Value 


by M. A. BUELL 
Chief Staff Metallurgist 


Analyzing the costs of any manufac- 
turing operation requires careful investi- 
gation of the quality of raw materials. 
A good, consistent quality raw material 
aids the manufacturer by allowing con- 
tinuous operation of production lines or 
automatic equipment. Quality in raw 
material reduces rejects in finished parts, 
down time, finishing requirements and a 
host of other important cost factors. 

Quality of raw materials depends a 
great deal on the integrity of the sup- 
plier, and on the equipment he uses to 
produce raw materials. New, modern 
production equipment and processes of 
suppliers help the purchasing agent 
attain his goal of quality in every quan- 
tity, at the lowest possible price. 

One of the newest installations of 
equipment at Bridgeport Brass Com- 
pany is the Sendzimir Mill, which pro- 
duces the finest quality brass strip ob- 
tainable. Strip produced on this equip- 
ment has extremely close gauge toler- 
ances, within thousandths of an inch, 
throughout the length and breadth of 
the coil. Finish is remarkably smooth 
and lustrous, and the lineal capacity of 
the machine produces the longest coils 
possible. In-line annealing and cleaning 
operations insure clean, bright metal of 
exact tempers. 

Quality brass strip, exact in gauge, 
temper and finish can help lower your 
fabricating costs. Call your nearest 
Bridgeport Sales Office for complete in- 
formation and service on brass strip of 
the finest quality ...and lower your 
production costs. Remember, Quality 
adds Value! 





FREE BROCHURE EXPLAINS HOW 
GRAIN SIZE OF BRASS CAN HELP 
REDUCE FINISHING COSTS 


To obtain your copy, simply clip off 
the corner of this page, attach to 
your company letterhead, 


and MAIL TODAY! = p8&-7 
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While their business will increase slightly over 
this year it will still be below 1957 levels. Ma- 
chinery companies are betting on P.A.’s moving 
heavily into the replacement market next year. 


Textiles—Purchasing executives will have to 
pay more for textiles. Prices will rise from 3% 
to 5%, and in some currently depressed areas 
price tags may be up as much as to 10%. 


Petroleum—Demand for oil and oil products 
from P.A.’s in this country will pick up about 
5% in 1959. The non-Communist countries will 
also buy more petroleum from the United 
States—with the increase ranging around 8%. 


Chemicals—Sales to be up 10% in "59. Profits, 
however, in this highly volatile industry, won’t 
be that high. But there’ll be a modest increase 
over the ’58 figures. 


Predictions for these industries have to be 
made with the assumption that the cold war 
between Russia and the United States won’t 
suddenly turn hot. For if any limited war hap- 
pens to crop up in the Far East, the Middle 
East, or any of the other world trouble spots, 
then the picture can change overnight. There- 
fore, it’s the purchasing executive’s task not 
only to keep his finger on the country’s econ- 
omic pulse, but also to keep close tabs on the 
international political situation. 

Naturally, the most important factor in de- 
termining the sales and profits of most indus- 
tries will be how P.A’s react to the new prod- 
ucts and new prices. The purchasing agent who 
is aware of past trends and alert to the future 
outlook will be the one who can make the vital 
savings management is counting on in 1959. 
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New from Signode... 


Saves a Foot of Strap 
Every Time it’s Used! 


Here is the first feed wheel heavy-duty tensioning tool! 


The FN-114 is air powered...takes 114-inch strapping directly from 
the dispenser and cuts it after tensioning. No waste strap. 


e Can save a foot or more of strap every time it’s used. 
e Easier and faster to load and use than a windlass type tool. 


e Air power does the tensioning. A quick stroke of the 
handle severs the strap and disengages the tool. 


Unlimited take-up...pulls to pre-set tension every time. 


Plenty of power—from 1500 to over 3000 pounds tension, 
depending on air pressure setting. 


e Thoroughly field tested in over eight months of actual use. 

The FN-114 is a tough, rugged 20-pound tool. Next to the time it 
saves, its most important advantage to most users is the fact that it 
eliminates waste in the curl of strap which until now has been a neces- 
sary evil in applying 14-inch strapping with windlass type tools. 

The FN-114 stretcher—like other Signode heavy-duty tools—is avail- 
able on a choice of arrangements that minimize your capital invest- 
ment. Let us arrange a demonstration on your premises at your con- 
venience. Just write or call. No obligation. 


No wasted 


114-OF Seal 


New DA-114 
“Cobra”? Heavy 
Duty Dispenser 
—floor type dis- 
penser has low 
inertia for easy 
pulling with little 
overrun. Easy to 
load (floor level). 
Feeds strap at 
convenient waist 
height in almost 
any direction. 


Bi RCN-1435 Sealer 


pigtail of strapping 


New 14%-inch Seal—slips 
over strapping just before ten- 
sioning. This seal or regular 
thread-on seal can be litho- 
graphed with your company 
name, trademark, and colors. 


DA-114 Cobra Dispenser 


Heavy Duty Air-power 
Sealer applies 14-inch seals 
quickly and easily at the push 
of a button, with maximum 
security. Make this power 
sealer part of your strapping 
set-up with the FN-114 for 
maximum savings. 


SIGNODE STEEL STRAPPING CO. 


2676 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 


First in steel strapping 
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The P.A.'s Outlook 


P.A.s Predict 
Better Business 


Note Pickup In 
Orders and Sales 


Local Associations 
Also Optimistic 


C onFWwENCE by P.A.’s in 
the short-term economic out- 
look boosted PURCHASING Maga- 
zine’s Business Confidence Index 
to 75 this month—the fourth 
consecutive rise in this impor- 
tant business barometer. 

sased on the opinions of a 
representative cross-section of 
purchasing agents from coast 
to coast, the index is now at 
its high point of 1958. The 
overwhelming majority (nearly 
75%) of P.A.’s surveyed believe 
that in their industries the busi- 
ness climate in December will be 
better than it is today. Only a 
mere 4% believe business will 
get worse in the next three 
months. 

The business survey report 
of the National Association of 
Purchasing Agents is also en- 
couraging. It says “business 
continues to get better. While 
we do not have anything ap- 
proaching a boom, there is 
renewed optimism on many 
fronts.” 

The N.A.P.A. reports, though, 
that “commodity prices are up 
a little.” But it notes “careful 
buyers are still able to negoti- 
ate favorably on most items.” 

The same optimism marks the 
business survey reports issued 
by local purchasing agent as- 
sociations. The Chicago, Pitts- 
burgh, Syracuse and Central 
New York, Cleveland, and Can- 
adian associations all report 
improved conditions. 

The Chicago association as- 
serts that a “marked improve- 
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BUSINESS CONFIDENCE 


How P.A.’s feel about the short-term economic outlook. 


MAY JUN JUL AUG SEPT OCT NOV 


INDEX 


WORSE 





Better business conditions in the next three months is the opinion of a 
cross-section of the nation’s purchasing agents. Purchasing Magazine’s 
Business Confidence Index rose again in October to a high of 75, marking 
the fourth successive monthly rise in this sensitive economic barometer. 


ment continues in employment, 
production, and order backlog 
totals.” 

It says that “price increases 
obviously reflect recent increases 
in the metals industries—adding 
to the difficulties of most com- 
panies in the struggle to im- 
prove the profit status.” And 
it notes that “material deliveries 
continue to place the buyers in 
a position to proceed cautiously 
and compatibly with demand.” 

According to the Pittsburgh 
association, “the employment 
picture that started to brighten 
in April showed its highest 
jump over the last two months.” 
It says also that 55% of those 
surveyed reported a higher vol- 
ume of business for their com- 
panies. 

However, it notes “inven- 
tories remained almost at a 
standstill.” It reports 95% are 
still buying MRO supplies for 
less than 30 days. 


This cheerful comment comes 
from the Syracuse association: 
“Some businesses have yet to 
feel much improvement, but the 
majority have . . . Even in the 
face of increasing prices ... 
81% of those reporting feel that 
the business for the next six 
months will continue to show 
improvement. 

The report from Cleveland 
says its members can be classi- 
fied as “tempered optimists.” 
The business survey committee 
says “both production and new 
orders are up a little over last 
month.” 

The Canadian association 
foresees “overall continued busi- 
ness activity in the last half of 
1958 as good as or better than 
the first half.” But it adds this 
sobering note: 

“One must observe the low- 
ered ‘tempo of 1957 compara- 
tively to realize this is still not 
an enthusiastic upswing.” 
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cup being drawn from steel circles.. 


ng two purchasing agents together over a 
y lunch resulted in an unusual sale. 


started at the plant of an appliance manufacturer 


Jack Hammond, an Inland sales representa- 
atched as a 12” diameter hole was blanked out of 
t of steel. Noting carts filled with the punched 
cs, he asked what was done with them. “We 
m for scrap,” was the answer. 
days later, Jack was in the plant of another 
er . @ metal specialty fabricator. Here, he 
.and got 
After cross-checking specifications, he found 


“Jack, 
you’re the 
world’s best 


doughnut-hole 
salesman!” 


eal 


that the scrapped blanks of customer “A” would work 
perfectly for customer “B.” 


Getting these customers together at lunch had this 
happy result: one, now, obtains a much better price for 
his blanks... the other has a steady source of pre- 
shaped steel circles at a price that reduces his produc- 
tion costs over $6,000.00 a year. 


We like to feel that Jack’s action in this instance is 
typical of ail Inland sales representatives. We think 
that their interest goes beyond just “selling steel.” We 
hope you do too. 


LAND STEEL COMPANY 


fonroe Street - Chicago 3, Illinois | Sales Offices: Chicago - Milwaukee - 


St. Paul - 


Davenport - St. Louis - Kansas City - Indianapolis - Detroit - New York 


<INLAND> 
| 


For More 


Information Write No. 
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Price Trends 


e Lead, Zinc Quotas 
Prop Domestic Price 


e Residual Fuel Oil 
Drops On East Coast 


| weosrtion of lead and zinc import quotas 
and strikes at strategic copper mines added 
new uncertainty to the metals situation in 
the last few weeks. Purchasing agents are 
closely following the new developments in these 
nonferrous metals, especially since they come 
at a time when most businesses are beginning 
to recover from the sharp impact of the re- 
cession. 

Here’s how the picture looks in some of the 
key commodities P.A.’s are buying: 


Lead: Under pressure from foreign lead 
producing nations, the U.S. is stepping up its 
attempts to create an international agreement 
that would limit production. This agreement 
would replace the import quotas that went into 
effect this month. 

Neither domestic producers nor foreign coun- 
tries that export lead were completely happy 
about the quota restrictions. The American 
companies felt that the quotas were not high 
enough, while foreign miners strongly de- 
nounced the U.S. action as discriminatory. 
However, the recent firming of the price 
showed that the administration’s decision un- 
doubtedly created new strength for the metal. 


Zinc: Quotas for zinc were also included in 
the President’s order. Here, too, total imports 
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Metals & Metal Products 


All Commoditi 
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KEEP UP-TO-DATE ON WIRE AND CABLE WITH THESE ROME CABLE BULLETINS 


) find out what's available to make your jobs easier 
keep up with modern methods and current 
trends in the industry ...send for any or all of these 
ulletins. 
Read over the brief descriptions below to choose 
the ones you want, then mail your order to Dept. B40, 
Rome Cable Corporation, Rome, New York. 


ROME CABLE 


C 0 8) 2 24 eee 


ROME CABLE ROME CABLE 


E TO REPRESENTATIVE WIRE, 
AND CONDUIT—Bulletin 
Unfolded, it becomes oa 

hart. Free! 


CABLE INSTALLATION PRACTICES 
—Bulletin RCT-101. Contains Sec- 
tion 8 of the Rome Coble Manual 
of Technical Information. Price: $1. 


lnstramestation Cadies 


ROME CABLE 


MENTATION CABLES—Bul- 
RCD-400. Details cable for 
ng, dato recording, circuit 
esting, and electronic com- 


SHIELDED HIGH-VOLTAGE POWER 
CABLES—Bulletin RCD-700. Infor- 
mation on Rome's ozone-resisting 
insulations and thermoplastic jack- 
eting. Free! 


Nrgh Voftage Mine 
Feeder Cables 


* 


ROME CABLE 


HIGH-VOLTAGE MINE POWER 
FEEDER CABLES—Bulletin RCP-751. 
For 5,000 to 15,000 volt service. 
Complete data and technical infor- 
mation. Free! 


NTERLOCKED ARMORED POWER 

ABLES Bulletin RCP-730. Iilus- 

advantages and gives data 

o Rome's J-conductor Inter- 

ed Armored cable for 600- 
)-volt service. Free! 








Your chance to get a copy of THE “BIBLE” OF THE INDUSTRY 


THE ROME CABLE MANUAL 
OF TECHNICAL INFORMA- 
TION keeps calculations, data, 
and technical tables always han- 
dy. Widely used in the industry, 
it contains complete information 
on standard installation prac- 
tices, properties of materials, 
conversion tables, communica- 
tion frequency data, and other 
general information. Nearly 400 
pages! Send for your copy. Only 
$4.62 post paid. 








ROME CABLE 


= ggewe! TRENOS—Bulletin RCT 

00. A series of problem-solving 
a reprinted from various trade 
magazines. Free! 








ROME CABLE 
cOereratios 


POLYETHYLENES FOR HIGHER 
VOLTAGE CABLES—Bulletin RCT- 
700. Informative paper presented 
ot A.1.E.E. Meeting by R. C. Gra- 
ham, Chief Engineer at Rome. Free! 


ROME CABLE 


CATHODIC PROTECTION CABLES— 
Bulletin RCP-1110. For maintenance 
of underground pipelines and other 
buried or underwater metallic struc- 
tures. Free! 


NEUTRAL-SUPPORTED SECONDARY 
AND SERVICE DROP CABLES— 
Bulletin RCP-361. Contains general 
information and tables on Rome 
Service Cables. Free! 


HIGH-VOLTAGE POWER CABLES— 
Bulletin RCD 701. Gives details on 
Rome's neoprene-jacketed power 
cable and Rozone insulation. Free! 


CATHODIC PROTECTION OF STOR- 
AGE TANKS AND UNDERGROUND 
PIPES—Bulletin RCR-1111, Texas 
and | ti illus- 
trate typical le of i 
cathodic protection. Free! 
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Steel Scrap 


1, heavy melting Pitt 








Listititiipt aii 








NOV DEC JAN FEB MAR APR MAY 
1957 1958 


were set at 80% of the average imports in the 
1953-57 period, which in effect works out to 
be around two-thirds of last year’s imports. 

Purchasing agents for die casters, anticipat- 
ing a good automobile year in 1959, are increas- 
ing their purchases of special high grade. The 
price concessions that were granted by sup- 
pliers of this grade in recent months have prac- 
tically disappeared. 


Copper: Despite the fact that stocks of re- 
fined copper are still high, the recent strikes at 
Canadian and Northern Rhodesian mines are 
exerting an upward pressure on the price. This 
is because the mines in Canada and Africa pro- 
duce around 20% of the free world copper out- 
put. Many P.A.’s are starting to build up their 
copper inventories, anticipating a price five to 
seven cents a pound higher in the next three or 
four months. 


Tin: The collapse of the buffer pool main- 
tained by the International Tin Council to prop 
up the tin price may prove to be a blessing 
in disguise to purchasing executives. There’s 
a good chance that if props are set up again, 
they will be at a lower level. And if the Rus- 
sians, who dumped almost 10,000 long tons in 
the market last year, decide to join the pool 
now, it will give added stability to the organi- 
zation. 


Fuel Oil: Last month’s break in the price of 
residual fuel oil along the East Coast came as 
welcome news to many P.A.’s, especially those 
whose plants are dual-fired. With 414 barrels 
of No. 6 oil just about equalling a ton of steam 
coal, some buyers now can cut their fuel bill 
about 5% by using oil instead of coal. 
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3 ways to save 


in purchasing AMPHENOL components 


AUTHORIZED 
DISTRIBUTOR 





Save lime 


your local AMPHENOL Distributor carries a factory-approved 
stock of standard AMPHENOL electronic components. For your rush 
requirements, he is prepared to give you same-day 

or overnight service. 


Save Money 


your local AMPHENOL Distributor can make deliveries of 


moderate quantities of most standard AMPHENOL items at factory 
price. You save transportation costs plus any costs 

resulting from work stoppage or delays in prototype construction. 
Your only extra expense: The cost of a local phone call! 


Save Paperwork 


your local AMPHENOL Distributor also stocks many of 

the other leading component manufacturers’ products. Multiple 
product orders placed with your AMPHENOL Distributor 
reduce bookkeeping, save handling time. 


CATALOG IEC lists many of the items carried 
by AMPHENOL’s Authorized Distributors. 
A copy is yours for the asking! 


see your Authorized AMPHENOL DISTRIBUTOR! 
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e New Orders Decline 
After Three Month Rise 


Although manufacturers’ sales continued to 
move upward slowly in August and inventories 
showed a further slackening in the rate of de- 
cline, new orders dipped slightly after a three 
month rise. 

The sales boost of $100 million from the 
previous month was entirely in the durable 
goods sector. Durable sales rose to $12.4 billion 
from $12.3 billion the month before, while non- 
durable producers’ sales held at $14 billion. 
But the inventory decline, which totaled $300 
million, was just about evenly split between 
durables and nondurables. 

New orders slipped $100 million from July, 
because of a falloff in the placement of defense 
contracts with aircraft industries. Most other 
manufacturing industries, however, increased 
their bookings. SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG SEP 
1957 1958 


Dept. of Commerce—Seasonally adjusted 





Manufacturers’ Sales 
Seasonally Adjusted (Millions of Dollars) 


All Manufacturing Industries. . . 





July(r) 
26,284 





Durable-goods industries 
Primary metal. 
Fabricated metal 
Machinery 
Transportation equipment 
Lumber and furniture 
Stone, clay, and glass 


Nondurable-goods industries 
Food and beverage 
Tobacco 
Textile....... 

Paper 
Chemica! 
Petroleum and coal 


Rubber 


Manufacturers’ Inventories 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 
Durable-goods industries 
Primary metal 
Fabricated metal. . 
Machinery 
Transportation equipment 
Lumber and furniture 
Stone, clay, and gloss 


Non-durable goods industries 
Food and beverage 
Tobacco 
Textile 
Paper 
Chemical 
Petroleum and coal 


Rubber 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries. . . 
Duroble-goods industries 
Nondurable-goods industries 
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27,276 24,998 
13,005 11,423 
14,271 13,575 


25,785 
12,245 
13,540 


12,256 
1917 
1,454 
3,808 
2,550 

836 
676 


14,028 
4,371 
390 
1,061 
937 
1,979 
2,806 
478 


26,450 
12,512 
13,938 





(r) Revised. (p) Preliminary 





Practical Purchasing 
10) ae ee) a A 


@). RBM RELAYS 


Low cost, high quality, electrical 
controls for the Electronic, Industrial, 
Communication, Refrigeration 
and Appliance Industries. 


COILED CORDS— 
® CORD SETS 


Plastic and rubber power supply 
cords. Terminations of all 
types (molded plastic and rubber). 
Complete line of Coiled Cords, 
including HPN. 


Cords Limited Division, DeKalb, lilinois 


nYed WIRE AND CABLE 
A complete line of lead, appliance, 
electronic, Sil-X 200°C 
Mil-W-76-A and Mil-W- 16878-B 
government specification wires. 


R-B-M Controls Division, Logansport, Indiana Wire and Cable Div., Fort Wayne, Indiana 
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AND HERE’S HOW IT WILL WORK FOR YOU... 
We both know that intelligent purchasing is more than buying 

a ‘best price basis’’, it's the finished product cost that counts 
To help lick this problem for us both, we purchase for, and manu- 


facture products with the “ultimate product cost’’ in mind... 
mde wale . waked ESSEX 
Another extra is the Essex single source plan, with its complete 
family of matched electrical components. WIRE CORPORATION 


Ask your engineers about SX, its products, quality, production FORT WAYNE 6, INDIANA 
maturity, and call your local Essex application specialist to learn more 
about this practical component purchasing plan... or write. 
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Penetrates through rust 
like coffee soaks into a sugar cube! 


How much do you spend on removing 
rust before you paint? Why not coat 
right over the sound rusted metal with 
Rust-Oleum 769 Damp-Proof Red 
Primer after simple scraping and wire- 
brushing to remove rust scale and loose 
rust ...saving time, money, and metal! 
Rust-Oleum’s specially-processed fish 
oil vehicle penetrates through rust to 
bare metal—while the surface film re- 
mains tough, firm, and durable. You cut 
costly surtace preparations, you receive 
nearly 30% greater coverage depend- 
ing upon the condition and porosity of 
the surface—and you receive the maxi- 
mum in over-the years protection! 


Whatever your color choice may be — 
Rust-Oleum finish coatings include the 
color you want. They're manufactured 
under the same exclusive formulation as 
the Rust-Oleum Primer . . . they assure 
you of greater compatibility, double 
protection, and lasting beauty! The 
best way to see what Rust-Oleum will 
do for you is to actually try it yourself 

. around your plant or home. 

See our complete catalog in Sweets, 
or send the coupon for a free 
Rust-Oleum Test Sample . . . one 
brushful means more than a thousand 
words. Prompt delivery from Indus- 


trial Distributor stocks. 


RUST-OLEUM 


Distinctive as your 
own fingerprint. 
Accept no substitute. 


‘ 


>~ ATTACH TO YOUR LETTERHEAD — 
FOR FREE TEST SAMPLE! 


| 
| 
RUST-OLEUM CORPORATION | 
2593 Oakton Street { 
Evanston, Illinois j 
C) Free test sample with | 
complete literature | 

| 

| 

| 


30-page repo on 
LJ rt 
Rust-Oleum penetration 


(- Nearest source of supply 
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He’s been working on the railroad... 


the TRS rivet man found a $7000 saving 
in A.C. Gilbert’s train transformers 


You needn’t be rich to give your boy a fine American Flyer train 
because Gilbert never misses a possibility for reducing costs. 


For example, they challenged a TRS sales engineer to find ways to 
save on transformer assemblies. He uncovered two . . . worth $7000 on 
a year’s production. 

Invite the TRS man to check over your assemblies. You'll find that 
he is more than a salesman . . . that he has the viewpoint of a manufac- 
turing engineer. Chances are he can contribute practical ideas for making 
your assemblies simpler, faster, better. 

Of course he sells rivets. And he can give you sensible reasons why 
TRS Tubular Rivets are more reliable in essential qualities and uni- 
formity. Ask to see the TRS Quality Control Album . . . one significant 
result of a five-year modernization of this pioneer company. Moderniza- 
tion of people, policies, production and service facilities. You'll like to 
do business with the new TRS .. . we'll make sure of it. 


SEE WHAT THE TRS MAN FOUND 


Found: Contact fastener 
and binding post. Ex- 
pensive brass stud 
machined from hex 
stock, 8/32 thread, and 
brass nut. Hex must be 
recessed in plastic to 
stop rotation. 


eeeeeeeecesoeceeees 


Found: Five-piece lug 
fastener and binding 
expensive 8/32 

screw and hex 

lock nut, 2. lock wash- 
ers, brass terminal nut. 





Suggested: Low-cost 
10/32 threaded collar 
rivet and nut of steel. 
Automatically clinched 
to hold firm without 
hex or recess. Under- 
writers’ ok'd change to 
steel if 10/32 thread. 


Suggested: Low-cost 
threaded steel collar 
rivet and steel nut, 
10/32 thread. 


Don’t Buy Riveting Machines until you learn how the TRS PAR process revolutionizes riveting 


TUBULAR RIVET & STUD COMPANY 


QUINCY 70, MASSACHUSETTS * Midwest Office & Warehouse in Chicago. Branches: Atlanta, 
Buffalo, Charlotte, Cleveland, Dallas, Detroit, Hartford, Indianapolis, Los Angeles, New York 
City, Philadelphia, Seattle, Springfield, St. Louis. See “Yellow Pages” for phone numbers. 


If it’s a Tubulgr Rivet TRS makes it...and Better [| Vl 
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@ Russian Actions 
Weaken Tin Prices 


Sova MANIPULATIONS in 
the metals field continue to pose 
a price problem in price. The 
latest Red maneuver has been in 
sales of tin. 

Russia is not a member of the 
International Tin Agreement, 
which has operated to stabilize 
both production and price. Up to 
now, the price of tin in world 
commerce had been supported by 
a buffer pool arrangement, where- 
by metal offered at less than the 
support price was purchased and 
held off the market until the mar- 
ket price went up to a prede- 
termined level. 

The Soviets offered large ton- 
nages of tin at well below the 
market price, forcing the buffer 
pool to buy. As this appeared to 
be a determined effort on the 
part of the Russians to break the 
tin market, buffer pool purchases 
were stopped. At that point, the 
British and Dutch placed a limit 
on the amount of Russian tin they 
would buy. 

The U. S. State Department 
view is that the Soviets may put 
some pressure on commodity mar- 
kets by their offerings, but that 
they have as much to gain in 
getting an adequate return for 
their exports as do Western sup- 
pliers. This view is supported by 
more recent Soviet actions in the 
tin market. The Russians have 
been buying tin on the London 
market, as contrasted with their 
previous dumping actions. 


Surplus Aluminum 


The problem of Soviet sales of 
materials became apparent about 
a year ago when the Russians be- 
gan offering aluminum at less 
than the world market price. In 
this case, it was thought that the 
Soviets might have accumulated 
a surplus. 

The Soviets themselves told 
the story that they needed some 
sterling exchange. They said they 
had a stockpile of surplus metal 
and decided to sell, knowing that 
they would have to drop the price 
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to get any buyers for their alumi- 
num. 

This checks out with reports 
from various observers who have 
toured Soviet plant facilities. 
They found little in the way of 
production facilities there for 
making civilian products out of 
aluminum, 


Counter Moves 


On the other hand, it was quite 
clear that the Soviets expected 
countermoves to block them from 
undercutting the London market 
in aluminum. One major supplier 
gave its customers a “loyalty dis- 
count” to meet the lower price 
offered by the Soviets. A U. S. 
supplier purchased Russian alum- 
inum, and these sales were 
blocked off shortly thereafter. 

The only immediate effect seen 
here of the U. S. quota system on 
lead and zinc imports is that 
prices will stabilize. Where im- 
porters previously have undercut 
prices of domestic suppliers, they 
will now seek to partially com- 
pensate for their reduced volume 
by moving their product at the 
going market price. At the same 
time, inventories will continue at 
a level where no price increase 
is likely to result from the block- 
age of imports. 

At any rate, economic rivalry 
in metals is well underway, with 
Iron Curtain pressures expected 
in many of the primary materials 
that make up world trade. 


e Auto Wage Hikes To 
Set Industry Pattern 


Avw WAGE HIKES are de- 
scribed as non-inflationary be- 
cause 1) over the next three years 
the rate of increase will be less 
than during the three years pre- 
ceding and 2) the increases will 
presumably be offset by improved 
productivity. 

If, in fact, productivity does 
jump by 2% to 3% a year in the 
auto industry, the 7¢-an-hour 
wage increase will indeed be off- 
set. But achieving such gains will 
be, in part, a problem for the pur- 
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TECHNITE 
POWER HACK 
SAW BLADES 


stay hard, 
sharp and 
accurate 


Bis: 


un 5 


See Your Capewell Distributor 


THE CAPEWELL MFG. CO. 
HARTFORD 2, CONN. 
For More Information Write No. 168 
on Inquiry Card—Page 32 
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Maximum flow, 
minimum 


turbulence, 
negligible pressure 
drop! 


GRINNELL-SAUNDERS STRAIGHTWAY 
DIAPHRAGM VALVES* are unsurpassed for 
handling viscous materials — semifluid foods, latex, 
magmas; solids in suspension — slurries, pulp stock, 
sludges; fluid-borne abrasives; corrosive chemicals. 


The straight-through design eliminates pockets, gate 
trenches and other obstructions which can trap solids. 
The result is maximum flow, minimum turbulence, 
and negligible pressure drop for a diaphragm valve. 


The straight-through design also has the advantage 
of causing very little basic change’in the direction of 
the fluid stream, thus reducing abrasive action from 
high velocity particles, 


These advantages are in addition, of course, to 
benefits normally associated with the use of 
diaphragm valves ...such as freedom from corrosion 
and clogging of working parts, since these are 
completely sealed off by the diaphragm; prevention 
of product contamination; elimination of stem 
leakage and routine maintenance, because there are 
no packing glands. Also, when properly pitched, 
lines are self-draining. 


Grinnell-Saunders Straightway Diaphragm Valves are 
available in a choice of body sizes and materials, 
linings and diaphragms. Handwheel or power 
operated. For complete information, write Grinnell 
Company, Inc., 277 West Exchange St., Prov. 1, R. I. 


*Patented 


hg <y m 
fts high fo - 

nen al flow. 

Also, valve design 
its 


perm : 
comparatively 
simple rodding 
through, when 
necessary. 


CLOSED Despite 
long usage, 
resilient 
diaphragm seals 
firmly against 
valve 4 
Bubble-tight 
closure is assured, 
even when 
handling gritty or 
fibrous materials. 


Clogging and 
interruption to 
flow is prevented 
in lines handling a 
suspension of 
rubber particles in 
an acid brine 
solution at this 
synthetic rubber 
plant. 


GRINNELL- SAUNDERS DIAPHRAGM VALVES 


Grinnell Company, Inc., Providence, Rhode Island ° 


Coast-to-Coast Network of Branch Warehouses and Distributors 





pipe and tube fittings ° welding fittings * engineered pipe hangers and supports 


Thermolier unit heaters * valves 


Grinnell-Saunders diaphragm valves * pipe * prefabricated piping * plumbing and heating specialties * water works supplies 


industrial supplies ° Grinnell automatic sprinkler fire protection systems 


Amco air conditioning systems 
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Washington Report 





chasing agent, for higher pro- 
ductivity generally comes from 
new equipment and better meth- 
ods rather than from greater 
worker effort. At best, produc- 
tivity is linked to worker effort 
only to the degree that labor is 
properly organized and that there 
is a minimum waste of manpower 
and materials. 

Government analysts see the 
following implications in the auto 
contract: 

1. Wage increases in automobile 
plants, moderate as they may be, 
will set a pattern for other in- 
dustries—which means that high- 
er wage levels are being built 
into the economy for the next 
several years at least. 

2. Prices may be held in leash 
against big upward spurts, but 
that overall trend will be for 
gradual increases. 

3. Improvements in productiv- 
ity may compensate for the high- 
er hourly wage, but there are 
other factors which will tend to 
force up prices of the end product. 


Improved Fourth Quarter 


The economic recovery surge, 
however, will be aided by a high 
level of auto production in the 
fourth quarter of this year. 

The government forecast is for 
production of 1.4 million autos 
in the current quarter (roughly 
the same rate as the fourth 
quarter of ’57). And the auto 
industry will be under pressure 
to operate at a high level, even 
though consumer acceptance of 
its product will not be fully tested 
for some months. 

Net result will be a greatly 
improved level of employment in 
the industry. Then too, the con- 
struction industry will still be 
operating at record levels for the 
next month until heavy weather 
slows it down. 

These factors, combined with 
heavy government spending and 
a general feeling that the reces- 
sion is well behind us, are ex- 
pected to generate the push that 
wili keep the industrial produc- 
tion index pointing up. 

—A. N. Wecksler 
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Tudtroducung... x 


the ALL-NEW 


RIB&Zal D: 
00 Power Drive. 


e Full */s” to 2’ capacity 
e Light-Weight - Heavy-Duty 
e Unmatched RIZF&ID Quality 


Patents 
Applied For 





See it, try it 
at your Supply House! 


Designed and Manufactured by 
THE RIDGE TOOL COMPANY 
ELYRIA, OHIO, U.S.A. 
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Is your 


shipping 
dollar 


TAKEN 
FOR A RIDE?” 


Don't be misled by so-called “bargain rate” air- 
freight and truck carriers. You may find you're 
paying higher minimum charges and getting 
far less service. Compare these Railway Express 
advantages before you ship with any other carrier. 


HERE ARE DOWN-TO-EARTH FACTS ON RAILWAY EXPRESS SERVICE 


Widest Coverage—Railway Express serves some 23,000. com- 
munities to give you mass distribution—with one company re- 
sponsibility. You can reach every major market in the U.S., and 
with Railway Express International Service—most every major 
market abroad. No more worries about delays and divided re- 
sponsibility in transferring between two or more carriers. 


Special Low Rates—You get door-to-door delivery, at no addi- 
tional cost within REA vehicle limits. What's more, Railway 
Express offers special low commodity rates on ready-to-wear mer- 
chandise, graphic arts materials, hosiery, shoes, drugs, import- 
export traffic and many other categories. Call your nearest Railway 
Express Agent. He'll tell you why— 


THE BIG DIFFERENCE IS RAILWAY EXPRESS 
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No matter what you make from Cold Rolled Steel 


An ALAN WOOD Representative can helpl 


Yes, you can make the all-weather Fishing- 
Jitney for the fisherman who wants every- 
thing. But you had better call your A.W. 
Representative before you start produc- 
tion. Your A.W. Representative may order 
a special metallurgical study of your prob- 


provide you with the latest information on 
cold rolled steel and its application, plus 
experienced advice on the gauge, size and 
type to order. Call him today. Your A.W. 
Representative is always available 

never out of touch with your location. 





lems and bring about savings that build 
new profits and greater potential. He can 


ALAN WOOD STEEL COMPANY 


century and a quartere CONSHOHOCKEN, PA. 
DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia 
New York « Los Angeles + Atlanta « Boston « Buffalo « Cincinnati 
Cleveland + Detroit - Houston « Pittsburgh - Richmond « St. Paul 
San Francisco + Seattle 

Montreal and Toronto, Canada—A. C. Leslie & Co., Limited 


steelmasters for more than a 


OctToser 13, 1958 


Iron Propucts 
“Swede” pig iron 


Sree. Propucts 
Plates (sheared 
A.W. Dynailoy 
(high strength 

steel 
Hot rolled sheets 
Hot rolled strip 
Cold rolled sheets 
Cold rolled strip 


Roui.ep Sree 
FLoor PLaTE 
A.W. ALGRIP 
abrasive 
A.W. SupPer- 
DIAMOND pattern 


Coa. CHEMICALS 
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A.W. Cur Nans 
Standard & 
Hardened 


Mine Propucts 
Iron ore 
concentrates 
Iron powder 
Crushed stone 
Sand 


CoKe 
Foundry, 
industrial & 
metallurgical 


Penco Mera 
Propucts Division 
Steel cabinets, 

lockers & shelving 





how 
do you 


your 


production?/, 


In order to maintain a uniform 
production rate of 80 tons per 
hour with varying sizes of pipe, 
this pipe mill must change its 
line speed from 30 ft. per minute 
to 80 ft. per minute to compen- 
sate for differing gauges of steel. 
A 500 hp. multi-motor V*S 
Drive does the job. 


GB Reviance: 


———— ee 
a 
ry 


, ae is a just-right production speed for 
every job. Run a little faster and you’ll 
have trouble—a little slower and your 
equipment is not being used efficiently. 

A Reliance Variable Speed Drive will give 
you the just-right speed for each job. 


Reliance V*S is an all-electric variable 


speed drive that operates from a-c. circuits. 
The operator varies the drive motor 
rpm. to set up the ideal speed for every 


job. With no rigid set of gear ratios with 
a limiting number of speeds, he has an 


infinite selection of rpm.’s from a wide 
flexible band of operating speeds. 


There is a V*S Drive designed for your 
equipment. Write for Bulletin D-2506. 


YARDS 
per minute 


In order to properly size differ- 
ing types of cotton cloth, the 
textile slasher must operate at 
line speeds varying from 28 yds. 
per minute to 225 yds. per 


; minute. A 25 hp. V*S Drive 


does the job. 


REVOLUTIONS 
per minute 


In order to maintain the correct 
tension on the metal on this 
highly accurate rolling mill, the 
speed of the coil winder must 
decrease from 900 rpm. to 450 
rpm. as the diameter of the roll 
builds up. A 20 hp. V*S Drive 
does the job, automatically. 


A-1563 


LECTRIC AND 
ENGINEERING CO. 


DEPT. 2510A, CLEVELAND 17, OHIO e CANADIAN DIVISION, TORONTO, ONTARIO 


Sales Offices and Distributors in Principal Cities 
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FIRST 


IN QUALITY DESIGN 


FIRST 


IN BUYER PREFERENCE 
VOTED 5 TO! 


FIRST 


IN RANGE OF PRODUCTS 
MORE THAN 1500 ITEMS 


FIRST | 


IN LOCAL DEALER SERVICE 
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See Your LYON Dealer! 


He’s as near to you as your phone. He 
offers the world’s most diversified line of 
steel equipment. Equally important, he 
can show you how to get the most for 
your money in saved time and space. 


pie 
bs 
bli 


LYON METAL PRODUCTS, INC. 
General Offices: 1033 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 
Dealers and Branches in All Principal Cities 


yA 
iN | 


Lyon also has complete facilities for manu- 
facturing special items to your specifications 


: 
: 


Y 











NOW ... OFFICE DESKS! 
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take a look 


Type 304 stainless plate, dimensions: 6%"" 
thick x 75"’ diameter. Weight, 8655 Ibs. 


...at the clean edges of this stainless plate 


accurately cut by Carlson 


HIs stainless plate illustrates something that’s almost 
"ics Carlson exclusive. Few producers can make plates 
of such heavy gauge, and fewer still have the long 
experience in flame cutting stainless to precise dimen- 
sions. To develop the proper equipment, the exact gas 
and iron powder formula, and the special nozzles, took 
Carlson engineers years of effort. But the result was 
worth it. 


The edges achieved by these improvements reduce the 
cost of subsequent machining operations. And every 
Carlson stainless plate—whether heavy or light gauge— 
carries its own identification. Its chemical and physical 
properties are known and recorded. Its dependable 
performance on the job is assured. 


The complete reliability of every Carlson service will 
materially reduce your ultimate costs. Our specialists 
make certain that your instructions are followed in 
every detail. Write, wire or phone for further informa- 
tion on all our services in stainless steel. 


GO, GEV AESOM Zc 


Staines Steels Excbusively 


130 Marshalton Road 
THORNDALE, PENNSYLVANIA 
District Sales Offices in Principal Cities 


PLATES *« PLATE PRODUCTS « HEADS « RINGS « CIRCLES * FLANGES « FORGINGS + BARS AND SHEETS (No. 1 Finish) 





at needless chlorine costs 


Columbia-Southern’s manufacturing and servicing experi- 


ence with quality chlorine may help you achieve appreciable 
savings on former costs. Isn’t this the ideal time to see if 
your chlorine purchase and use practices aren’t costing 
more than necessary? 

Let’s take the quantity of chlorine you are currently 
buying and handling. Is your operating volume most 
economically adapted to tank car, barge, ton tank, or 
cylinder delivery? Are you quite sure that new or projected 
changes in your products or processing won’t change this 
picture? Do you have all the facts on completely up-to-date 
unloading techniques and equipment? 

Let’s look at the uniform quality of the chlorine you 
are receiving. Here again, Columbia-Southern can advise 
you with recognized authority as the country’s leading 
merchant producer. As a matter of record, we have led in 


developing such vital improvements in chlorine transpor- 
tation as the fusion-welded tank car, the 55-ton single unit 
car, the safety-dome platform, the industry’s first large 
capacity barge fleet for inland waterways delivery, and 
other user economies or safety features. 

Our well-grounded Technical Service specialists, too, 
have helped customers save on needless chlorine costs. 
One valuable aid, for example, is their extremely thorough 
yearly inspection of your unloading, storage, and use oper- 
ations. Isn’t it simple good business, especially now, to see 
what savings they might work out for you? You may request 
their services either through our Pittsburgh address, or any 
of the fourteen Columbia-Southern District Sales Offices. 

The Columbia-Southern Chemical Corporation, One 
Gateway Center, Pittsburgh 22, Pennsylvania. Offices in 
principal cities. In Canada: Standard Chemical Limited. 


COLUMBIA-SOUTHERN CHEMICAL CORPORATION 4 Subsidiary of Pittsburgh Plate Glass Company 
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Aeroquip Flexible Hose Lines resist vibration, shock and abrasion encountered in foundry operation. 


Aeroquip Hose Lines Plus Engineering Service by 
Distributor Solve Equipment Installation Problem 


PHILBRICK-BOOTH & SPENCER, INC., OF HARTFORD, 
CONNECTICUT, RELY ON LOCAL HYDRAULIC SPECIALISTS 


Installation of a new sand slinger in the foundry of Philbrick- 
Booth & Spencer, Inc. required the addition of a 1000 psi. 
hydraulic system. Engineering and installation problems were 
solved when the foundry called in Faxon Engineering Company, 
Hartford distributor of Aeroquip Hose Lines. Faxon engineers 
designed and installed a hydraulic system using Aeroquip Hose 
and Reusable Fittings. The system has proved trouble free. 

The Aeroquip Distributor, listed in your Yellow Page Phone 
Book, is best qualified to assist you with all industrial fluid line 
problems in your plant. Call him first! 


APRA, 
This Beardsley Piper sand slinger has a 1000 psi. 
hydraulic system engineered by the local Aeroquip 
Distributor, Faxon Engineering Company. 


= \eroquip 


AEROQUIP CORPORATION, JACKSON, MICHIGAN 


INDUSTRIAL DIVISION, VAN WERT, OHIO ¢ WESTERN DIVISION, BURBANK, CALIFORNIA 
AEROQUIP (CANADA) LTD., TORONTO 19, ONTARIO 
LOCAL REPRESENTATIVES IN PRINCIPAL CITIES IN U.S.A. AND ABROAD « AEROQUIP PRODUCTS ARE FULLY PROTECTED BY PATENTS IN U.S.A. AND ABROAD 
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Can this still go out tonight, Mr. Trumbull? 


Certainly can, Miss Davis. As soon as I put this 
Safetex in the dispenser. 


Just be sure it’s wrapped tight! 


We haven’t had a package pop open yet, Miss Davis. 


In the mailroom or in the shipping depart ment, Safetex me exacting 
requirements because it’s made to exacting requirements The Safetex 


glue coating, you see, is AccuRay controlled at the one peak level 


where sticking speed and holding power are greatest. Cuts application 


costs—increases efficiency. Order and see! 


Saretex . PeS 


CENTRAL PAPER COMPANY + MENASHA, WISCONSIN 
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COLD FINISHED BARS 
provide superior finish, 
STEEL uniformity, machinability 











“J&L B-1113 leaded steel provides 
flawless finish, speeds machining of 
singer sewing machine parts 35%” 


“‘Flawless finish of ‘Slant-O-Matic’ hook 
assembly components machined from 
J&L B-1113 leaded steels, and carefully 
polished, prevents thread snags,” ac- 
cording to officials of Singer Manufac- 
turing Company. 
With the “Slant-O-Matic’”’ hook as- 
sembly moving at 3200 revolutions a 
minute, the slightest burr or tool mark 
on any part would snag the thread. 
Singer officials report the machined sur- 
faces with J&L steel are “definitely 
easier to polish.”’ They are now using 
leaded steel in over 100 components on 
the scores of industrial and household J&L's B-1113 leaded steel permits 35% higher 
. machining speeds in this multiple spindle screw 
machines they manufacture. machine operation at Singer Manufacturing Co., 
“Use of cold finished leaded steel bars aRSePen, *. 4. 
also speeds production 35% on our 
multiple spindle screw machines. And 
we get 25% longer tool life,’ Singer 
officials report. 
Similar machining qualities and speed 
are possible in your operations with J&L 
controlled quality cold finished steel 
bars. A J&L steel specialist can recom- 
mend exactly the right steel for any job 
from J&L’s complete cold finished line. 
Chances are he can help you get im- 
proved finishes, higher cutting speeds 
and longer tool life. 
Call your local distributor, or write to 


Jones & Laughlin Steel Corporation, Superior surface finish of these hook assembly 
Dept. 543, 3 Gateway Center, Pitts- components prevents thread snags on Singer's 

; _ **Slant-O-Matic"’ machines. Parts are machined 
burgh 30, Pennsylvania. from J&L leaded steel bars. 


Jones & Laughlin Steel Corporation 
STEEL PITTSBURGH, PENNSYLVANIA 





A DANA 


EXCLUSIVE... 


Complete four- 
wheel drive 





assemblies 


ONE PURCHASE ORDER is all you require for 

complete four-wheel drive assembly .. . 
when you order from Dana. Everything is 
included ... front and rear driving axles, 
transfer case, propeller shafts, and univer- 


sal joints. 


MINIMUM TOOLING COSTS. Spicer design 
gives you special four-wheel drive axles at 
close to mass-production prices. You save 
because the intricate carrier assembly is a 
self-contained unit .. . the same one that’s 
produced by the thousands for Spicer rear 


axles. 


ADAPTED TO HUNDREDS OF USES. Hun- 
lreds of low-cost variations are possible 
with the Spicer design. You have a choice of 
wheel treads, axle lengths and spring seat 
arrangements suited to loads from 2800 to 
7500 lbs. . . . with either Cardan type or 
constant-velocity wheel joints. 


DEPENDABLE Spicer front drive axles have 
been proved by over a quarter-century of 
use in both civilian and military vehicles. 


DANA CORPORATION © Toledo 1, Ohio 


DANA PRODUCTS Serve Many Fields: 


AUTOMOTIVE: Transmissions, Universal Joints, RAILROAD: Transmissions, Universal Joints, 
Pp ler Shafts, Axles, Powr-lok Differentials, Propeller Shafts, Generator Drives, Rail Car 
; Converters, Gear Boxes, Power Take-Offs, Drives, Pressed Steel Parts, Traction Motor 
r Take-Off Joints, Clutches, Frames, Forgings, Drives, Forgings, Stampings. 
gs 
NDUSTRIAL VEHICLES AND EQUIPMENT: Trans- SORICULTURE: Universal Joints, Propeller 
a * - afts, Axles, Power Take-Offs, Power Take- 
ns, Universal Joints, Propeller Shafts, Axles, Of Joints, Clutch : : 
sear Boxes, Clutches, Forgings, Stampings. — viches, Forgings, Stampings. 
AVIATION: Universal Joints, Propeller Shafts, Axles, MARINE: Universal Joints, Propeller Shafts, 
ears, Forgings, Stampings Gear Boxes, Forgings, Stampings 


Many of these products manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario. 
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Cut bearing bronze costs as easily as exact lengths slice off Asarcon® Con- 
tinuous-Cast Bronze. You can pay less for bearing bronze initially and later. For 4 reasons: 
1) Asarcon 773 (SAE 660) is stocked in the exact lengths your shop needs. No short-end scrap to up 
costs. 2) Less diameter loss to pay for. Only 1 /32” to 3/32” to clean up, not usual 1 /4”.3) Less clean- 
up means less machining, time and expense. 4) Superior performance. Far more strength and hard- 
ness than other cast bars conforming to same alloy specifications; or you can replace more expensive 
alloys with Asarcon 773! Order Asarcon 773 in 260 stock sizes, solids and tubes, any length up to 
105”, from a nation-wide network of distributors. Write for special Continuous-Cast booklet to 
Continuous-Cast Products Department, American Smelting and Refining Company, Barber, New 


Jersey; on the West Coast, Kingwell Bros., Ltd., 457 Minna St., San Francisco; in Canada, Federated 


Metals Canada, Ltd., Toronto and Montreal. 


CONTINUOUS-CAST DEPARTMENT OF 
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Stop mold release 
problems... 


WITH DOW CORNING SILICONE PARTING AGENTS 








Here, silicones speed tire release... while here they save money in molding floor tile 


VERSATILE ... ECONOMICAL .. . EASILY APPLIED 


There’s a Dow Corning silicone release agent is cleaner, resulting in improved surface finish 
to cure almost any “sticky” ill. Metals, rubber, and reduced scrap. Silicones can't break 
plastics, glass . . . countless molded parts are down to form carbonaceous build-up on 
easier to remove from molds treated with molds, so much less cleaning and maintenance 
silicones. Production moves faster, too. Release are needed. 


YOUR BEST SOURCE FOR ALL SILICONES... DOW CORNING 


Adhesives, defoamers, lubricants, cosmetic and These and many other Dow Corning Silicones 
polish additives, electrical varnishes, paint are cutting costs for industry . . . and are help- 
resins, intermediates, Silastic” (silicone rubber), ing to make good products better. For more 
Sight Savers”, paper coatings, laminating information, call the branch office nearest you 
resins, water repellents, and release agents. or write direct to Dow Corning, Dept. 2010. 


When you consider the entire cost, 
silicones cost less. 


Dow Corning CORPORATION 
MIDLAND. MICHIGAN 
ATLANTA BOSTON CHICAGO CLEVELAND DALLAS LOS ANGELES NEW YORK WASHINGTON, D. C. 
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LY CUT PARTS 


ca 





Special Service 
Offers “‘One Source’’ Responsibility 
And Improved Economy 


What do your specs call for . intricate shapes, 
simple shapes, natural fibers, synthetic fibers, volume 
production or short runs? 

In any case . . . consult American Felt Company firsr 
... you'll be better able to meet your work schedules and 
operating requirements! American’s cutting shops are 
nearby . . . have the facilities and abilities . . . and materials 
needed to fulfill all your requirements. Choose from indus- 
try’s largest line of high quality Felts, including: Feutron 
Felts, world’s first 100% synthetic fiber Felts, Windsor 
Felts, “K” Felts and many, many others. 

With American there’s no extra handling, no days lost in 
shipping from one place to another . you benefit from 
lower ultimate costs, higher precision parts and greater service 
... the important results of over 41 years of cut part “know- 
how” and experience. 

Write today, please mention your cut part end use or include 
blueprint, for further information and quotations. For even 
faster service, call your local American Felt Company Office 

Remember: American Felt Company has the most extensive 
and best equipped staff of product engineers in the Felt Industry 
with engineered materials for seals, wicks, filters, insulation, deco 
ration. Write for information, please describe your application... 


General Offices and 
Engineering And 
Research Laboratories 
74 Glenville Road 
Glenville, Conn. 
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How 4. 


Frasse 





NEW YORK 13, N.Y. 


17 Grand St. 
WaAlker 5-2200 


tubes “igs 
PUT LEO" TO SLEEP 


This newly developed “Cap-Chur” gun 
fires a dart-like, self injecting syringe 
with precise accuracy ...has an effective 
range of 50 yards. The syringe travels at 
1200 feet per minute—injects its immo- 
bilizing solution 5 seconds after firing... 
puts an animal to sleep in approximately 
90 seconds. 

Four types of tubing are used in this 
modern “blow gun”. The barrel is a seam- 
less steel tube...the compression cham- 
ber is a welded steel tube...the syringe 
is an aluminum tube...and the needle is 


FRASSE.. 


p TO1NG 


Courtesy: 
Crosman Arms Co., Inc. 


a 


a stainless steel tube. Yet, despite this 
mixed requirement, all four types are 
furnished by Frasse—with never a deliv- 
ery delay or rejection since production 
began. 

So, if you use tubing in your product 
— want trouble-free quality in a hurry... 
it will pay to make Frasse your source 
for tubing. Complete Frasse tubing 
stocks enable you to select the type and 
size best suited to your needs...and 
Frasse tubing specialists are always 
available to assist you with any problem 
involving a tubular product. 














Seamless and Welded Mechanical Tubing 
Pressure and Hydraulic Tubes 
Centrifugally Spun Tubing 

Stainless Tubing, Seamless and Welded 
Stainless Pipe, Valves and Fittings 


PVC Plastic Pipe, Valves and Fittings 











[ AMERICAN STEEL 














Peter A. 











Frasse 














WAREHOUSE ASS'N, 
YOUR STEEL 


& Co., Ine. 











SERVICE CENTER 








PHILADELPHIA 29, PA. 
3911 Wissahickon Ave. 
BAldwin 9-9900 


LYNDHURST, N.J. + 


BUFFALO 7, N. Y. 
P.O. Box K, Sto. B 
BEdford 4700 


ROCHESTER, N.Y. 


SYRACUSE 1, N. Y. 
P.O. Box 1267 
HOward 3-8655 
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Aluminum Tubing, Holobar, Pipe and Fittings 








HARTFORD 1, CONN. 
P. O. Box 1949 
JAckson 9-6861 











Is it readily available?— Yes, it’s yours on order! 
Is there enough for any future need?—Sure thing, the 
supply ts practically limitless! 


How about present and future cost?—Price is stabilized 
by expanding mine mechanization and increasing 
efficiency of modern burning equipment. 


& BITUMINOUS COALS FOR EVERY PURPOSE 


Ask our man! BALTIMORE & OHIO RAILROAD, BALTIMORE 1, MD., Phone: LExington 9-0400 
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You can 
GC ount on Here's a 2-man team that will give youa 


powerful lift toward closer Countrol of plant costs... 


th > your Veeder-Root Industrial Supply Distributor and 
1 S a Veeder-Root Sales Engineer. Together they can 


spot and eliminate profit-leaks with facts in figures 
that give you constant, instant command of every 
machine and process. 
And mostly they can do this by adapting standard 
counters from the complete Veeder-Root line . . . 
saving you the need and cost of special counters. 
What’s more, this survey is quick, complete, 


and costs you nothing. All you have to do is speak 
a word to your Industrial Supply Distributor 


to help cut your atte Pane from there. Phone or 
operating costs 








eerie co) Ses oe 


NEW ADDITION TO VEEDER-ROOT'S 
Standard Packaged Line ; 


New Panet-MountTepD a 

os ES a a apa : EVERYONE CAN COUNT ON 
CounTER, designed for ac- 

curacy and long life at very ; 

Ree to 88 eeder-Roo 
a per minute. ny = 

of these counters can 

placed in your office... . INCORPORATED 

and all panels can be reset Hartford 2, Connecticut 


insta vith button! 

Ask anf isp hon Bony — Hartford, Conn. * Greenville, S.C. * Altoona, Pa. © Chicago 
this and other V-R Stand- New York * Los Angeles * San Francisco * Montreal 
ard Counters. ® 


em Offices and Agents in Prineipal Cities 
EL NTE i A ioe a I, 
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Use quality (iss) Sheet and Strip 
... available at your steel service center 


When you order USS Sheet and Strip from a steel service center, 
you're combining the fine, quality-controlled products of 

United States Steel with the time-saving advantages of a 

steel service center. The wide distribution of USS Sheet and 

Strip is your guarantee of prompt, efficient delivery when you order 
USS Sheet and Strip from a steel service center. 


Steel service centers stock USS Hot-Rolled, Cold-Rolled, Galvanized, 
Galvannealed and Paintbond Sheets, and USS Hot-Rolled Strip. 


Remember, as a part of the American Steel Warehouse Association, 
your steel service center has been set up specifically to 

handle your immediate steel demands. So the next time you order 
steel sheet and strip from your steel service center, be sure to 
specify USS Sheet and Strip. USS is a registered trademark 


_ 
AMERICAN STEEL 


(ss) United States Steel stp 
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125 B. F. Goodrich presses, 


LF MAK 


We'd be up to our necks in expensive scrap if we used 
n inferior hydraulic oil,” says Alex Sandomirsky, chief 
engineer at the B. F. Goodrich Sponge Products Divi- 
sion in Shelton, Connecticut. 
The plant turns out highest quality B. F. Goodrich 
Texfoam mattresses, pillows, auto seat and furniture 
ishions around the clock. It has the world’s largest in- 
lation of rubber moulding presses, 125 of them on 
ye central, 700-gallon hydraulic system. The oil in this 
ystem has to be reliable, for if one press went out all 
vould have to close down. 
B. F. Goodrich uses Gulf Harmony Oil 53 as the power 


ba 








i 


using Gulf Harmony Oil, mould 


S THINGS 


medium, serving these presses 24 hours a day, 6 days a 
week .. . tough service for any hydraulic oil. Gulf Har- 
mony stands up perfectly in this operation, to the com- 
plete satisfaction of B. F. Goodrich. Production results 
are excellent. 





Here’s why Gulf Harmony Oil stands up so well, so long 


New Gulf Harmony has outstanding oxidation resist- 
ance. It assures longer life, freedom from harmful sludge 
deposits. An anti-corrosion additive protects against 
rust. A patented anti-foam agent eliminates objection- 
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foam rubber 24 hours a day... 


Fluid power for the presses. Gulf Harmony Oil! delivers it 
here, through hydraulic equipment in upper foreground. 
Pump pressures up to 600 psi. Clamp pressures up to 1500 
psi. Here, a press operator strips a B. F. Goodrich Texfoam 
mattress from the press. 


Gulf Sales Engineer Peter K. Eaton, left, discusses hydraulic 
mechanism of a rubber moulding press with Russel T. 
Korolyshun, project engineer. In the press—ready to be 
stripped from it—is an L-cushion for a sofa. 


RUN BETTER! 


able foaming. Original viscosity and color stability are 
retained longer. 

As a multi-purpose lubricant and hydraulic fluid, 
Gulf Harmony Oil is available in a full selection of 
grades to meet all your needs. It is ideal for hydraulic 
systems, air compressors, blowers, dryer-roll bearings, 
machine tools, electric motors, central circulating sys- 
tems and a host of other applications. 

Your Gulf Sales Engineer can show you how Gulf 
Harmony Oil can help you improve production and re- 
duce maintenance costs. Just call your nearest Gulf 
office, or write for illustrated bulletin. 


GULF OIL CORPORATION 
Dept. DM, Gulf Building 
Pittsburgh 30, Pa. 


Without obligation on my part, send me illustrated bulletin 
on Gulf Harmony Oil. 

Name 

Title 

Company 

Address 


City 


For More Information Write No. 187 on Inquiry Card—Page 32 


OctoBer 13, 1958 





Out-of-town markets are as 
as your telephone. It helps 
i keep track of current prices, 
goods and supplies at the 
t time, in the right quantity. 
shop to best advantage, keep 
entories low, through the 


d of purchasing by telephone. 


the personal discussion 


And 


distant suppliers makes 


For More 


friends for you and your com- 
pany and helps you settle details 
smoothly. 

Pick up the telephone the next 
time you have an out-of-town 
purchasing problem. It’s fast, 
personal, low in cost. And you 


will get results. 


BELL TELEPHONE SYSTEM 
Call by Number. It’s Twice as Fast 


& 


LONG DISTANCE RATES ARE LOW 


Daytime Station-to-Station Calls 


First Each Added 
3 Minutes Minute 


Boston to Hartford 55¢ 15¢ 
New York to 

Washington, D.C. 80¢ 20¢ 
Detroit to Chicago 90¢ 25¢ 
Los Angeles to Phoenix $110 30¢ 
Pittsburgh to Miami $1 70 45¢ 


Add 10% Federal Excise Tax 


For example: 


Information Write No. 188 on Inquiry Card—Page 32 
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SOLENOID 
CHATTER 


ELIMINATED... 


with the NEW NAMCO “Hard Metal’-Welded Solenoid 











Molded 
Epoxy 
Coil 


THE NATIONAL 
ACME COMPANY 
cme 191 East 131st Street 
Cleveland 8, Ohio 


Sales Offices: Newark 2, N. J., Chicago 6, lll., Detroit 27, Mich. 


«+++. 80 quiet in its closed position, so 


rugged, so adaptable to any design 
problem, your application headaches 
are reduced to mere details! 


Its noiseless operation permits solenoid appli- 
cations never before considered practical. 
The usual chatter and clatter in the closed 
position is eliminated by a unique design that 
provides a positive three-point contact in the 
“holding position.” Add to this Namco’s 
exclusive “hard metal’’- welded plunger bond- 
ing that prevents mushrooming at the vital 
point of contact; hard chrome-plated upper 
guide edges of plunger laminations that re- 
duce friction and wear; superior electro- 
magnetic qualities, and the result is a silent 
performer you can’t afford to overlook. 

Namco standard solenoids are available 
in a wide range of pull and push types with 
capacities up to 25 lbs.; custom-engineered 
solenoids in every size capacity and type can 
be made to meet your specifications. Write 
us about your application problems stating 
specific requirements. 


For More Information Write No. 189 on Inquiry Card—Page 32 
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Information For Your Catalog Files 





ACTUATORS 


Catalog No. 26282 lists 26 standard styles of actuators. 
Of these, there are 312 different modifications. All 
styles operate by air, oil or fire resistant fluid at up 
to 1000 psi pressure. , 


Ex-Gelle-O Corp. 
Write No. 1 on Inquiry Card—Paze 32 


AUTOMATED MACHINE TOOLS 


Special machine tools for low, medium and high pro- 
duction operations are described in a 20-page cata- 
log. The machines are divided into generic types. The 
parts each produce are outlined. 


Snyder Tool & Engineering Ce. 
Write No. 2 on Inquiry Card—Page 32 


CABLE ASSEMBLY 


The 24-page catalog CA-1 covers all types of me- 
chanical cables. Full specifications are included. 
Drawings and photos illustrate applications in all 
fields, except the electrical. 


Bergen Wire Rope Co. 
Write No. 3 on Inquiry Card—Page 32 


DIES 


Facts about standardization of carbide slot dies are 
furnished in the 8-page brochure, No. 258. The cata- 
log for the first time facilitates ordering carbide slot 
dies from stock as a standard item. 


Oberg Mfg. Co., Inc. 
Write No. 4 on Inquiry Card—Page 32 


DRIVES 


A 16-page, 2-color catalog describes a line of static 
power, adjustable speed drives. These conversion 
units eliminate all bearings, brushes, commutators, 
shafts and couplings. 


Cutler-Hamm-r Inc. 
Write No. 5 on Inquiry Card—Page 32 


ELECTRONIC COMPONENTS 


Full information on a line of electronic components 
is offered in a 12-page, 2-color bulletin. All parts are 
illustrated. Tables list sizes and types available. 


Richards Electrocraf!, Inc. 
Write No. 6 on Inquiry Card—Page 32 


ELECTRONIC PARTS 


A catalog contains 212 pages of detailed listings of 
electronic parts and equipment. The catalog is the 
most comprehensive compilation of electronic parts 


in the field. 
Electronic Publishing Co., Inc. 


Write No. 7 on Inquiry Card—Pag> 32 


FIBER GLASS REINFORCED PLASTICS 


The 16-page catalog No. 2 furnishes a complete list 
of materials for fibrous glass reinforced plastics. 
There are thumbnail descriptions of properties. 
Available sizes and grades are shown. 


Cadiilac Plastic & Cherisal Co. 
W.ite No. 8 on Inquiry Card—Page 32 


FIITTINGS (IRON PIPE) 


Types and sizes of a line of ductile iron pipe fittings 
are supplied in catalog No. 2F (8 pp.). Comparative 
physical properties of pipe fitting metals are dis- 
cussed. Data covers impact testing. 


The Kuhns Brothers Ce. 
Write No. 9 on Inqu'ry Card—Page 32 


FLOW METERS 


Catalog No. C22-1 covers specifications and applica- 
tions of two flow meters. One meter gages flow and 
liquid level in open tanks; the other in closed tanks 
under vacuum or pressure. 

Minneapolis-Honeyweil Regulator Co. 


Write No. 10 on Inquiry Card—Page 32 


HOBBING MACHINES 

Full specification data on single spindle and rotary 
hobbing machines is furnished in a colorful 12-page 
catalog. Typical installations to cut costs and increase 
production are shown. 


Cleveland Hobbing & Machine Co. 
Write No. 11 on Inquiry Card—Page 32 


INSULATION (ELECTRICAL) 


Catalog No. 25, fully indexed, devotes 36 pages to 
electrical insulations. The ordering data presented 
pertains strictly only to materials used by repair and 
maintenance shops. 

Insulation Manufacturers Corp. 


Write No. 12 on Inquiry Card—Page 32 
For More Information Write No. 190 
on Inquiry Card—Page 32> 
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At Wayne Pump Co., 

Youngstown Seamless Pipe is being 
closely inspected in a plunger 
assembly for use on a 

modern industrial lift. 


Oeceent on Excellence 


Youngstown seamless 


Much of the back-breaking, “‘man-killing”’ 
work of Grandfather’s day is a thing of the 
past—thanks to modern industrial plat- 
form lifts such as this installation designed 
and built by Wayne Pump Company of 
Fort Wayne, Ind. 


Wayne Pump machines and grinds 
Youngstown Seamless Pipe to finished 
size for the all-important plungers that 
support the lift platform. They report this 
pipe is ideal for the application due to 
its “‘uniform quality and freedom from 
laminations’’; 


Wherever steel becomes a part of things 
you make, the high standards of Youngs- 
town quality, the personal touch in Youngs- 
town service will help you create products 


with an “accent on excellence” 


THE 


YOUNGSTOWN 


SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel, Youngstown, Ohio 
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RCA 


PREMIUM 


UAT 

is 
exacting inspection and test 
procedures...makes RCA 
Tubes the right choice for 
replacement in electronically 
controlled industrial devices. 


RADIO CORPORATION OF AMERICA 


© Electron Tube Division Harrison, N. J. 


Send for new booklet RIT-104A. “Receiving-Type 
Tubes For Industry and Communications”. Includes 
descriptions and basic data on RCA Premium and 
other special tube types. For your copy, write RCA 
Commercial Engin ering, Section J-36-Z, Harrison, N.J. 


» 
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INSULATIONS (INDUSTRIAL) | 


Thermal, mechanical and chemical 
characteristics of a full line of in- 
dustrial insulations is presented in 
a 20-page, 2-color booklet. Tables 
recommend thicknesses for proper 
service. 


Baldwin-Hill Co. 
Write No. 13 on Inquiry Card—Page 32 


LATHE 


Basic data are supplied in a 24-page 
illustrated catalog, Form 1159-C, on 
an automatic lathe. It has a horizon- 
tal table for tool-carrying slides. 
Lathe handles a wide variety of jobs. 


Gisholt Machine Co. 
Write No. 14 on Inquiry Card—Page 32 


MAGNETIC EQUIPMENT 
A 24-page booklet describes the 
varied applications of permanent, 
non-electric magnetism in materials 
handling. Sections deal with mag- 
netic conveying, separating and vi- 
brating. 

Eriez Mfg. Co. 


Write No. 15 on Inquiry Card—Page 32 


METALWORKING TOOLS 


The full line of carbide products, 
available to users of cutting tools, is 
listed in an .88-page, plastic-bound 
catalog. A chart explains perform- 
ance of 14 grades of cemented car- 
bide. 

Vascoloy-Ramet Corp. 


Write No. 16 on Inquiry Card—Page 32 


MIXERS 


An 80-page publication, K-57, deals 
with the problems of mixing in the 
chemical field. Features of continu- 
ous type mixers operating on the 
List system are detailed. 


Baker Perkins Inc, 
Write No. 17 on Inquiry Card—Page 32 
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YALE outperforms any loader—handles 25% 
more material every hour...Field tests prove it! 


EXTRA WORK PER HOUR. No mat- 
ter what bulk you handle, you'll get 
more productive work at 
with the new Yale Industrial Tractor 
Shovel. Jt carries more—full 2500- 
lb. bucket capacity. /t moves faste? 
accelerates to operating speed of 8 
mph in 3.5 seconds—to 13 mph in 
5.5 seconds. Exclusive Yale Torque 
Transmission (fully automatic) per- 
mits quicker, smoother starting, 
eliminates shifting, provides more 
power under load conditions—speeds 
cycle operations. Gasoline or LP-Gas. 
EXTRA SAFETY. Yale’s exclusive 
Safety-Curve Arms assur e extra- 
safe elbow room—extra visibility 
when bucket is raised. 
EXTRA MANEUVERABILITY. This is 
the first tractor shovel designed 


YALE’ 


less cost 


especially for industrial use. It’s 
compact —only 117” overall length - 
can maneuver in any aisle wide 
enough for a wheelbarrow. 
EXTRA LOADING AND DUMPING 
FEATURES. Yale’s exclusive 45 
ground-level tipback insures the 
ultimate in loading action—and a 
grade-level carrying position to 
imize spillage. Exclusive 6 dump- 
clearance is the highest on any 
el of similar wheelbase. Bucket 
is automatically self-locating —low- 
ers from full dump-position to 
ground-level. Bucket automatically 
returns to digging position. 
For a demonstration in your plant 
or for actual case histories, write to 
The Yale & Towne Manufacturing 
Co., Philadelphia, Pa.; Dept. 2510. 








COMPARE! 


For only 3¢ more per hour* 
the Yale Industrial Tractor Shovel 
offers these exclusive features 


Exclusive Yale Torque Transmis- 
sion (fully automatic) 

Exclusive 45° ground-level bucket 
tipback 

Exclusive Safety-Curve Arms 
Exclusive accelerating speed of 8 
mph in 3.5 sec. 

Exclusive sealed brakes 

Exclusive forward and rear oper- 
ating lights 

Exclusive 6’ dumping clearance 


*Based on comparative initial costs depreciated 
over 10,000 working hours 








INDUSTRIAL LIFT TRUCKS & TRACTOR SHOVELS - HOISTS 


*REG. U.S. PAT 
GASOLINE, ELECTRIC, DIESEL & LP-GAS INDUSTRIAL LIFT TRUCKS * WORKSAVERS 


YALE is WAREHOUSERS * HAND TRUCKS «INDUSTRIAL TRACTOR SHOVELS * HAND ANDO ELECTRIC HOISTS 


YALE MATERIALS HANDLING Divisio HE YA & TOWNE MAN 





ACTURING CO. MANUFACTURING PLANTS: PHILA HIA, PA.; SAN LEANORO, CALIF.; FORREST CITY, ARK 


For More Information Write No. 191] on Inquiry Card—Page 32 
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To help you get 
more for your money 
from fluorescent 
lighting 


@ Lists trouble symptoms and 
remedies on easy-to-use chart. 


@ Helps you select properly 
matched components. 


This new G-E guide is a handy reference 
chart for maintaining your present sys- 
tem...and more! It helps you to deter- 
mine whether, and how, improvements 
can be made in the combination of 
lamps, starters, ballasts, etc., that you 
have now...to deliver more of the type 
of light you require, at lower cost. It 
brings up points you may not have rea- 
lized before, that can make your job 
easier. 

Ask your General Electric distributor 
for the new G-E Maintenance Guide for 
Fluorescent Lighting, or write General 
Electric Company, Wiring Device Dept., 


Providence 7, R.I. 


GENERAL @@ ELECTRIC 


For More Information Write No. 192 
on Inquiry Card—Page 32 





Letters To 


The Editor 





DROP FORGINGS 


We have read with interest 
your articles on forgings which 
appeared in PuRCHASING on June 
23, August 4 and August 18. As 
the advertising agency for the 
Drop Forging Association, we 
sincerely appreciate your interest 
in the industry’s products, its 
method of production, etc. How- 
ever, in reading the articles, we 
feel that some of the facts which 
are generalized are detrimental to 
those purchasing agents who pos- 
sibly do not know anything about 
forgings, and it might be mislead- 
ing for those who are better 
schooled on this subject. 

For example, on page 67 in the 
August 4 issue, regarding the 
forging temperature range, I 
think you will agree that this is 
a misleading statement; item 5 
under cost factors, pertaining to 
scrap losses, is a very limited 
definition. 

We feel, however, that the ar- 
ticles are basically well done. 
Please accept the comments above 
as helpful criticism, 

Norman R. Cross 
Executive Vice President 
The Lee Donnelley Co. 
Cleveland, Ohio 


e Critical comments on articles 
are appreciated as much as com- 
pliments. It is far better to have 
the articles read analytically than 
to have them passed over lightly 
or ignored. In this instance, we 
asked the author of the Technol- 
ogy for P. A.’s series, Mr. T. C. 
DuMond, to reply to Mr. Cross’ 
comments. Mr. DuMond says, “As 
to the first comment on forging 
temperature ranges, I believe Mr. 
Cross misinterpreted the state- 
ment. At the same time I could 
probably have stated what I 
meant a little more clearly. How- 
ever, I don’t feel that there is any- 
thing misleading about it. 

“The thought covered here is 
that some materials have ezx- 
tremely narrow temperature 
ranges between top and bottom 
forging limits while others are 


still forgeable over a temperature 
drop of 200° to 300°. Actually, 
there is more definite information 
on temperatures on page 68 
(August 18 issue). 

“I can understand Mr. Cross’ 
concern over the statement about 
scrap losses. It is a fact that scrap 
loss is high, primarily because 
the scrap developed as flash and 
in chips does not demand a good 
price when sold and it is also 
expensive to handle. Perhaps the 
comparison between forging and 
casting scrap is the chief cause 
for concern. As he says, it is dif- 
ficult to be completely accurate 
in this type of summary, but our 
statement is basically true.” 


HOW MUCH PAY FOR THE P.A. 


It seems to me that you over- 
looked an important point con- 
cerning the “Purchasing Opinion” 
survey in the September 1 issue 
of Purcnastne. I refer to question 
4 (page 15). “Do you think it 
is ethical for purchasing agents 
to accept gifts from suppliers?” 
Thirty-one per cent replied “yes, 
if modest” and 69% replied “No.” 

My question is this: What per- 
centage of those who responded 
to the survey could be considered 
as receiving insufficient compen- 
sation for the work they do for 
their company, or, sufficient com- 
pensation? 

I believe the answer would 
show that among the 69% you 
would find practically all were 
well satisfied with their compen- 
sation. But among the 31% the 
preponderate number are poorly 
compensated. In many cases, if 
the truth were known, their top 
management or their boss might 
feel that he does not have to pay 
as much as he might otherwise, 
because of the opportunities they 
have to “feather their nest” at 
the expense of suppliers. This, 
of course, makes top management 
responsible for any finagling. 

Fred O. Paige 

Director of Purchasing 
The Welsbach Corporation 
Philadelphia, Penna. 
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CALUMET @ WECLA. INC 


Where tubing is concerned, Mr. Purchasing 
Agent, you can make your job much easier 
when you specify the tubular products manu- 
factured by Wolverine Tube. 


In the first place in dealing with Wolverine you 
work with tubing specialists—get it all from one 
source, capable of supplying all your tubing 
needs, whether copper, brass or aluminum. 


Wolverine manufactures copper and aluminum 
tubing in prime surface form or with integral fins 
(Wolverine Trufin®). For inventory and produc- 
tion convenience, Wolverine produces both long- 
length level ane and long-length bunch-type 
coils as well as straight length tubing. Wolverine 
also maintains complete fabrication facilities 
for spinning, finning, bending, coiling—you 
name it. 


Wolverine’s two plant facilities, its convenient 
sales offices and its IOA (Individual Order 
Attention) assure the customer of fast, com- 
pletely reliable service. Also of major impor- 
tance is the way Wolverine packages its products 
to fit right in with the customer's production 
line requirements. 


To help customers solve their tubing problems 
Wolverine maintains an extensive Field Engi- 
neering Service—a staff of highly trained tubing 
technicians whose services are available with- 
out charge. 


And these are but a few of the many reasons 
why it pays P. A.’s to buy Wolverine tube. To 
discover more, just mark your next tubing order 
—WOLVERINE. Write too, for a copy of the 
Wolverine Tubemanship book. 


WOLVERINE TUSE 





f or 
Ch CALUMET @ HECLA, INC. 
17250 Southfield Road 


Allen Park, 


wn TUBE Orvt 


Michigan 


PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALABAMA 
SALES OFFICES IN PRINCIPAL CITIES 


EXPORT DEPT. 13 £ 40TH STREET. NEW YORK 16, N.Y. 


Wolverine Trufin is available in Canada through the Unifin Tube Division, London, Ontario. 


For More Information Write No. 193 on Inquiry Card—Page 32 
Ocroser 13, 1958 





MORE POWER... 


GREATER EFFICIENCY... 
HIGHER POWER FACTOR! 


BALDOR 


Streamcooled 


MOTORS 
BALTRIC LINE 


For general use or for specific ap- 
plications demanding the most 
exacting requrements, the Baltric 
line of motors more than fills the 
bill. One reason is the “Monocast’’ Stator shown above. 


Steel laminations in an aluminum alloy casting form a stator 
frame of greater stability ... greater rigidity. This permits 
the use of a new and better slot design. The result is uniform 
magnetic flux distribution throughout the motor—gives more 
power, greater efficiency, higher power factor and quieter 
operation. 


If you’re interested in getting top efficiency from your equip- 
ment while holding costs to a minimum, investigate the 
Baltric line of motors—without obligation! Just write... 


ELECTRIC COMPANY 


4363 Duncan Avenue * St. Lovis 10, Missouri 


Over 500 Authorized Sales & Service Distributors in U. S.A. 


District Offices: Atlanta « Chicago « Cleveland e Dallas « Dayton « Des Moines « Detroit « Litchfield, Conn. 
Los Angeles + Milwaukee « Minneapolis « New Orleans « New York « Kansas City, Mo. 
Oakland « Philadelphia « Portland, Ore. » Syracuse. 


For More Information Write No. 194 on Inquiry Card—Page 32 





Letters 


I read with interest your arti- 
cles “Purchasing Ethics: Is There 
a Problem?” and “Dishonesty in 
the Purchasing Department.” 

I have called on purchasing 
agents for almost twenty years 
and have found very few who 
have indicated they would accept 
bribes. We must admit that in all 
lines of life there are people who 
forget that we live with certain 
ethics whether they be purchas- 
ing agents, lawyers, doctors or 
whatever profession you mention. 
I am of the opinion that the pur- 
chasing people’s record is just as 
good as any other profession. I 
do, however, find a number of 
things wrong with the purchasing 
profession: (1) The people who 
are at the head of the purchasing 
department in a good number of 
organizations are not qualified 
purchasing agents. They have 
been cast off from the executive 
branch, engineering department 
and at times from anywhere in 
the plant. (2) The buyer’s pay 
is not commensurate with the 
amount of money he has to han- 
dle. (3) Most corporations do not 
look upon their buyers as quali- 
fied and key personnel and usu- 
ally the morale within the pur- 
chasing department is at a low 
ebb. 

I feel that if corporations would 
give their purchasing department 
enough recognition they would 
tend to eliminate a good amount 
of unethical buying that may 
exist. 

Leonard Greenfield 
Samuel Greenfield Co., Inc. 
Buffalo, New York 


INNOVATIONS IN PURCHASING 

Your magazine has been com- 
ing to our office regularly and it 
has been very useful, I am a thor- 
oughly experienced buyer and 
therefore find PurcHAsING most 
stimulating. 

The innovation of your employ- 
ment service is a great idea in 
bringing professionals together. 
Please send me your applicant’s 
form since I am confident it will 
help me find a job requiring my 
background, 

Name Withheld 
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A workman checks the 








contour of a wheel rim before it passes to the next, and final, forming 


operation. Later, the rims will be welded to the hub and drum assembly to moke the complete wheel. 


oe. 


Nitan 


What a beating the wheels on your automobile must 
take! And how doggedly they stand up under their 
gruelling ordeal! Surely this is dramatic proof of the 
invincibility of strong sheet steel. 

But the true torture test of steel sheets takes 
place in the actual making of the wheels themselves. 
Take rims for example. Here, the tough, strong 
sheet must be ductile enough to be spun to the 
complex contour required. It’s no doubt one of the 
toughest tests imposed on steel sheets anywhere. 


- 4 torture test for sheet steel 


Only top-quality sheets—like Bethlehem’s—will 
take such severe punishment with uniform success. 

Bethlehem sheets have been formed into hundreds 
of thousands of wheels for leading makes of auto- 
mobiles. We’ll gladly discuss your sheet steel needs, 
whenever it suits you. Just call our nearest office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA, 


ETHUEHE 


B M 


BETHLEHEM STEEL Bia 
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“Tipe SAFE USE OF SLINGS AND HOIST LINES 





Half of All Workmen’s Compensation 
Cases in Ontario Caused by 
Materials Handling Accidents 


Officials of the Workmen’s Compensation Board at Toronto recently 
reported that 50% of compensation cases in 1956 (excluding accidents 
in which workmen were struck by something) were caused in ma- 
terials handling work. Back injuries totaled 16.7% of compensated 
cases. Medical aid and compensation for back injuries added up to 
$4,520,000. 


That’s a high price to pay, in human disability and suffering as well 
as in dollars, for avoidable accidents. It can be greatly reduced if 
safe methods of materials handling are more widely adopted and 
more diligently applied. 


Here are some of the things you can do to reduce hazards of 
faulty equipment and operation: 








th 





b 
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Safety Begins with “Good Housekeeping” 


Too often, slings are dumped in a corner of a storeroom after use. When they’re 
needed again, it’s difficult to untangle them and the wrong sling is chosen because 
it is easiest to get to. Shown here is a rack which makes orderly storage easy. 
Such tidiness makes for greater efficiency and safety all around. 


Keep slings, ropes, chains, and 
cables in orderly storage when 
they’re not being used. Such 
equipment can be damaged be- 
tween lifts if it is left in haphaz- 
ard piles. 


Don’t allow hitching equipment 
to remain lodse on crane hooks, 
hoists and loads when not in use. 


Check hitching equipment be- 
fore using. Inspect it again be- 
fore return to storage. 


FREE! oe Sling Handbook 


Gives complete data on 
Tuffy Slings — types, di- 
mensions, weights and 
rate loads. Plus a com- 
plete rigger’s manual and 
gi $ tebook on 
wire rope constructions 
and specifications. Write 
for your copy now. 





For More Information Write No. 196 on Inquiry Card—Page 32 
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4. Shake out kinks and twists to 
prevent kinked slings before 
loading slings. Never use a 
kinked sling. Remember it is 
next to impossible to kink a 
Tuffy Sling in normal use; and 
when kinks do occur, they can 
be smoothed out with no seri- 
ous damage. 


Make sure crane and hoist con- 
trols are in best working con- 
dition. Test all equipment fre- 
quently. 





You're On the Safe Side 
With ~ Slings 


Maximum safety is one of the many 
benefits you get in Tuffy Siings. Here 
are some of the reasons why: 


Pressed-On Streamlined Ferrules 


Tuffy’s pressed-on ferrule gives the 
tucked eye splice 100% of fabric 
strength. Applied under great pres- 
sure, the steel ferrule literally flows 
into spaces between wires and strands, 
developing friction force equal to full 
fabric strength. Streamlining elimi- 
nates snags and projections that might 
injure hands. 


Tuffy’s Exclusive Fabric 


Only Tuffy gives you the exclusive, 
patented, machine-braided fabric that 
combines extra strength and flexibility 
never before built into any sling. It 
makes knotting and kinking next to 
impossible, and if kinks do occur they 
are easily smoothed out. 


Your Tuffy Distributor 
Will Help You Save Money 


He’s stocked to give you fast delivery 
on Tuffy Slings, Hoist Line and other 
Union Wire Rope. The longer life and 
greater safety of Tuffy can reduce 
your operating costs. Get in touch with 
your Tuffy distributor now. 


union (@) 2x. Kone corporation 


SUBSIDIARY 


STEEL CORPORATION 


Specialists in high carbon wire, wire rope, braided’ wire fabric, stress relieved wire and strand 


2282 Manchester Ave. 


Kansas City 26, Missouri 


For More Information Write No. 197 on Inquiry Card—Page 32> 


PuRCHASING 





Automatic end-point testing 
N oth i ng g ets by device developed by 
Standard Oil research men 
makes certain of the 


uniform quality of gasoline and 


diesel fuel delivered to you. 


Scientists at Standard Oil never stop in their 
drive to improve and then improve again the 
uniform quality of the petroleum products that 
bear the Standard Oil trade-mark. These engi- 
neering research scientists have now created 
wholly new instruments for performing near 
continuous physical analysis automatically. 


One such instrument automatically performs 
the physical analysis that determines end-point. 
Using it, refineries maintain a continuous in- 
spection of the temperature at which gasoline 
and diesel fuels are completely distilled. To 
you, this means that Standard is able to main- 
tain a constant control over the uniformity and 
high quality of (1) the fuels you burn for heat 
or use to power your diesel engines and (2) 
the gasoline for your truck and passenger car 
fleets. It also means that Standard Oil power- 
and heat-producing petroleum products, with 
their constantly controlled end-point, burn uni- 
formly, give you uniform high performance. 


This is part of the research pay-out, the “some- 
thing more” research builds into the products 
you buy from Standard. This is your return 
from Standard’s investment in research. And 
now there are 48 district offices in the 15 Mid- 
west and Rocky Mountain states to serve you. 
Call the one nearest you. Standard Oil Com- 
pany (Indiana), 910 South Michigan Avenue, 
Chicago 80, Illinois. 














Automatic end-point tester works this way. A small sample is 
placed in an electrically heated flask. The temperature is measured 
and recorded during a heating cycle when distillation is accom- 
plished. Distillate is condensed and drained, the flask temperature 
is lowered by introduction of the next sample, and the apparatus 
is ready for another test. 


a oe, 
£ ant 


You expect more from | STANDARD } and get it! 


| 























40% SAVINGS 40% WASTE 


How to save up to 40% on towels 


It costs you nothing to switch over to a cabinet that will save up to 40% 
on towel costs—if you’re using ordinary roll or folded towels. 

Paper or linen. Why? Because the Westroll Cabinet at the left is 

loaned free of charge to purchasers of soft, absorbent Westroll Towelling. 


How do you save? 


With Westroll Cabinet’s amazing ability to control, but not limit, 
the use of towelling. Without realizing it, users take far less towelling 
than from other cabinets. As proven by over five years of savings by 
Westroll customers across the U. S. and Canada. 


Westroll Cabinets and Towelling also simplify washroom maintenance. 
Reduce litter. Keep washrooms neater. Load easily. Need refilling 


WESTRO a8 less frequently. 


Westroll Cabinets are tamperproof. They do not require adjustments or 
repairs. They are always available from your nearby West 
Representative. He’ll be glad to demonstrate Westroll in your office and arrange for a 
free trial. No obligation of course. Just send the coupon. Or call your local West Office. 


eras and Specialities for 
ive Sanitation and Preventive Maintenance WEST CHEMICAL PRODUCTS INC., 42-16 West Street, Long Island City 1, N. Y. 


Branches in principal cities « In Canada: 5621-23 Casgrain Ave., Montreal 

[) Please send your free folder on cutting towel costs with Westroll. 

(J Please have a West representative telephone for an appointment. 
dr Se OF, INC. 


Name hod 











eS a ee a a = 
1 
WEST DISINFECTING DIVISION Mail this ‘coupon with your letterhead to Dept. 5 
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Purchasing People in The News 





Michael D. MacBurney 
been appointed director of pur- 
chases for Witco Chemical Com- 
pany, Inc., New York, N. Y. Mr 


M. D. MacBurney 


MacBurney succeeds George F. 
Polzer, who was recently elected 
executive vice-president and di- 
rector of Ultra Chemical Works, 
a division of Witco. Mr. MacBur- 
ney was formerly assistant direc- 
tor of purchases for the Plastics 
and Coal Chemicals Division of 
Allied Chemical Corporation. He 
has also been purchasing agent 
for the Chemical Division of 
McKesson & Robbins, Inc., and 
for the Royce Chemical Company. 
A member of the board of direc- 
tors and past president of the 
New York Section of the National 
Association of Purchasing Agents, 
Mr. MacBurney has been a direc- 
tor of the national society. 


John W. Golden has been ap- 
pointed purchasing agent for 
Sherman Products, Inc., of Royal 
Oak, Mich. Announcement has 
also been made of the promotion 
of Lloyd Lawrie to buyer of sup- 
plies. Before coming to Sherman, 
Mr. Golden was employed by 
Ford Motor Company purchasing 
stainless steel trim. Mr. Lawrie 
came to Sherman in April, 1957 
from the R. B. Sonneborn Com- 
pany, Detroit, Mich. He has been 
in the production control depart- 
ment. 
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Cutter Laboratories, Berkeley, 
Calif., has announced the appoint- 
ment of Thomas J. Teare as pur- 
chasing agent. He succeeds M. W. 


Thomas J. Teare 


Giboney who was recently named 
president of Corn King, Inc., 
Cedar Rapids, Iowa, an affiliate of 
Cutter. Mr. Teare has been with 
Cutter as assistant purchasing 
agent since 1951. He is a member 
of the Purchasing Agents Asso- 
ciation of Northern Calif. 


John C. Zuk has been named 
purchasing agent for Superior 
Steel Division of Copperweld 
Steel Company, Carnegie, Penna. 


f 


John C. Zuk 


Mr. Zuk has been associated with 
Superior since 1945 as assistant 
purchasing agent. He is a member 
of the Pittsburgh and National 
Association of Purchasing Agents. 


JAMES C. ADAMS 


James C. Adams, editor-mana- 
ger of the New York Purchasing 
Review was killed in a train ac- 
cident on September 15, only 36 
hours before his wife, Alice, died 
of cancer. 

Mr. Adams was on the Jersey 
Central commuter train that 
plunged through an opened bridge 
into Newark Bay killing 46 pas- 
sengers. He had taken his wife 
to the hospital a few days before 
and was taking a later train than 
usual after making arrangements 
to have the couple’s four children 
cared for. Orphaned by the dou- 
ble tragedy are: James, Jr., 15; 
Steven, 11; Kurt, 8; and Peter, 
18 months. 

Jim Adams had been associated 
with the Review, official publica- 
tion of the Purchasing Agents 
Association of New York, since 
its inception. He made major con- 
tributions to its editorial and fi- 
nancial success and helped estab- 
lish it as one of the outstanding 
regional purchasing magazines in 
the country. His friends, associ- 
ates and the purchasing profes- 
sion in general have suffered a 
severe loss. 


Hunt Foods and Industries, Inc., 
Fullerton, Calif., has named J. A. 
Skogstrom manager, procurement 
and research division. This new 
division brings together the com- 
pany’s purchasing, research and 
development functions. Formerly 
at Hayward, Calif. as administra- 
tive manager of the company’s 
manufacturing division, Mr. Skog- 
strom has now transferred to 
the company’s headquarters of- 
fices in Fullerton. Prior to joining 
Hunt in 1952, he was manager of 
the engineering and construction 
divisions of Safeway Stores, Inc. 
Before that he held various tech- 
nical and production positions 
with Kroger and Procter and 
Gamble. 
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PHILLIPS OR SLOTTED 


TAPPING 


Nae Nel ened Nea * 


in STEEL, 
ALUMINUM, OR ¢ 
STAINLESS ) 
FLAT,ROUND, OVAL, ) * ) 
PAN, TRUSS, HEX “~~ 
Types: A, B,C & F 


Southern makes the 
tapping screws you need for 
faster, more profitable 
production... Rigid quality-con 
trolled manufacturing methods 


Yo We ee he he he he 


A 


in our own plant, employing 
only U.S.A. workers and ma 
terials, -means that you can 
safely place full confidence 
in Southern as your one 
source for fasteners 
Over one billion Southern 
screws in stock. Four 
Southern warehouses mean 
. Service with a capital S! 
Wire or phone your 
requirements, or write 
Southern Screw Co., 
P. O. Box 1360 
Statesville, N.C 


A. B, C & F TAPPING SCREWS 
DOWEL SCREWS + MACHINE 
SCREWS & NUTS + CARRIAGE 
BOLTS * STOVE BOLTS » WOOD 
SCREWS + SPEAKER SCREWS 
HANGER BOLTS * WOOD KNOB 
SCREWS * DRIVE SCREWS 


WAREHOUSES: NEW YORK, 
CHICAGO, DALLAS, LOS ANGELES 


So 


SCREW COMPANY 


. s 
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S O YOU THINK you're a sci- 
entific purchasing agent? So you 
think value analysis, technical 
knowledge, and mutual under- 
standing form the basis of good 
buyer-seller relationships? 

Ponder, then, this statement by 
a successful sales executive which 
appeared in a recent issue of 
Management Briefs, published by 
Rogers, Slade & Hill, management 
consultants: 

“There are two important 
qualities of a good salesman. One 
is the ability to dominate the 
mind of the prospect. Subtly, tact- 
fully, silently and unobtrusively— 
even agreeably—yet the domi- 
nance is there. And the other, 
bound up with it, is the ability 
to think just a little faster than 
the prospect.” 


Waar RECESSION? The Brit- 
ish Information Service reports 
that a British firm is planning 
“mass production” on a new 36 ft. 
cabin cruiser. “It is hoped” the 
release goes on, “that there will 
be a large potential market for 
this cruiser in the U. S.” 
Price of the cruiser: $14,000. 


“Delivery? You name it. Don’t ex- 
pect to get it; Just name it.” 


Foornore to our September 
1 “business ethics” issue (which 
has received strong and favor- 
able response from purchasing, 
sales and top management people 
all over the country): Western 
Electric Co. was simultaneously 
mailing letters to 33,000 suppliers 
outlining a vigorous policy on 
business gifts. Its stand: “We 
think it is a bad practice—not 
only wasteful but improper in 
that it raises altogether unneces- 
sary questions with respect to the 
integrity of both donor and re- 
cipient.” 

Another interesting, and real- 
istic, passage: “We recognize that 
occasional business lunches are 
part of a normal business day. In 
our relationships with suppliers 
we insist that such luncheons are 
reciprocated. Business entertain- 
ment, or other forms of hospital- 
ity, however, is to be avoided by 
our people and only accepted on 
a reciprocal basis.” 


Furruer proof of the need 
for centralized, professional buy- 
ing in government comes from 
a recent report of the New York 
State Department of Audit and 


Control. Department auditors 
have found improper and illegal 
purchasing practices being carried 
on in over 100 cities, towns and 
villages of the state. Failure to 
get competitive bids and doing 
business with firms in which local 
officials have a direct interest are 
the two big violations. 
Centralized purchasing under 
the direction of a trained and 
competent administrator won’t do 
away with sin overnight. But the 
record shows that when tried it 
has been an effective barrier _ 
against political shenanigans that 
boost costs for the government— 
and eventually for you and me. 


PuRCHASING 





Many OF our articles are re- 
printed far and wide in a variety 
of publications. But it’s always a 
pleasure to report a new instance, 
particularly when it involves a 
writer who has just made his 
debut on our pages. This time it’s 
the legal article, “F.O.B. Means 
A Lot More Than Free on Board” 
a first article by one of our law- 
yer-authors that appeared in the 
July 21 issue. The reprint appears 
in the Nutting Truck and Caster 
Company’s “Trucker.” 


Irs TIME for a change in Mil- 
waukee County purchasing. For 
more than a century, buying of 
equipment and supplies for the 
county has been done by indiv- 
idual department heads. Before 
the end of this year, a centralized 
purchasing department will be 
established. 

It’s not always easy to break 
with tradition. But here the in- 
centive is too strong to resist. The 
county expects to save about 
15% on its annual purchases of 
$30 million with the new arrange- 
ment. The estimate is based in 
good part on the experience of the 
City of Milwaukee. Its centralized 
purchasing department was set up 
many years ago and has been 
saving taxpayers a lot of money 
ever since. 


“Be sure and stop me if you've 
heard this one... .” 
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STRAINERS 
GASKETS 
ARRESTORS 





FILTERS 
SHIELDS 
BARRIERS 








TRAPS 
GUARDS 
SCREENS 


Just to name a few . . . and most of the parts we are making 
to special order don’t really have a name! Our real specialty 


is fabricated wire cloth parts, made to your specifications. 


Any metal, almost any size, almost any shape... we can 
probably assemble it for you . . . faster, better and at a lower 
cost, than you can do it yourself. 


For more information, just send for our latest Fabricated Parts 
Catalog. 


ej ewark 


- 
f° ACCURACY SERS ire Sloth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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Behind this catalog is a large, modern plant, 
offering the reserve capacity and flexibility needed 
to meet both your regular and emergency require- 
ments for washers of all types — standard and spe- 
cial, any size, any metal, any quantity. If you have 
not received this new 16-page catalog, write for your 
copy. Joliet Wrought Washer Company, 210 Connell 
Avenue, Joliet, Illinois. 


JOLIET 


WROUGHT 


WAS EK co. World’s Foremost Producer of Washers 
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Bearings, Inc. 


repaired, serviced and returned 
this high speed spindle in just 48 hours! 


—And we can give you this kind of service when you need efficiency. The customer received the completely overhauled 


it! This is a spindle on a router operating at 10,000 R.P.M. spindle the following Tuesday. Repair and transportation 


Its super-precision bearings were failing and the spindle time — less than 48 hours! 
would no longer perform satisfactorily. 


Bearings, Ine. complete Spindle Repair Department is 
Our customer is located in Mansfield, Ohio, and at 10 a.m. 


another service we offer our customers and all high speed 
on a Sunday the spindle was placed on a bus headed for 


grinding and precision spindles repaired by us will be re- 


Cleveland. The Bearings, Inc. Spindle Repair Department in turned to you, not in weeks but in hours—A service time 


Cleveland met the bus and work began immediately to bring you won't find equalled anywhere! Write or call our branch 


this spindle back to its original accuracy and operating nearest YOU, 


Providing bearing service BEARI NGS.INC. 


in the North® OW1O: Akron Canton « Cincinnati * Cleveland * Columbus * Dayton * Elyria* Hamilton* Lima * Lockland * Mansfield + Toledo * Youngstown * Zanesville 


INDIANA: Ft. Wayne « Indianapolis * Muncie * Terre Haute PENNSYLVANIA: Erie * Johnstown * Philadelphia « Pittsburgh * York 
2 WEST VIRGINIA: Charleston * Huntington « Parkersburg * Wheeling NEW JERSEY: Comden 
— NEW YORK: Buffalo, Balanrol Corp.» MARYLAND: Baltimore» DELAWARE: Wilmington 


“so DIXIE BEARINGS,INC 
a e 


FLORIDA: Jacksonville» GEORGIA: Atlanta» KENTUCKY: Louisville» LOUISIANA: Baton Rouge * New Orleans 
N. CAROLINA: Charlotte * Greensboro * $. CAROLINA: Greenvilles TENNESSEE: Chattanooga + Kingsport * Knoxville * Neshville 


For More Information Write No. 202 on Inquiry Card—Page 32 
OctToBer 13, 1958 























Flexpipe helps meet tough piping problem 


in air conditioning an existing building 


THE PROBLEM: Air conditioning an exist- 
e building usually calls for a bit 
uity in design. One large New 

fice building decided to air condi- 
making provision for packaged, 
oled units to be installed on any 
enants required. 
illed for four 10-inch risers, run- 
e height of the building, to carry 
water between the cooling tower 
branch pipes at each floor level. 
»f structural conditions, the risers 
t be run down through the base- 
nd supported from below. The 

d weight of pipes and the water 

sreat that they could not be an- 

t any one point on the structure. 

consulting engineers, Zimmer- 
gineering, New York, floated the 
spring hangers, distributing the 





either tin 

t dipped galvanized steel or stain- 
End fittings (attached): flanges, 
iles and welding nipples. 


XPIPE’S flexible core can be 


weight evenly over all floors. This meant, 
however, that the risers were free to 
move. A riser full of water weighs several 
tons more than an empty one and settles 
about two inches 

Therefore connections between risers 
and branch pipes had to be flexible. They 
also had to have strength, because water 
pressure at the lower floors approaches 
400 psi 
THE SOLUTION: Flexpipe connectors were 
the answer. They provided the flexibility 
and the strength required. Furthermore 
they were available in the sizes needed 
—from 5” diameter at the lower floors to 2 
at the top floors. 
WHERE TO BUY: Flexpipe connectors com: 
in convenient standard sizes and are sold 
by leading distributors. They can show 
you samples and answer questions about 
service applications. For the name and 
address of the one serving your area, or 
for more detailed information, write to 
The American Brass Company, American 
Metal Hose Division, Waterbury 20, 
Conn. In Canada: Anaconda American 
Brass Limited, New Toronto, Ont 


; an ANACONDA*® product 


made by The American Metal Hose Division 
of The American Brass Company 


UPPER 
FLOORS 










LOWER 
FLOORS 














RISERS 













SCHEMATIC DIAGRAM showing how cooling- 
water risers were installed. A: spring hang- 
ers. B: pipe clamps. C: Flexpipes. D: branch 
pipes at each floor. 1, 2, 3, and 4: risers, 
10 inches in diameter. Upper left: Photo 
of Flexpipe installation at a lower floor. 




















Highlights of This Issue 





The Red Tape Jungle 


Is your department overgrown with red tape and 
excessive paperwork? Inefficiency in purchasing 
systems, procedures or machines could slow pro- 
duction as much as a breakdown on the assembly 
line. 

This entire issue is based on the theme that a 
well-run purchasing department begins with a 
well-run office. Published in conjunction with 
the National Business Show in New York (Octo- 
ber 20-24), it highlights new developments in of- 
fice systems and supplies—both for the purchas- 
ing department and other offices in the company. 
The editorial (page 67) and special introduction 
(page 69) set the tone for the issue. Articles on 
specific office methods and equipment follow. 


Putting A Rein On Records 


The flood of paper pouring through American 
industry is getting close attention from a new 
breed of specialists—records management con- 
sultants. One of the experts in this field has some 
startling suggestions on how purchasing can rid 
itself of a lot of paperwork (see page 71). You 
may disagree with many of the ideas but they'll 
make you think. And that’s the beginning of wis- 
dom. 


With The Order 


The basic piece of paper in purchasing administra- 
tion is the order. The article mentioned above 
contains some unusual recommendations for modi- 
fying the purchase order. In additon, four other 
articles deal with various aspects of the construc- 
tion and use of orders, including a mechanized 
order writing system. See page 76 and 79. 


. . « Then Follow-Up 


Not every order has to be expedited. But when 
one does, you can’t afford to be sloppy or hap- 
hazard about follow-up. “A Simple System for 
Foolproof Follow-up” appears on page 80. 

The vendor, too, wants to do a little follow-up 
when delivery has been made—to get his money. 
But who should be responsible for checking his 
invoices? We asked a number of purchasing 
executives this question and got an interesting 
set of replies which are summarized on page 82. 
Immediately following, a former P.A. turned 
management consultant takes a strong stand 
against giving purchasing the job. 
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speedy 
fastener 
(—.\ Service 


RIVETS + NAILS 
THREADED PARTS 


In Between Sizes « Lengths to 
7 Inches « Close Tolerances « 
Special Heads « Any Metal 
including Monel « Inconel « 
Stainless 


FAST DELIVERY... 
SHORTo: LONG RUNS... 
DESIGN ASSISTANCE 


Over 250 wire sizes in stock—from 
-024” up to 3s” diameter—in 30 
alloys .. . all geared to meet your 
requirements quickly to our usual 
high quality standards. 


MANUFACTURERS 
SINCE 1850 


p 


Hassall 
soun Hassall inc. 


P. O. Box 2268, Westbury, 
Long Island, New York 
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operation—checks those hidden costs that are fi 
important than the price of the box. 


lf you demand increased production, improved p 
important savings in corrugated packaging . . . call 








He'll help you erase anv packaging errors, leave an 


on the credit side of the ledger. 


HEADQUARTERS, ST. Louis 
PLANTS COAST TO COAST 





opivision or Crown Zellerbach Corporation os 
Zz 
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The Office — 


Nerve Center of Business 





Tue PURCHASE of office equipment and supplies, long scornfully 
regarded as a matter of “paper clips and carbon paper”, has far out- 
grown that stage. It’s big business, and important business, today. 


The modern office is an active production center, essentially serv- 
ing every phase of the business. It has to keep pace with the accel- 
erated tempo of plant production and sales. The demands for more, 
better, and faster information, calculation, processing, and records 
are becoming more insistent. Inefficiency cannot be tolerated in the 
office any more than in any other department. And office efficiency 
depends in large measure upon the tools with which the work is done. 
Hiring more clerks is rarely the answer. For many—indeed, most— 
of the activities traditionally classed as clerical operations are no 
longer routine manual chores. They are skilled machine operations, 
requiring adequate equipment and trained personnel. 


Today’s office equipment is varied, specialized, highly technical, 
and moving rapidly in the direction of automation. It calls for a high 
degree of selectivity; there’s an office device for almost every con- 
ceivable purpose—usually a choice of several methods, one of which 
is best for the particular case. It represents major capital expenditure; 
when you get into the field of electronit equipment, the purchase 
may be of the same order as a complicated production tool or a com- 
plete conveyor system. 


Purchasing agents, who are constantly concerned with the paper- 
work problems of their own job, are alert to finding the better way of 
coping with those problems. Improved forms and procedures provide 
a part of the answer, but only a part. The basic solution generally 
lies in finding equipment that will give the necessary results with less 
clerical effort and less chance of human error, and that can be coor- 
dinated with procedures and records throughout all departments of 
the organization. 


The purchasing agent owes it to his company to familiarize him- 
self with what is available in office equipment, what it will do and 
how it can be applied—not only in purchasing, but in all office activ- 
ities. He should have a place on the office methods committee, for no 
system is better than the equipment for putting it into effect, and 
a wise choice of equipment generally points the way to the more 
effective and efficient system. 


- 
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Cut sheet steel costs 
with Ryerson service 


Cut inventory costs 


No need to tie up capital in inventories—and valuable 
shop space—when you can get immediate delivery of your 
requirements, large or small, from large and complete 
stocks at your nearby Ryerson plant. 









athSo 
a: 
CERTIFIED | 
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Cat scrap losses 


Why pay sheet steel prices for scrap like 
this? When your size can be furnished from 
standard-width coils, Ryerson cut-to-length 
service gives you the important savings of 
a net weight price—eliminating scrap costs. 
In addition, mill-typeslitters enable Ryerson 
to furnish any width requirement. 





Cut fabrication costs 


Ryerson stocks of hot and cold rolled sheets 
are quality-controlled to .10 maximum car- 
bon content (SAE 1008). This means you 
can minimize, or even eliminate, the prob- * 
lems of variations in forming and welding 
quality caused by the average wide range 
of carbon content. 


Ryerson service delivers your order tightly 
banded, skidded with sound lumber, to further 
cut your labor costs, add protection to the steel 
and make handling far easier. 


RYERSON STEEL 


Member of the <<» Stee! Family 


Principal Preducts: Carbon, alloy and stainless steel —bars, structurals, plates, sheets, tubing— aluminum, industrial plastics, metalworking machinery, etc. 
)SEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. « PHILADELPHIA * CHARLOTTE + CINCINNATI © CLEVELAND 
DIT + PITTSBURGH * BUFFALO * INDIANAPOLIS + CHICAGO + MILWAUKEE + ST. LOUIS * LOS ANGELES * SAN FRANCISCO * SPOKANE « SEATTLE 


R 
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Get More Value 
In Office Buying 


DURING five days next week (October 20-24) about 
150,000 people will visit the National Business Show in New 
York. Practically all of them will be looking: looking at 
new office supplies and equipment; looking for new ideas 
to do a better job in the office at lower cost. They'll finger 
all kinds of plain and fancy forms, take tentative pokes at 
keyboards of a bewildering variety of automatic machines. 
They'll stop and examine everything from paper clips to 
computers. And one big question will be behind all the look- 
ing: Is this product or process an improvement over what 
I’m now using? 

Thousands of purchasing agents will be in that inquiring 
crowd at the Business Show. Thousands more obviously 
won’t be able to make it. But all of them could profitably 
use the annual exhibit as their cue to take a searching look 
and ask a few searching questions about their own office 
operations. 


What About Our 
Own Department? 


OcToswer 13, 1958 


The analysis could well start right in the purchasing of- 
fice. Some basic questions suggest themselves: 

Are we using two or more pieces of paper when one might 
do the job? Excess paperwork is wasteful on two counts: 
it takes more paper and it takes more effort. Try to make 
every form justify itself: If additional copies of a form are 
needed, investigate such ideas as a duplicating master, 
punched tape, etc. 
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What’s in all those file cabinets and why? Is it really 
important or do we just think it makes us look important? 
Take a chance on getting caught out on a limb once every 
ten years—heave out all old quotations, duplicate records 
and correspondence not required by law. . 

Are we using high-priced people on clerical jobs that can 
be handled faster and better by a machine? Hundreds of 
labor-saving items from electric staplers to electronic com- 
puters are cutting costs and boosting efficiency in progres- 
sive purchasing departments. Are you convinced there’s 
none that can help you? 





What About 
Other Departments? 


The search for value in purchasing’s own bailiwick is only 
a starter, of course. Analytical buying to get low cost and 
high production is the P.A.’s responsibility everywhere in 
the plant. A section that grinds out paper needs the benefit 
of his buying skill and experience just as surely as the 
factory that grinds out the company’s products. 

One promising area in office buying hasn’t been as fully 
exploited as it has in buying for manufacturing: supplier 
know-how. Too many P.A.’s are drifting along with one sup- 
plier of forms, for example. They know little about his 
operations and capabilities—and less about those of other 
suppliers in the field. 

Printing is a manufacturing process just as much as 
metalworking is. There are all kinds of corners a printer can 
cut—literally and figuratively—to save you money without 
affecting performance. A make-or-buy study on printing 
(see page 92) may reveal new areas for negotiation if it 
doesn’t actually lead to setting up your own shop. 

Standardization presents some juicy cost-reduction pos- 
sibilities in the office. Forms, furniture, and fixtures are 
wide open. Higher priced machines may be a little tougher 
to standardize, but it can be done under certain circum- - 
stances. A little diplomacy can help you sell a standardiza- 
tion program on furniture—even to individualistic exec- 
utives and temperamental stenographers. Start it today. ° 
Now more than ever management has a lot more respect 
for the dollar than it has for temperament and individual- 
ism. And there’s nothing easier to prove than the savings 
you get from standardization. (An even more basic way 
to save money on furniture, by modernization, is mentioned 
on page 94) 

There are only a few ideas to fuel up your program for 
more value in office buying. More are described in greater 
detail in the articles that follow. It will pay you to look at 
every one carefully. 
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A New Approach to 


Purchasing’s Paperwork 





Some unconventional suggestions for streamlin- 
ing purchasing’s paperwork.—They may not 
work for everyone, but they are worth thinking 


about. 


By Ned Kellogg 


Arr BARCAN, executive di- 
rector of Records Management 
Institute, New York, has some 
things to say about paperwork 
that will make a lot of P.A.’s 
swivel in their swivel chairs. 
Samples: 

@ The average purchasing de- 
partment wastes 65¢ of every dol- 
lar it spends on paperwork. 

@ To check paperwork, pur- 
chasing spends $1.25 to save 87¢. 

@ For most purchasing opera- 
tions, there should be no more 
than 5 cubic feet of records for 
each employee in the department. 
(This is equivalent to slightly 
more than three letter-size file 
drawers.) “There are few pur- 
chasing departments that aren’t 
way over this standard,” says 
Barcan. “It’s a serious problem be- 
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RMI’s Art Barcan: “Most P.A.’s think . . . the answer to paperwork problems . . 
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cause the cost of maintaining one 
office file drawer during a year is 
roughly equal to the profit on a 
$727 sale.” 

@ In the typical purchasing de- 
partment hundreds of letters are 
dictated, typed, proofed and filed 
which never should have been 
written in the first place. 

@ Forty-five percent of the rec- 
ords in purchasing could be de- 
stroyed immediately—or sold as 
waste paper. Another 30% could 
be moved out of expensive office 
space to low-cost storage areas. 

Of course, purchasing isn’t the 
only offender, but along with ac- 
counting it’s one of the main con- 
tributors to the paperwork pile. 

“A lot of purchasing agents,” 
Barcan declares, “are going to say, 
‘well, maybe the figures are right, 


but they don’t apply to me. I have 
a different kind of operation’.” 
But from his experience as a man- 
agement consultant whose job it is 
to straighten out other people’s 
paperwork, Barcan is convinced 
that in most cases his statistics do 
apply. 

“There'll be others,” Barcan 
adds, “who will claim their paper- 
work procedures can’t be too far 
off base since they’re the same as 
those used in other purchasing de- 
partments. This is a kind of mass 
hypnosis,” says Barcan. “All it 
proves is that just about every- 
one’s paperwork is in rotten 
shape. The fact remains that 
paperwork is the largest single 
maintenance cost for any com- 
pany—regardless of size.” 

It might sound as though Barcan 





. is find the right forms. It isn’t.” 
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has a specific cure-all. He doesn’t. 
He’s not a mechanization faddist. 
Nor is he of the “you can put 
everything on one side of a brown 
paper bag” school. He’s mainly 
interested in seeing companies 
take a more intelligent, imagina- 
tive approach to paperwork. 

It’s the desire for an open- 
sesame solution to the paperwork 
probiem that Barcan feels is one 
of the P.A.’s main failings. “Purch- 
asing agents concentrate too much 
on specific techniques,” says 
Barcan. They don’t do enough 
spadework trying to find out 
where and why their paperwork 
costs are out of line. 

“Most P.A.’s are interested in 
finding a textbook solution to 
their problems. They keep hop- 
ing that someday a business forms 
salesman will walk through the 
door with the answer. Or else 
they put all their chips on a new 
labor-saving office machine.” 

But as Barcan points out, this 
is treating the symptom rather 
than the disease. He is appalled by 
the fact that in companies where 
production costs are figured down 
to the last nut and bolt, the P.A. 
won't have the vaguest idea of 
how much it costs to prepare 
a purchase order. 

Barcan believes the first step 
in cutting paperwork cost is to 
find out where you are. This 
means finding out the total cost 
of paperwork processing in your 
department, the number of peo- 
ple who handle paperwork, the 
volume and the quality of the 
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papers that are processed. 

Once these facts are known, 
the P.A. can concentrate his cost 
reduction efforts on the main 
trouble spots. And according to 
Barcan, the job of getting the 
basic facts on paperwork costs is 
not as difficult as it might seem. 
He estimates that someone ex- 
perienced in this type of work 
can do the job within a day for 
a small company. With a large 
company, the work can usually 
be finished within three days. 


Paperwork Shortcuts 


As to what purchasing depart- 
ments can do once they know 
where they stand and where they 
want to go, Barcan has a number 
of specific suggestions: 

(1) He believes that in most 
purchasing operations the requi- 
sition can be eliminated. An ob- 
vious method is the traveling re- 
quisition for stock items. For 
goods which are not stocked but 
are ordered frequently, he favors 
use of what he calls a “traveling 
order.” 

With the traveling order, the 
requisitioner partially fills out 
the P.O.; putting in the standard 
specifications and perhaps the 
quantity—if purchasing has es- 
tablished an economical order 
quantity for the item. This elimi- 
nates some of the routine paper- 
work for purchasing, and gives 
the buyer more time for negotia- 
tion and vendor selection. 

Another technique for elimi- 
nating the requisition is to use 


sales forecasts as the request for 
purchase. This works best in in- 
dustries where immediate produc- 
tion is based more on company 
estimates of what its sales are 
likely to be during a given period 
rather than being geared directly 
to orders as they are received. 
Typical examples are the chemi- 
cal and bakery industries. 


(2) Automatic reproduction of 
standard items on purchase orders 
is another technique for reducing 
paperwork. Barcan believes that 
almost without exception much of 
the basic information about stand- 
ard items should be mechanically 
reproduced on the P.O. The 
method—whether it’s an edge- 
punched traveling requisition, 
tape, or even something compara- 
ble to an addressograph plate 
with a description of the item on 
it—depends on which system fits 
in best with the particular purch- 
asing operation. 

The advantages of this tech- 
nique are obvious: It eliminates 
a transcribing operation, saves 
time and means that the buyer is 
involved in less clerical work and 
can devote more effort to cre- 
ative purchasing. 


(3) Purchasing can help cut 
overall company paperwork costs 
by reducing the number of paper 
matching operations in account- 
ing. It’s common practice in many 
companies for accounting to get an 
advance copy of the P.O. Then the 
receiving report comes in. And 
finally the vendor’s invoice ar- . 
rives. A separate matching opera- 
tion is required as each of these 
records reaches accounting. 

Barcan suggests that purchasing 
ask its suppliers to send a copy of 
the purchase order along with the 
invoice and packing slip to ac- 
counting. This would eliminate at 
least one matching operation. The 
system might not be too practical 
where a large number of vendors 
are involved, but if the number 
of suppliers is limited, it could be 
a workable system. 

Another technique for achiev- 
ing the same end: make the re- 
ceiving report an exact copy of 
the P.O. This means that account- 
ing will not have to get a separate 
copy of the P.O. from purchasing 
and as a result one matching op- 
eration is eliminated. 
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Barcan realizes that some P.A.’s 
will object to this system because 
they don’t want receiving to have 
access to price information. How- 
ever, he points out that receiving 
frequently sees invoices at the 
time of delivery. 

(4) Eliminate acknowledgment 
copies of the P.O. Acknowledg- 
ment copies just mean one more 
matching and one more filing op- 
eration. Ninety-five percent of the 
time orders are filled without any 
difficulty. Frequently the ac- 
knowledgment copy doesn’t come 
in until after the goods are de- 
livered. If there is a mixup, purch- 
asing usually finds out about it 
before there’s any serious trouble. 
With orders of special importance 
—where rush delivery is needed 
to keep production going—purch- 
asing will be following the oper- 
ation all the way by phone or in 
person. 

It’s a case of applying controls 
to the exception not to the rou- 
tine. 

(5) Eliminate inspection copies 
of the P.O. Same argument as 
with the acknowledgment copy. 
The majority of supplies pass in- 
spection so there’s no need for a 
useless piece of paper. All purch- 
asing and accounting are in- 
terested in are the exceptions— 
when there’s a reject or a defect. 
Even if the vendor has been paid 
before the defect is reported, pur- 
chasing can usually work out a 
suitable agreement. 

(6) Establish economic toler- 
ance levels for paperwork. Barcan 
points out that only paperwork 
undergoes 100% inspection. Tol- 
erance variations are generally 
permitted in manufacturing, But 
in purchasing, every P.O. gets 
100% inspection whether the 
order is for $20 or $2000. 

The answer says Barcan, is to 
develop an objective economic tol- 
erance level. This is the point of 
maximum return, striking a bal- 
ance between the value of a given 
quality level and the cost of main- 
taining it. 

But more than specific sugges- 
tions on how paperwork can be 
cut, Barcan is interested in stimu- 
lating companies into taking a 
new bold look at their operations. 
“They better do it soon if they 
don’t want to be buried under a 
landslide of paper,” says Barcan. 
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What Every P.A. 
Should Know 
About 


Paperwork 









- The average purchasing de- 
partment wastes 65¢ of every 
dollar it spends on paper- 
work. 


3 The average purchasing department 
* could destroy (or sell as wastepaper) 
45% of its records. Another 30% 
could be transferred from expensive 
office space to storage areas. 


= 


= +=} ree? 
ves SHRAGE = 
\ pom 4 


Lo | 





The cost of maintaining one file drawer eats up the profit on 
$727 worth of business. 


4 The average company maintains at 

* least 2000 pieces of paper for every 
; person on its payroll. Processing this 
— paper averages out to a yearly cost 
of about $400 per employee. 
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New Ideas 


In Record 
Handling 






A PUBLIC utility is bound to 
generate, move and accumulate 
a lot of paper. The Charleston 
Group Companies unit of the Co- 
lumbia Gas System is no excep- 
tion. Its purchasing department 
alone, for example, writes about 
25,000 purchase orders a year (on 
approximately $20 million annual 
purchasing volume). Added to 
these are millions of other com- 
pany recor4s — accounting and 





































230,000 BILLS A MONTH are pre- 
pared for customers on punched- 
card billing machines. Other ma- 
chine accounting units compute and 
print payroll checks for 3300 em- 
ployees, prepare financial statements 
and stock inventory records. Key 
punch machines perforate cards that 
feed information to other units. 


billing forms, punched cards, etc. 
— that must be handled and kept. 

Production, movement and stor- 
age of this material can be ex- 
pensive in labor, time and space. 
Here are just a few examples of 
techniques used in the utility’s 
continuing program to beat the 
paperwork problem, The photo- 
graphs were taken in the beau- 
tiful new Charleston Group Head- 
quarters building. 


MESSAGES AND MAIL MOVE 
FAST on an automatic conveying 
system. A basket of mail or other 
material for a specific floor is kicked 
off automatically after clerk indi- 
cates the floor on a dialing mechan- 
ism. Clerk on that floor then dis- 
tributes mail to proper offices. These 
baskets are being returned to the 
mail room in the basement of the 
1l-story building. 
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IF IT’S NEEDED, one girl can turn 
out 250 orders a day on this ma- 
chine. Continuous order forms are 
fed through a unit called the Roll- 
O-Pak core which automatically in- 
terleaves them with carbon. The 
forms are then moved into a special- 
ly-adapted typewriter. Space ad- 
justments are made by the clerk 
with the reel at right. Purchasing 
has saved three ways with the new 
machine: (1) occasional overtime 
order typing has been eliminated, 
(2) use of continuous roll carbon 
paper instead of sheets of carbon 
paper has cut costs at least $600 a 
year, (3) the continuous order form 
also costs less than the previous 
form. 
























MILLIONS OF RECORDS are 
stored and easily reached in these 
all-steel interlocking file units. 
They occupy 30° less space than 
steel shelves, are stronger and 
easier to handle than transfer 
files, and cost less than file cab- 
inets while performing the same 
work. The drawer slides easily on 
nylon bearings. Former methods 
of storage are shown in photo at 
left, and end of aisle, below. 
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Mechanization 


roadens Buying Concepts 


A mechanized order writing procedure has 
brought many side benefits to the Columbia- 
Geneva Steel Division of U. S. Steel Corporation. 


By J. A. Padovani, Staff Assistant—Purchasing Research, 
Columbia-Geneva Steel Division, United States Steel Corporation 


Mecuanizep ORDER writ- 
ing is part of a broader “Purchase 
Data Project at the Columbia- 
Geneva Steel Division of U. S. 
Steel in San Francisco. The pro- 
ject is designed to make maxi- 
mum use of the purchase data 
recorded on punched tapes and 
cards with integrated data proc- 
. essing. One important by-product 
has been an improved commodity 
standardization program. 

With integrated data processing, 
original data are recorded at the 
point of origin in a mechanical 
form. This is accomplished as 
follows: 

1. A travelling requisition con- 
taining uniform commodity 
codes, commodity descriptions 
or specifications, standard or- 
dering units, and other pur- 
chasing historical data is pre- 
pared for all items included 
within the scope of the system. 

2. All the specific data in (1) 
above as well as predetermined 
functional machine codes, are 
also recorded in coded form on 
an edge-punched card. Both 
the traveling requisition and 
its corresponding coded edge- 
punched card are retained as a 
unit at each respective operat- 


ing location under the control 
of the Storekeeper. 


. As materials are required for 


re-order, determined by the 
Works’ inventory control sys- 
tem, the traveling requisitions 
are grouped into appropriate 
ordering arrangements and 
transmitted to the centralized 
purchasing department. 


. Once in mechanical form, data 


are processed exclusively in a 
mechanical manner. Purchase 
orders are prepared automat- 
ically by mechanically read- 
ing traveling requisition, con- 
stant re-order data in the 
form of edge-punched card 
codes, and thereby automatic- 
ally typing the purchase order. 
Variable data only such as, 
price, quantity, shipping date, 
etc., are entered manually on 
the Flexowriter. 


. All processing of data is in- 


tegrated so that original data in 
mechanical form can serve all 
subsequent applications. Selec- 
ted purchase data are auto- 
matically recorded in coded 
form on a by-product tape dur- 
ing the mechanical writing of 
purchase orders. After conver- 
sion to IBM tab cards, this can 


be used for subsequent proc- 
esses such as receiving, invoice 
processing, inventory control, 
preparation of expediting re- 
ports, various usage reports— 
commodity by vendor, vendor 
by commodity, ete. 


Importance of Uniform Data 


An important requisite of a 
mechanized system is uniform 
commodity and purchase data. 
This is the reason for our Com- 
modity Standardization Program. 
Its purpose is to standardize the 
format, ordering specifications, 
nomenclature, standard ordering 
unit, unit of measure, and com- 
modity codes of all repetitively 
purchased materials and stores 
items for all requisitioning opera- 
tions. 

Standardization of such data is 
essential to a mechanized pro- 
curement system because the data 
are subsequently used by other 
departments in the business. 

At Columbia-Geneva, the Stand- 
ardization is part of the document 
preparation phase of the Mechan- 
ized Order Writing System. 

It is possible to reduce costs 
and increase efficiency by integrat- 
ing or combining as many opera- 
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tions and documents as possible. 
The number of initial documents 
and their use must, of course, be 
tailor-made to satisfy conditions 
peculiar to the type of industry, 
organization, and scope of pur- 
chasing. In our system, the fol- 
lowing documents are used: 

1. Traveling requisition 

2. On-Order Card 

3. Edge-Punched Item Card 
Edge-Punched Item Detail 
Label 
Item Control Card 
Commodity Catalog Tab Card 
. Division Commodity Catalog 
. Edge-Punched Vendor Card 

Through forms integration and 
machine programing techniques, 
forms one through five (above) 
are produced simultaneously. 
The traveling requisition formset 
of the 
grated parts: 

1. Traveling Requisition Insert 

2. On-Order Card 

3. Identification label for edge- 

punched card 
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consists following inte- 
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4. Purchasing Department item 

control card 

The traveling requisition insert 
and edge-punched item card go 
into a traveling requisition en- 
velope. The envelope, which may 
be discarded when its spaces have 
been filled, eliminates the cost of 
retyping a new traveling requisi- 
tion, and also protects the travel- 
ing requisition insert. 

An on-order card is the order- 
ing location’s record of the com- 
modity. It provides for the man- 
ual entry of ordering information, 
receipts, and historical data. 

The Purchasing Department 
item control card is the basic 
centralized record for each com- 
modity and item included in the 
mechanized system. It is used to 
control changes in descriptions, 
codes, specifications, and in adding 
new items. This control file is es- 
sential in the commodity classifi- 
cation and standardization work 
and in mechanized order writing 
functions. 


MECHANIZED ORDER WRITING 
FLOW DIAGRAM 
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In setting up the traveling 
requisition file, work is reduced 
by using the flexowriter. This per- 
mits the automatic reproduction 
of constant information for all 
items within a sub-class group. 
Repetitive data are captured in a 
secondary program card when the 
first traveling requisition item for 
the group is prepared. Thereafter, 
the data are reproduced auto- 
matically for the items following. 
Only a limited number of variable 
data is entered manually. This is 
work simplification resulting in 
clerical efficiency, even during the 
preparation phase for the ultimate 
mechanized system. 

The concluding phase in the 
preparation of the traveling requi- 
sition is the proof listing opera- 
tion. This operation serves two 
purposes : 

1. To create a listing of items 
from edge-punched item 
cards which enables the 
original flexowriting to be 
proofed. 
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Mechanized order writing can save you a dollar an order... 


2.To create a by-product 
punched tape for conversion 
to item tabulating cards. 


Catalog Is By-Product 


The by-product tape from the 
proof listing operation noted 
above, contains all codes, descrip- 
tions, and specifications for each 
item. Because of the flexibility of 
the tape-to-card converter, it is 
possible to punch all of this in- 
formation in the first (or header) 
card for a group and still allow 
the succeeding cards to pass over 
without punching the repetitive 
descriptive information. If the in- 
formation for the first item ex- 
ceeds the field established for the 
card, the card is automatically re- 
leased and the remaining data 
punched in a second card. Header 
eards are distinguished from de- 
tail cards by an automatic indica- 
tive punch. These tab cards are 
used to mechanically prepare our 
division catalog. The commodity 
catalog also indicates to each or- 
dering location, the items stocked 
at the other locations. 

The edge-punched vendor card 
is essential in the mechanical 
preparation of the request for 
quotation or purchase order. It 
is produced simultaneously with 
its identification label. The cards 
are listed on multilith masters to 
proof the accuracy of the flexo- 
writing operation. The multilith 
masters are then used to prepare 
vendor catalogs. During the proof 
listing operation, only the vendor 
code number is punched in the 
by-product tape. This tape is then 
used to automatically reproduce 
vendor code number indexes for 
locating the edge~punched vendor 
cards in the tab files. 

The vendor cards are filed ver- 
tically in a 16-bank tab card type 
file. Vendor and indexing is based 
on the primary digit of the vendor 
code number (00 through 99). 
Single indexes are visible from 
both sides of the tab. Placement 
of Flexowriter equipment on each 
side of the file enables easy selec- 
tion and refiling from either side 
of the file and gives two Flexo- 
writer operators the use of the 
same file. 


There are a number of im- 
portant features in the Columbia- 
Geneva’s Mechanized Order Writ- 
ing System. Several are described 
below : 

Purchasing Work Sheet. This is 
the first document prepared from 
traveling requisition edge-punch- 
ed item cards. It is basic to the 
system since all subsequent 
forms are reproduced from the by- 
product tape created when the 
work sheet is prepared. 

The work sheet eliminates the 
handling of voluminous numbers 
of individual traveling requisi- 
tions by the buyer. Other ad- 
vantages are: 

1. All traveling requisitions can, 
immediately after prepara- 
ration of the purchasing work 
sheet, be returned to the or- 
dering location. There is no 
delay and retention of these 
documents in Purchasing un- 
til the purchase order is writ- 
ten. 

. Clerical handling and tem- 
porary filing is simplified by 
reducing the number of docu- 
ments handled. 

. A single source document 
provides a historical work 
record of each purchase 
transaction, and also provides 
a means of transmitting buy- 
ers’ instructions to the flexo- 
writer operators. 

. Adequate planning of pro- 
grams makes the purchasing 
requirements extremely flex- 
ible since quantities can be 
modified, and items split into 
several purchase orders or 
request for quotations. 

. The historial reference of 
supply sources for the items 
being ordered (F.O.B. point, 
terms, etcetera) is repro- 
duced on the purchasing 
work sheet for the buyer’s 
reference. This is accomp- 
lished by maintaining in the 
Purchase Data Project Con- 
trol file, the master vendor 
edge-punched cards which 
are filed in commodity se- 
quence. These cards are re- 
moved from the control 
file as required during the 
preparation of the purchasing 


work sheet. Examples of the 
form are shown in the illus- 
trations. 

Indexing Quantity and Price 
Data. In our mechanized system, 
price and quantity numeric data 
are entered as a whole and/or 
fractional number. The flexo- 
writer operator must enter the 
numeric data on its proper deci- 
mal position on the form. Failure 
to do so will cause erroneous in- 
formation to appear on tab cards 
obtained from the purchase order 
by-product tape during the tape- 
to-card conversion process. This 
can cause difficulties since these 
data are variable and are entered 
manually. 

Design of forms and programs 
has provided for a mechanical 
margin alignment check which 
visually indicates when a quantity 
figure has been indexed incor- 
rectly. For example: 


If a quantity is entered incorrect- 
ly, ie., in the wrong decimal po- 
sition, the error will be imme- 
diately apparent to the flexo- 
writer operator by noting the 
following: 
Incorrectly indexed quantity fig- 
ures will be apparent because the 
first character of the item de- 
scription will not line up directly 
under the first digit of the Cor- 
poration Code. 

A. If the quantity is indexed 
less than that required, the 
first character of the item de- 
scription will be out of line 
to the left of the Corporation 
Code the exact number of 


(Please turn to page 212) 


“When I said cut paperwork, I didn’t 
mean it literally.” 
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Saves Time, Cuts Costs 





ST TAB STOPS A) ARROWS FOR EASY TrPEss. 


7 ee ere wes ome en 


THE MOSAIC TILE COMPANY 


¥ 





TANMESVHRLLE 


nee me ee Oe Oe 


- “~~ ta 


THIS S NOT 
AN ORDER 


THE MOSAIC TILE COMPANY 


YUU Combination 13- 
part purchase 
order and quote 
request form 
used by Mosaic 
Tile has slashed 
eon paperwork, 
saved money and 











Wuen J. E. Campbell, pur- 
chasing manager of The Mosaic 
Tile Company of Zanesville, Ohio, 
reviewed his procedures for get- 
ting quotations and preparing 
purchase orders, he found that 
his system was a time waster. 
It was slow and often did not give 
him the control he wanted. Sepa- 
rate forms were used for requests 
for quotations and purchase or- 
ders. Inquiry forms had to be 
manually interleaved with carbon. 
When the vendor had been se- 
lected, a separate purchase order 
had to be typed. 

For a normal purchase, at least 
two typings of the same informa- 
tion and listings of the materials 
needed were necessary. There 
also was no positive control over 
inquiries and progress of the pur- 
chase orders. A study of his sys- 
tem was begun by Mr. Campbell 
with the result that a new pro- 
cedure involving a special com- 
bination quotation and order form 
was evolved. The new form is 
illustrated in this article. 

The new form has 13 parts, 
84 by 14% inches in size. By a 
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given the com- 
pany better pur- 
chasing control. 





























system of strip coating with car- 
bon deposits, using top and bot- 
tom stubs and varying lengths 
in the various parts of the form, 
most information for requests and 
orders need be written just once. 
The parts of the form are: 
Part 1—Original Purchase Or- 
der 
2—Purchasing Dept. Copy 
of Purchase Order 
”  3—Purchasing Dept. 
Copy for Follow Up 
” 4-Accounting Depart- 
ment copy 
5—Stores and Purchas- 
ing Receiving Copy 
” 6—Accounting Depart- 
ment Receiving Copy 
” 7—Purchase Dept. 
of Bidders 
”  §8—First Vendor's 
quest for Quotation 
” 9—Vendor’s copy 
Vendor) 
* 10—Second Vendor’s Re- 
quest for Quotation 
” 11—Vendor’s Copy 
Vendor) 
12—Third Vendor's 
quest for Quotation 
13—(Vendor’s Copy (3rd 
Vendor) 
When the form is typed, the 
names of the three possible ven- 
dors go at the top. All three 


List 
Re- 


(1st 


(2nd 


Re- 


names go onto parts 1 through 
7. By means of carbon strip coat- 
ing, the first vendor’s name only 
shows on Part 8 and 9, the sec- 
ond vendor’s name on Parts 10 
and 11, and the third vendor's 
name on Parts 12 and 13. 

The top section of parts 1 
through 7 shows all three ven- 
dors’ names. It also shows the two 
sections, as illustrated: namely, 
price inquiry and purchase order. 
Parts 8 through 13 show price 
inquiry only. 

In addition to the names of ven- 
dors, other pertinent information 
is typed including: date, reply 
deadline on price inquiries, pur- 
pose of items, requisitioning de- 
partment, quantity and descrip- 
tion. 

The form is then handled as 
follows: 

Step 1—The form is then sepa- 

rated between Parts 7 and 8. 

The first section is kept as a 

unit in its “Speediset” stub and 

put into the purchasing depart- 

ment date file, based on price 

quotation deadline. 

Step 2—Parts 8 through 13 are 
double-form sets for each ven- 

dor. The forms are separated 

by vendors. Both original and 

duplicate go to vendor for quo- 

tations. Vendor returns origi- 

nal to Mosaic Tile and retains 

duplicate in his file. Note: 

Form contains fold marks so 

that vendor’s copies can be 

mailed in window envelopes 

to save additional addressing 

labor and time. 

Step 3—Returned quotations are 

filed with the purchase order 

section in the date file. When 

all quotations are received, or 

when date deadline is reached, 

all quotations together with 

purchase order set are removed 

and one vendor is selected 
Step 4—Then, the vendor’s name 

and address and pricing and 

shipping information are added 

to the purchase order section of 

the form. (List of items had 

already been typed in when 

form was originated.) The 

form is then snapped apart 

from the stub and distributed. 

Since the carbons are attached 

to the stub they can be re- 

moved instantly without sepa- 

rate handling. 

Papers covering the purchase, 
such as the requisitioning depart- 
ment’s request, are filed with the 
purchasing department copy. Mo- 
saic also has a six part set, con- 
sisting of the purchase order sec- 
tion only, for use where price 
inquiries are not wanted. 
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A SIMPLE file folder with mov- 
able signals has solved our pur- 
chase order follow-up problem. 
It’s a simple system—foolproof— 
and the cost is negligible since the 
folders can be used over and over 
again. 

Follow-up control on orders is 
very important to us. We oper- 
ate three generating plants, main- 
tain 4000 miles of pole lines, and 
have a fleet of service trucks that 
is on the move day and night. We 
are constantly using up our sup- 
ply stores in connection with 
maintenance and development 
work. 

Naturally, it’s. purchasing’s job 
to see that there are adequate 
stores at all times without tying 
up too much money in inventories. 
We have to hold the narrow line 
between over-stocking and under- 
stocking. This calls for strict fol- 
low-up control methods on all 
orders. 


Check Hundreds of Files 


Previously, we had a very loose 
follow-up system. Open orders 
and related correspondence were 
kept in separate files. Every day 
the expediter had to go through 
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A Simple System for 


Foolproof Followup 


By R. F. Connolly, Purchasing Agent 


Tampa Electric Compony 


hundreds of files searching for 
open orders that needed imme- 
diate follow-up action. In addition 
to the time wasted with this sys- 
tem, inevitably mistakes were 
made and an important order 
would be overlooked. As a result, 
there was always the possibility 
that we might run out of an im- 
portant item. 


Work Out New System 

When we moved to our new 
quarters, we decided that a re- 
organization of many company 
procedures was needed. A series 
of studies by the Business Serv- 
ice Division of Remington Rand 
revealed among other things the 
inefficiency of our order follow- 
up control system. This prompted 
us to set up a new follow-up 
system. 

All orders for stores are now 
kept in Remington Rand Visible 
Tip Follow-up Folders. These 
folders are made with a trans- 
parent cellulose tip over the up- 
per (visible) edge. At the left of 
the folder edge the title insert 
(by vendor) is placed. There is a 
date scale printed on the remain- 
ing portion of the folder edge. 


A green Kardlock signal, which 
can be changed easily but will 
not slip out of place, is set over 
the scale, according to the date 
the order should be checked. 

Each day a clerk glances over 
the file drawers, pulls all the 
folders signaled for that day, and 
routes them to the appropriate 
buyer. The folder contains all in- 
formation pertinent to the order, 
including requisition, copy of the 
order, acknowledgment by ven- 
dor, date of expected shipment, 
correspondence or memos of 
phone calls, notice of receipt, and 
invoice. 

With complete information be- 
fore him, the buyer is able to get 
immediate action. When he has 
done what is necessary, the signal 
is set for the next follow-up date. 
When the transaction is finally 
completed, the papers are trans- 
ferred to the Closed file, and the 
signal moved to the extreme left 
of the folder, clearing the title 
insert and making the folder 
available for re-use. 

The advantages of this simple 
system of follow-up control are 
immediately apparent: 

@ At all times we know what 
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we can expect to receive and com- 
pare it with our stores on hand. 

@ A clerk is now able to go 
through the file every day, and 
at a glance see what orders call 
for action. The system has re- 
leased supervisory personnel for 
the more urgent work of buying 
and expediting specific shipments. 

@ All papers relating to the 
order are in one folder—which 
can be located quickly since it is 
filed by vendor’s name. The work 
is done twice as fast 

@ The follow-up folders elimi- 
nate the need for any cross ref- 
erence or “tickler’ files. 


as before. 


@® There is very little chance 
of overlooking an order that 
needs action when the Kardlock 
signal is set. Order control is 
more accurate than ever before. 


Fire Protection 


We keep our follow-up folders 
in Safe-File units custom installed 
in steel desks. This arrangement 
protects our files from fire, makes 
it possible for clerks to remain 
seated at a desk while filing or 


Clerk inserts purchase order in followup folder. Kardlock signals on the 
visible edge of the folders show when follow up action is required. Tampa 
Electric Company has found this system to be a foolproof way to follow up 


checking the files. 


on open orders that need expediting. 





IF THE adding machine 
saves the pencil-and-paper fig- 
urer only 48 seconds an hour 
or about 6, minutes a day, it 
pays for itself in time and 
payroll savings. 

Moreover, each second 
saved over the 48-second 
break-even point produces a 
profit on the machine invest- 
ment. If the time saved by 
the machine totals 13 min- 
utes a day, the profit on the 
investment is 100° according 
to a study made by Victor 
Adding Machine Co. 

Since the cost of a business 
machine is a capital expendi- 
ture and thus must be pro- 
rated and distributed as a 





part of the cost of the whole 
operation during its normal 
accounting life of five years, 
the hourly costs of a typical 
adding machine station, on 
the basis of a 40-hour work- 
week, are about: 
Salary $1.50 
($60 a week) 
Floorspace 16 
(80 sq. ft. @ $4) 
Furniture 01 
($200 over 10 years) 
Adding Machine  .02 
($200 over 5 years) 
Total Cost of 

Station 

per hour $1.69 100% 

Even ignoring the trade-in 


88.7% 


Don't Worry About Idle 
Adding Machines 


value of the machine at the 
end of the five-year period, 
the machine itself is but 1.2 
of the total cost of the station. 

The essential costs of su- 
pervision, overhead and sup- 
plies, etc., that should be in- 
cluded in the calculation but 
weren’t would make the add- 
ing machine’s cost percentage 
even less. 

But even these conserva- 
tive figures show how little 
the cost of an adding machine 
really is in comparison with 
the total cost of the work sta- 
tion. That’s why machines 
can be profitable even for 
buyers who use them but a 
few minutes each day. 
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Who's Responsible 


For Checking Invoices? 


Should purchasing or accounting handle suppliers’ in- . 
voices? Here’s a report of a special survey conducted 
among purchasing agents which presents both viewpoints. 


W HO HAS THE responsibility 
for checking suppliers’ invoices 
—purchasing or accounting? 

To find an answer to this query 
—which has long been a problem 
to purchasing agents and account- 
ants, PurcHAsING Magazine made 
a survey among many of its read- 
ers. The results: practically a 
50-50 division of opinion. 

The argument of P.A.’s who 
believe purchasing should check 
the bills can be summed up in 
one word: expediency. Virtually 
every P.A. subscribing to this 
belief felt that invoices could be 
examined and verified in the 
quickest time and with the least 
expense by the purchasing de- 
partment. 

On the other hand, the words 
voiced most often by purchasing 
executives in favor of account- 
ing’s handling invoices were: 
checks and balances. They argued 
that it is more efficient to have 
another department check in- 
voices for orders initially negoti- 
ated by the purchasing depart- 


ment. 


“The Buyer's Responsible" 


Here are some typical com- 
ments made by P.A.’s on the in- 
voice handling problem: 

“It’s purchasing’s responsibility 
to check and approve invoices— 
and it should not be avoided,” 
says the director of purchases at 
an eastern electronics corpora- 
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tion. The buyer signs the order 
and should be responsible for it 
until the supplier is paid. This 
is only natural, because the buyer 
can more readily control the 
handling and recording of in- 
voices. 

“For example, our company 
orders raw materials in large lots 
and the chances are rather remote 
that we'll get the whole shipment 
in one delivery. The buyer has to 
figure out what percentage of the 
order was delivered and make 
sure that the invoice covers the 
actual shipment.” 

The purchasing agent at a large 
Philadelphia company gave an- 
other reason to support purchas- 
ing’s responsibility. “Only in the 
purchasing department is the 
purchase order kept in its com- 
plete state,” he asserted. 

“It’s true that accounting has a 
copy of the purchase order. But 
we have a complete file of data 
that may affect the price or other 
terms of the invoice. The purchas- 
ing department is the only place 
where all correspondence and 
records of negotiation during the 
life of the order can be found. In 
addition, we have the purchase 
requisition and copies of the re- 
ceiving and inspection reports. 
Therefore, purchasing is the only 
department qualified to check the 
vendor’s invoice.” 

A P.A. at a New York insur- 
ance company noted that since 


purchasing “has to determine 
when an order is completed, only 
purchasing can determine if the 
invoice should be paid.” He feels 
purchasing is in a key position 
to answer immediately any of the 
questions, internal or external, 
that may arise in handling the 
invoice. 

“Otherwise, there’d just be a 
lot of papers floating around,” he 
added. 

“The purchasing agent can take 
proper advantage of all author- 
ized discounts and other special 
terms,” said another East Coast 
buyer, “Any firm with a variety 
of orders and many suppliers 
should utilize the purchasing de- 
partment for invoice checking.” 

A number of P.A.’s expressed 
the thought that purchasing 
should have an opportunity to re- 
examine the transaction when 
invoices from suppliers arrive. 
Possible cost reductions that 
might have been overlooked or 
were not apparent when the pur- 
chase order was placed some- 
times become obvious as invoices 
are reviewed. Thus the P.A. not 
only has the opportunity to save 
money on a particular transaction 
but can also institute permanent 
long-range cost-cutting programs 
for his company. 

Another point mentioned by a 
purchasing agent for a chemical 
company was that purchasing’s 
handling invoices makes it easier 
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for the supplier. Only one invoice 
form has to be issued by the 
vendor, and discrepancies or er- 
rors can often be handled over 
the phone prior to payments be- 
tween two men who know each 
other and have an established 
working relationship. 


Another Viewpoint 


On the other hand, a large 
group of purchasing agents is of 
the firm opinion that invoice 
checking is an accounting func- 
tion. “After the order is written,” 
remarked the purchasing agent at 
a well-known manufacturer of 
electrical equipment, “we don’t 
expect any invoice trouble. Some- 
one in the accounting department 
should be able to pick up the pur- 
chase order and the _ invoice, 
match the two and pay the bill. 

“The trouble in some compa- 
nies where accounting is respon- 
sible is caused by the fact that 
the purchase orders go out un- 
priced. All our purchase orders 
have a price on them so that the 
accountant has something to go 
on. This system works if the buy- 
er trains the supplier to bill ac- 
curately and according to the 
purchase order.” 

What about orders containing 
escalator clauses? How are pay- 
ments handled for shipments that 
arrive late with increased prices? 

“That’s no problem,” continued 
this same purchasing executive. 
“Our accounting department has 
moderate leeway to pay a little 
bit over the price on the purchase 
order when there are extenuating 
circumstances. We’ve worked up 
a rule-of-thumb to handle such 
conditions. Of course, the amount 
of overcharge that can be ap- 
proved is limited and any major 
price changes are referred back 
to my department.” 


Is It Too Tempting? 

A purchasing executive at a 
large printing ink manufacturer 
had this to say: “Theoretically, 
when purchasing checks invoices, 
it’s a golden opportunity for 
someone to clip something. If 
you’re in the position of buying 
an item, you shouldn’t be in the 
position to approve the same pur- 
chase. Invoice checking is def- 
initely not a purchasing function; 
it’s a job for someone trained in 
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It's a Hot Potato Topic... 


For what really can’t be called a life or death matter, 
there’s a lot of controversy among purchasing executives 
over whether or not purchasing should check invoices. In 
the article on the next page (“Purchasing Should Buy— 
Not Verify”) an office systems expert presents a strong 
case for the view that invoice checking is strictly an ac- 
counting job. However, in the survey described in this 
article, there was an even split of opinion on the question. 


Those in favor of purchasing’s checking invoices say: 
e “Since the buyer signs the order, he’s responsible for 


it until it’s paid.” 


e “Only purchasing has all the data that may affect 
price or other terms of the invoice.” 


e “It’s easier to work out a disagreement if the buyer 
talks directly to the supplier he originally gave the order to.” 


Those opposed say: 


e “There’s no problem with most invoices and no reason 
for purchasing to check them.” 


e “If you buy something, you shouldn’t also approve 
payment. There has to be a system of checks.” 


e “Don’t forget, if there’s ever a question about an in- 
voice, accounting can always call purchasing.” 


auditing. When buyers do invoice 
checking, they’re not doing their 
real work.” 

The purchasing director at a 
major Pittsburgh corporation said 
invoices at his company are 
checked by both purchasing and 
accounting. “We have an invoice 
checking section in purchasing 
which goes over all invoices for 
price, freight charges, terms and 
quality requirements. If we spot 
any variation from the purchase 
order, we can take it right to the 
buyer for adjustment without 
anyone getting nasty about it. 

“When this section finishes with 
the invoice, it sends both copies 
down to the accounting depart- 
ment where it’s properly audited. 
They have the receiving report 
from the plant and all other per- 
tinent data. 

“There’s just one reason why 
we have invoice checking in the 
purchasing department and that’s 
convenience.” 

A number of other large cor- 
porations—with a centralized pur- 
chasing department at company 


headquarters and small purchas- 
ing operations at its plants—use 
similar systems, the survey 
showed, Invoices are checked by 
the plant purchasing departments 
for receipt, quantity and quality. 
They are then forwarded to head- 
quarters for final auditing and 
verification by the accounting 
department. 

The Purcuasinc Magazine sur- 
vey turned up many unexpected 
comments from P.A.’s, For ex- 
ample, at one firm, purchasing 
handles the invoices but the P.A. 
would prefer that accounting 
take care of it. At the other com- 
pany, the opposite situation 
prevails—with accounting doing 
the invoice checking while the 
P.A. would actually prefer to have 
his department doing the job. 

Overall, there seems to be no 
clearcut answer as to which sys- 
tem is better. Both have their 
advantages and it’s up to each 
company to determine which 
method fits in best with its own 
particular operation, 





Purchasing Should Buy — 
Not Verify 


A management consultant takes a dim view of 
the typical practice of matching invoices with 
purchase orders and receiving reports in the 
purchasing department. 


By John C. Pfeiffer 


McKinsey & Co., Inc., 
Management Consultants 


Tue BURDEN of paperwork is 
of great concern to the typical 
purchasing executive. He is not 
paid to process, review, check and 
transmit paper. His job is basically 
creative and it pays to have him 
concentrate on this aspect because 
of the tremendous contribution he 
can make to company profits. 

Of course, there is still a need 
for forms and reports. It fact, 
most large companies could not 
operate if their paperwork sys- 
tems broke down. Nevertheless, 


key profit making functions must 
not be stifled by improper assign- 
ment of procedural responsibil- 
ities. In too many companies pur- 
chasing is in danger of being 
stifled in just this way. 

Therefore, a careful review of 
the purchasing paperwork func- 
tions may be very rewarding. It 
can pay off by freeing purchasing 
for activities that boost profits 
such as new vendor development, 
value analysis, price negotiation, 
and field expediting. 


In many companies verification 
is the worst offender in wastefully 
consuming purchasing time. 

Verification—checking invoices 
against purchase orders and re- 
ceiving records—is a typical ac- 
counting function. Most account- 
ing departments perform at least 
part of this work. However, in 
many large, well-managed com- 
panies, invoices go to purchasing 
for approval prior to processing by 
accounts payable. Even when pur- 
chasing does not see every invoice, 
it often has to check invoices for 
purchase orders that have not 
been priced. 

A procedure requiring verifica- 
tion of every invoice by purchas- 
ing results in needless paperwork. 
Actually purchasing needs to see 
only those invoices which do not 
agree with the price or terms on 
the purchase order or the quantity 
shown on the receiving record. 
This way, purchasing reviews ven- 
dor performance by the exception 
principle. 

The following simplified trans- 
action illustrates how purchasing’s 
effectiveness can be diluted if 
every invoice is verified. Assume 
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there is a blanket order-direct re- 
lease system in effect for high 
volume hardware supply items. 
Briefly, this would be a typical 
procedure: 

(1) A blanket order is issued 
to a wholesale hardware house for 
a dozen different items. It will be 
in effect for six months. 

(2) As the store department 
needs stock, a direct release is 
sent to the vendor who ships the 
items and invoices the receiving 
location. 

(3) The invoice is sent to the 
buyer who checks it against a copy 
of the receiving slip sent him by 
the receiving department. The 
buyer initials it to indicate ap- 
proval and sends it to accounts 
payable. 

(4) Accounts payable makes 
the necessary audit of the trans- 
action and pays the vendor at the 
appropriate time. 

Beyond establishing the original 
arrangements when the blanket 
order was issued, the buyer has 
done nothing of a true purchas- 
ing nature in this transaction. The 
price could change dramatically 
in the meantime, and the chance 
is good that the buyer may not 
catch it from his quick review of 
the invoice. Why? Because he is 
not reviewing a batch of invoices 
with any purpose other than get- 
ting them off his desk. He is not 
in a frame of mind to fight a price 
increase even if he notices it. 
Therefore, price negotiation, the 
all-important buying function, can 
easily be submerged by the sheer 
volume of paperwork which the 
buyer has to process. What then 
is the practical alternative? 

Purchasing should issue only 
priced purchase orders. Account- 
ing should perform the entire veri- 
fication function and consult pur- 
chasing only when the invoice 
does not agree with the purchase 
order or receiving record. 

Beyond the purchasing consid- 
erations, another reason for not 
having purchasing verify invoices 
is that accounting has the person- 
nel best trained to handle trans- 
actions of this type. Furthermore, 
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a system of checks and balances is 
needed in approving vendors’ in- 
voices. Verifying receipt of mate- 
riels and correctness of price in 
reviewing purchasing transactions 
is more properly treated as an 
auditing function. And certainly 
to be truly effective any auditing 
function should be completely ob- 
jective. Specifically, the activity 
that initiates a transaction should 
not also verify its propriety. 


Transition Is Easy 


Turning over verification to ac- 
counts payable requires: 

(1) A priced copy of the pur- 
chase order. 

(2) A copy 
record. 

(3) The invoice. 

Purchasing need verify only 
when there is disagreement among 
these documents. In this way, the 
receipt of an invoice becomes an 
exceptional occurrence and puts 
the buyer into an investigative, 
negotiating frame of mind. He can 
then contact the vendor, deter- 
mine the reason for the price 
change, negotiate its ultimate 
level, and issue a change notice 
to the purchase order. 

Some buyers oppose complete 
transfer of the verification process 
to accounting. They point out that 
by reviewing every transaction 
they are better informed on sup- 
plier performance. There cer- 
tainly is merit in this objective, 
but the means used are question- 
able. Actually, a buyer need con- 


of the receiving 


cern himself only with the excep- 
tions. If no invoices are sent to 
him by accounts payable, he can 
assume that the vendor has per- 
formed in accordance with the 
established terms and conditions. 
The sound organization principle 
of management by exception has 
equally sound application in the 
assignment of responsibility for 
verification. 

Where the buyer must verify 
every invoice he can spend only a 
short time on each transaction. 
He cannot make a careful ap- 
praisal of how efficient his sup- 
pliers really are. Instead, the buy- 
er must be primarily concerned 
with simply clearing his desk of 
papers. Otherwise, the entire pay- 
ment procedure breaks down. 
Vendors clamor for payment. The 
company loses cash discounts be- 
cause of the time required for 
verification by both purchasing 
and accounting. 


Let Accounting Verify 

If your purchasing department 
is still burdened with the job of 
verifying invoices, here are some 
suggestions that may help you 
work out a program with your 
accounting department to relieve 
purchasing of what is essentially 
an auditing function: 

(1) Purchasing and accounting 
should jointly develop a procedure 
for issuing all purchase orders 
with complete price and terms 
information. “Price to be deter- 

(Please turn to page 214) 





F rep BRADLEY, personable 
purchasing agent for the Southern 
Union Gas Company of Dallas, 
buys between $8.5 and $11 million 
worth of materials annually. Han- 
dling this much volume with a 
relatively small staff—only two 
buyers, a price analyst, and a 
small clerical foree—means that 
one of Bradley’s basic problems 
is simplifying the flow of paper- 
work. 

His task is even more difficult 
than his purchasing volume indi- 
cates, for Southern Union sup- 
plies gas service to 65 different 
communities in Texas, New Mex- 
ico, Arizona, and Colorado. Each 
location has an office that must be 
supplied. The company also main- 
tains 34 warehouses throughout 
the southwest that must be 
stocked and replenished regularly. 

In addition to this, Southern 
Union’s purchasing department 
buys another $2 million worth of 
gas appliances each year for re- 
sale. These appliances, too, must 
be sent to the outlying areas on a 
regular schedule throughout the 


year. 


Creative Purchasing 


How does Bradley manage to 
keep on top of this operation? 
The answer, developed during his 
29 years with Southern Union, is 
simply this: keep paperwork down 
to a minimum. Utilize forms that 
can be used for many purposes. 
And always be on the lookout for 
short-cuts in the office that leave 
more time for creative purchas- 
ing. 

One of Bradley’s major tools 
for cutting paperwork is the com- 
pany’s Materials and Supplies 
Catalog. Since 90% of his pur- 
chases are stock items, the catalog 
is one of the most frequently used 
documents both in the purchasing 
department and out in the field. 
About 6000 repetitive items are 
listed in the catalog, including 
various types of linepipe, meters, 
regulators, valves, and fittings. 

Each field office has a copy of 
the catalog which the storekeep- 
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Shortcuts to Beat 


The Paperwork 


Problem 


For effective purchasing, paperwork must 
be the servant—rather than the master— 
of the P.A. Here’s how one company uses 
short-cuts to reduce paperwork and in- 
crease purchasing effectiveness. 


By Leonard Sloane 


PURCHASING DEPARTMENT BID ANALYSS 
-~ 
Form 750-316 6-57 
DATE |P.0. # | QUAN. 
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SOUTHERN UNION GAS COMPANY 


By analyzing bids of different vendors on items issued on quotation, 
Southern Union can determine which suppliers are consistently 
high and which are consistently low. 


ers use as a quick reference aid 
in sending requisitions to the 
main office. Here’s how this sys- 
tem works: 

Suppose the Farmington, New 
Mexico, office needs a new supply 
of gas compressors. A storekeeper 
checks the catalog for the M&S 
number, which might, for exam- 
ple, be 101-816 and pulls out the 
repeating requisition card made 
up for that number. The requisi- 
tion card is then sent to central 
purchasing in Dallas, where the 
vendor’s name is inserted. At this 
point, the price analyst takes over. 

Previously, when requisitions 


arrived from the field, Bradley’s 
staff would begin a time-consum- 
ing process to make sure all or- 
ders were pre-priced accurately 
before they went out. They would 
consult vendor catalogs, make 
telephone calls, review old pur- 
chase orders to get an up-to-date 
price. 

Now purchasing uses an IBM 
punch card system in which the 
unit price of every item in the 
M&sS catalog is listed. The price 
sheets prepared from the punch 
cards are kept in a three -ring 
binder. When a requisition comes 
in from the field, the price analyst 
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looks up the item in the price 
binder and enters the unit price 
on the requisition. 

Changing Prices 

Naturally, prices change—and 
the analyst has to keep up with 
these changes. While new prices 
are run through the IBM ma- 
chines periodically, price changes 
that have not been entered are 
made in pencil in the price list 
binder. 

As a member of Southern 
Union’s five-man Materials Stand- 
ards Committee, Bradley has 
played a major role in cutting 
down the number of items listed 
in the catalog. When the commit- 
tee was formed over five years 
ago, 21,000 items were listed. Now 
only 7,800 items remain—with 
about 75% on the active list. 

In paring the inventories stocked 
in company warehouses, the com- 
mittee knocked off about $3 mil- 
lion worth of goods. This was ac- 
complished by selling obsolete 
and scrap items and returning 
surplus materials to vendors for 
trade and credit. 

“As a matter of fact,” Bradley 
says, “on some items we eyen 
made money because the price 
went up since we bought them.” 
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A “Speed Letter to Vendors” and a “Memorandum 
from Purchasing Department” are used for quick 
correspondence with vendors and operating depart- 
ments. Routine questions are printed in boxes on 
the forms and purchasing merely checks the appro- 
priate box before sending the form out. 





Another technique Bradley uses 
to cut paperwork is the speed- 
letter. The “Speed Letter to Ven- 
dors,” (see cut) for instance, lists 
11 standard queries to suppliers. 
The buyer merely checks the ap- 
plicable box, fills in the supplier’s 
name and address, and puts it in 
the mail. No lengthy letters are 
required and the buyer’s time is 
saved for other duties. 

Similarly, purchasing has a 
“Memorandum from Purchasing 
Department,” (see cut) for cor- 
respondence with other depart- 
ments at Southern Union, espe- 
cially the field offices. In this way, 
notes to engineering, stores, and 
other personnel within the com- 
pany can be dashed off quickly 
with minimum effort. 


Analyzing Bids 


Since Bradley looks at his rela- 
tionships with suppliers as long- 
term propositions rather than 
one-order deals—he and his staff 
carefully analyze the bids sub- 
mitted by vendors. However, he 
has worked out a shortcut for 
analyzing bids. It’s fast and it 
presents the required information 
in an easily readable form. 

The shortcut consists of a bid 
analysis form (see cut) prepared 


for items that are awarded on a 
quotation basis. Each time an or- 
der is awarded, all bidders are 
listed along with their price 
quotes. The low bidder (or the 
one who got the order) is listed 
in color. By studying these forms, 
Bradley can readily see which 
companies are usually high or 
low. 


Saves an Hour a Day 


Bradley also takes advantage of 
labor-saving office equipment. Ex- 
ample: he bought an all-cap elec- 
tric typewriter for use in typing 
purchase orders. He figures that 
he saves a minute a purchase or- 
der because no shifting to capital 
letters is necessary. 

“We issue an average of 60 or- 
ders a day,” says Bradley. “That 
means we save 60 minutes, or an 
hour daily with this typewriter. 
That’s an extra hour every day 
that we can use for other impor- 
tant purchasing jobs.” 

Southern Union’s paperwork 
problems haven’t disappeared en- 
tirely—and Bradley would be the 
first to say so. But by his system- 
atic approach to paperwork sim- 
plification, he has saved thou- 
sands of dollars and has increased 
his department’s productivity. 


$7 








By John Van Deventer 


For REPETITIVE items, the 
standard purchase order form has 
been eliminated at Rheem Manu- 
facturing Company. Replacing it 
is a special type of duplicating 
paper called a film master. 
Pre-typed on the film master 
are the name and address of the 
vendor and a description of a 
group of repetitive items that he 
supplies. To prepare a purchase 
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Cut Purchase Order 


order for repetitive items, it’s only 
necessary to pencil in variable 
information such as the purchase 
order number, date, routing, etc. 
The film master is then run 
through a copying machine and 
out pops the purchase order. 
Use of the film master system 
has made it possible for Rheem to 
cut purchase order preparation 
time 70%. About 85% of Rheem’s 





Lewis Hoagland, purchasing agent at Rheem’s Fullerton, Calif., 
plant, checks a purchase order as it comes off the duplicating 
machine. Says Mr. Hoagland: “Since we introduced the film 
master system for making purchase orders, we’ve been able to 
cut onr order typing section from three girls to two.” 


It used to take a clerk six minutes to prepare a 
purchase order at Rheem Manufacturing Company. 
But with a new system used by Rheem a purchase 
order can now be prepared in less than two min- 
utes. Here’s how the system works. 


production items and 25% of its 
MRO items are purchased under 
the film master system. In more 
detail, here’s how the system 
works. 

(1) A film master is made up 
for all repetitive items bought 
from one supplier. All the spaces 
and information found on the 
various copies of the regular 
Rheem purchase order are in- 
cluded on the film master. Pre- 
typed on the film master are the 
name and address of the supplier, 
description, code number, and 
unit price of the repetitive items, 
plus terms and conditions. Up to 
eight items per supplier can be 
put on one film master. 

(2) When a requisition comes 
to purchasing for one or more 
repetitive items, the buyer pulls 
out the appropriate film master 
from the files. The quantity and 
total cost of the items are then 
entered in pencil on the film 
master. 

In addition, the requisition num- 
ber, purchase order number, date, 
buyer, etc., are also entered in 
pencil on the film master. A zero 
is put in the quantity column for 
items that have been pre-typed 
on the film master but are not 
needed. 

(3) The film master is then run 
through a Bruning duplicating 
machine along with a sheet of 
sensitized paper. A different piece 
of sensitized paper is used te make 
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Writing Time 70% 


Sensitized paper (right) 


through a copying machine along 
with the film master. The result: a 


purchase order. 





> one 
ee RHEEM 
n 


this 
(above) to prepare its purchase or- 
ders—instead of the regular pur- 
chase order form. Note that perma- 
nent information is typed on the 
film master and that variable in- 
formation is put on in pencil. 


Rheem uses “film master” 


each copy of the purchase order. 
One piece, for example, might be 
the accounting department’s copy. 
Preprinted on it would be the spe- 
cial information that appears on 
the regular accounting copy of the 
purchase order. 

(4) In practice a clerk takes 
all the prepared film masters and 
runs them through the copying 
machine. Purchase order sets are 
then stapled and given to the pur- 
chasing agent for signature. In- 
formation that has been penciled 
in on the film master is then 
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is run 
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erased and the film masters are 
filed. 

(5) A third type of special 
duplicating paper is used to make 
a “second film master” for the re- 
ceiving department. The clerk 
uses this special paper—instead of 
the sensitized paper used for other 
copies of the purchase order— 
when running off the receiving re- 
port copy of the purchase order. 
The receiving department uses this 
second film master in another 
Bruning machine to make copies 
of the receiving report for partial 
shipments. 

(6) When a film master is first 
prepared, purchasing makes plain 
paper copies of it and sends them 
to the material control supervisor. 
These copies are used as purchase 
requisitions. The requisitions re- 
quire only pencil notations of 


P 
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amount and desired delivery date. 

Cost of the three different types 
of paper Rheem uses with this 
system is moderate: 

Film master paper—11.5¢ per 
sheet (can be used 20 to 30 
times). 

Sensitized copying paper—0.73¢ 
per sheet. 

Second master paper (for re- 
ceiving reports) —2.2¢ per sheet. 





Other Advantages 


In addition to reducing clerical 
time required to prepare purchase 
orders, Rheem has found that the 
film master system: 

@ Reduces errors in purchase or- 
der preparation. 

@ Reduces the time required to 
prepare receiving reports. 

@ Reduces the size of files. 








Computer Key to Lower 


Time-consuming inventory calculations had cut lead time 
and put Bell & Howell buyers under constant pressure. 
New computer-punched card system has freed them for 
more creative buying and enabled the company to cut its 
inventory impressively. 


By Phil Hirsch 


Duane 1957, Bell & Howell, 
Inc., reduced its work-in-process 
inventory by 12%. At the end of 
the first quarter of 1958 the in- 
ventory was 15% below the same 
period a year before. During the 
whole 15 month period the com- 
pany’s sales were rising. 

B&H turned this neat trick 
with a new material scheduling 
system that uses an IBM 650 
computer and punched cards. At 
the same time, its purchasing 
department was plucking several 
other plums from the system. 

“Basically what we’ve done,” 
according to Purchasing Director 
S. W. Knabe, “is to shorten by 
several weeks the time needed to 
calculate part requirements. With 


more time available, we can do 
a real buying job. Formerly most 
of our orders scheduled for de- 
livery, say, in January, were 
placed with suppliers during No- 
vember and December. Now, we 
receive the purchase requisitions 
from material control and begin 
negotiations with suppliers dur- 
ing September in most cases.” 
This change gives B&H buyers 
leeway they didn’t have before, 
and produces important side ben- 
efits. For example, release of 
an order can be delayed, with- 
out jeopardizing the production 
schedule, if a buyer feels that fur- 
ther negotiation or additional 
quotations would turn up better 
prices. “Previously,” explains Mr. 





Calculation of monthly inventory requirements is performed by 


IBM 650 computer, part of which 


is shown above. By using com- 


puter, Bell & Howell has cut time required for inventory calcula- 
tion from 2% months to 2% weeks. 


Knabe, “because of the nearness 
of the delivery date, we often 
had to accept one of the initial 
bids, which, of course, increased 
our costs.” 

At the beginning of the month, 
he adds, it wasn’t unusual to have 
a lengthy shortage reports. This 
number has been trimmed “sub- 
stantially,” he reports. 

Increased leadtime produces 
other benefits. For example: quo- 
tation requests on some items are 
sent to as many as five suppliers. 
Before, the maximum was three. 
Also, identical items needed by 
different B&H divisions can be 
combined on one order. In addi- 
tion B&H purchasing has more 
time to check samples before the 
supplier launches full production 
of the order. Expensive design 
and tooling changes are thus 
reduced to a minimum. 


Premium Charges Reduced 

Premium charges have been 
cut also. Under the old system, 
an order sometimes came through 
so late that no supplier could 
meet delivery without shop over- 
time. Now, with more leadtime, 
very few overtime costs are in- 
curred. 

One of the most important ad- 
vantages is that suppliers have 
time to analyze the specs before 
parts go into production. They 
can suggest changes that will cut 
unit costs, improve quality, or 
both. Recently, the company—fol- 
lowing one supplier’s tip—cut 
20% off the unit price of a non- 
mechanical projector stamping by 
making a small change in the re- 
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Inventories, Better Buying 








Jan Feb Ma~ Ape May Jun Jul Aug 4th 
Sept Qt~ 

2002 101ALL 2 BKW 1180 WASHER .0100 1 4013 1300 
2002 2200 2200 2200 2200 2200 2200 1100 4400 6600 
2002 1500 3700 5900 8100 10300 12500 13600 18000 24600 
2002 AcU 200 STK 500 
2006 101A 1 XKW 1180 FRAME 2,000 4013 #4100 
2006 100 100 100 100 100 100 3§=6 50 200 300 
2006 25 125 225 325 425 525 575 775 1075 
2006 ACU _25 STK 50 








pn uter produces planning sheet listing inventory needs, by part 
y month, as shown above. First column at left shows part 
number. Top line in each entry gives data on part design, unit 
quantity, unit cost, using department, etc. Second line shows pro- 
duction quota, fourth line quantity in stock (STK), and on hand 
or in process within assembly department (ACU). Third line shows 
balance—i.e. quantity that should be on order. 


quired tolerances. Performance of 
the part was unaffected by this 
alteration. 

Changes in design, quantities, 
or delivery schedules can often be 
made prior to placement of or- 
ders. Bell & Howell has reaped 
significant savings in deferment 
and cancellation charges as a 
result. 

Bell & Howell’s central manu- 
facturing, slide projector, and 
case divisions are now making 
full use of the new inventory 
scheduling system. Other divi- 
sions (e.g., professional and op- 
tical) are being switched over 
gradually. Central manufacturing, 
which accounts for more than 
50% of the firm’s production, 
makes motion pictures cameras, 
motion picture projectors, and 
microfilm machines. Involved in 
this effort are 31 product designs 
and 100 product models. The 
monthly list of inventory needs 
covers an estimated 31,000 sepa- 
rate piece parts, and requires in 
excess of 400,000 separate calcula- 
tions. 

The system operates like this: 
Requisitions are made up from 
four to 12 months ahead of the 
time the parts will be needed. 
Parts are delivered to in-process 
storage. Deliveries are seldom 
made less than three weeks in 
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advance of actual use. The as- 
sembly department draws upon 
this stock to put finished products 
together. The latter go into fin- 
ished goods storage, for shipment 
to customers. 


Punched Cards Carry Data 

A manual record is kept of the 
finished parts inventory. At the 
end of each month, the quantity 
of each part on the shelf is key- 
punched into a deck of “stock 
input” cards that are used in the 
inventory calculation. 

A record is also made in the 
assembly department of all parts 
requisitioned from _ in-process 
storage during each month. This 
record is kept on an “assembly 
control unit” (ACU) card which 
also shows the number of parts 
that were already in process or 
in off-line storage on the first of 
that month. It is from this com- 
bined stock that the assembly 
department meets its monthly 
production schedule. Thus, by 
subtracting the quota for the pre- 
ceding month from the total of 
parts drawn by assembly during 
the month, and had on hand or 
in process on the first of that 
month, material control can de- 
termine, at the beginning of a 
current month, how many piece 
parts of each type assembly 


should have on hand for future 
needs. 

The inventory calculation cov- 
ers a full 12-month requirement. 
A new calculation is made at the 
beginning of every month. These 
are based on production sched- 
ules made up from sales and 
marketing forecasts. Material con- 
trol maintains keypunch cards 
(known as a “master design 
deck”) for each product model 
produced by the company. Each 
card shows the quantity of a 
given part needed to make one 
unit (i.e., one camera, projector, 
etc.). It uses the computer to mul- 
tiply the quantity figures on each 
master design card by the produc- 
tion quota for each of the 12 
months (the latter are set up as 
constants in the memory unit). 
The result of this computation is 
a tabulation, broken down by part 
number and month, of the gross 
piece parts inventory needed by 
the assembly department to pro- 
duce the number of cameras, pro- 
jectors, and other finished prod- 
ucts demanded by the schedule. 

Next step is to determine the 
quantity of parts on hand or in 
process within the assembly de- 
partment. The computer does this, 
as indicated above, by subtract- 
ing the previous month’s quota 
from the piece part total shown 
on the corresponding ACU card. 
The resulting balance represents 
work still in process, or in off-line 
storage. Some time during the 
next 30 days, these piece parts 
will be assembled into finished 
products. Thus, by comparing the 
assembly department’s “on-hand” 
balance of each piece part with 
the production quota (previously 
converted into parts) for current 
and future months, the computer 
can determine whether additional 
supplies are needed to meet the 
schedule. If the on-hand balance 
is inadequate, the amount can 
be determined automatically— 
merely by subtracting this bal- 
ance from the production quota 
for the corresponding part. 

(Please turn to page 216) 
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In-Plant Printing Cuts 


With little new equipment and no increase in 
personnel, Morse Twist Drill was able to do its 
own printing of hundreds of shop and office 
forms at big savings. Standardization of paper 
size, color and weight was an important factor. 


Or THE hundreds of forms used 
by Morse Twist Drill & Machine 
Co., New Bedford, Mass., only a 
few are now purchased on the 
outside. These include letterheads, 
carbonized or snapout items, and 
proprietary items like punched 
cards. Everything else is printed 
internally. 

In the year or so that this “make 
rather than buy” decision has 
been in effect, Morse has saved 
between 40 and 50% on the cost 
of its forms. And this was done 
with no increase in personnel with 
very little investment in new ma- 
chines, and with complete user 
satisfaction. 

Success of the switch to in- 
ternal printing, according to Pur- 
chasing Agent Walter F. Martin 
is based on: 

(1) versatility of low-cost 
printing equipment now available; 

(2) standardizing on size, color 
and weights of paper ; 

(3) educating department heads 
and supervisors to accept their 
forms in new design, make-up, etc. 

When Morse started its study 
of forms it was already using a 
Multilith to produce its own pro- 
duction orders, using paper plates. 
Within a year it had moved a 
great number of other forms into 
its own shop and was printing 
them on the same machine. The 
only new equipment it bought was 
0? 


a small Multipress which is used 
for envelopes, and a Vari-Typer 
for lettering. 

All forms are now printed on 
zinc or aluminum plates which are 
easier to re-run, run longer, and 
give consistent quality and regis- 
tration. An outside supplier makes 
up a negative from the mock-up 
form which in turn is used to 
produce the metal plate. When a 
plate begins to wear after about 
90,000 impressions, it takes only 
a few minutes to make up a new 
plate from the negative. 


Stendardization The Key 


Standardization was brought 
into the program early and is still 
a key factor in its continuing suc- 
cess. 

As the inventory of a particular 
form reaches a pre-determined 
minimum, a sample is brought to 
the purchasing department for 
thorough evaluation. Size of the 
form and the weight and color of 
the paper are analyzed in terms of 
standards. An off-sized form might 
be redesigned slightly so that it 
would fit on a standard sheet. 
Widths and lengths of smaller 
forms are often altered so they 
can be printed in multiples on one 
standard sheet (see illustrations.) 

In every case when forms are 
pasted up so that several will ap- 
pear on the same negative, care- 


ful space allowance is made for 
cutting, trimming, punching and 
padding. 

Standardization of paper has 
generally been limited to white 
8% x 11 sheets in 16 and 20 lb. 
weights. Where it is not feasible 
to change color on a certain form, 
a standard sheet of that color is 
stocked. A few odd sizes are oc- 
casionally ordered for special ap- 
plications (e.g., where a form can 
be reproduced eight or ten to a 
sheet). In any event, they try to 
buy standard items as often as 
possible. 

Paper is inventoried in standard 
case lots. The cases are re-used 
either for storage or for transport- 
ing the forms for further proc- 
essing, such as collating, punch- 
ing, padding or trimming. These 
operations are now performed on 
the outside, but Morse is consider- 
ing purchase of equipment to do 
the jobs in the shop. 

A simple, but complete, record 
is kept of every form in a card 
index system. The cards contain 
the following information: date of 
printing; type, weight and color 
of paper; how many can be printed 
on one sheet; name and type of 
ink used; number of copies pro- 
duced at one printing; number of 
copies produced by a particular 
plate. 

One of the best features of the 
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in-plant printing system, reports 
P.A. Martin, is that it eliminates 
the delivery delays that were un- 
avoidable when the work was 
done outside. Today number of 
the form and the quantity re- 
quired are merely jotted on a 
requisition, which is quickly proc- 
essed by purchasing and sent to 
the printing section. The whole 
operation is completed within a 
few hours. 

Within a few more hours—and 
in no case more than a day—the 
completed form is delivered to 
inventory. In many cases this 
means saving the several weeks’ 
time it took to send out bids, 
select a printer, check proofs and 
wait for the printer to work the 
order into his production sched- 
ule. 

















Morse attempts to standardize on an 
81 x 11 sheet, but will go to other 
sizes if redesign of a form isn’t feasi- 
ble. Requisition, right, is printed 3- 
up on 8% x 14 sheet. Time card, 
above, is laid out 4-up on a standard 
8% x 11 sheet of heavy stock. Equip- 
ment now used for printing these 
forms was formerly used only for 
production orders, below. 
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Low-Cost Way 


to Furnish 


New Offices 


A MERICAN Mutual Liability 
Insurance Company’s new home 
ffice in Wakefield, Mass., is a 
handsome addition to the new 
commercial and industrial com- 
plex springing up around Boston. 
It's modern all the way; in ar- 
hitecture, furnishings and equip- 
ment. 

Ordinarily, moving into a brand 
new building would call for heavy 
expenditures for furniture and 
equipment. Yet American Mutual 
did it at relatively low cost with- 
out sacrificing efficiency, beauty 
or comfort. Its secret: repainting 
and rebuilding a good deal of the 
furniture used in the older office 
building in downtown Boston. The 
furniture face-lifting was done 
(partly in the company’s own shop, 
partly on the outside) at only 
a small fraction of the cost of new 
tems. Lesks, chairs, tables, file 
cabinets, bookcases, etc., all got 
the treatment. The refurbishing 
job left them in complete har- 
mony with all the modern fea- 
tures of the new building, and 
they've proved just as useful and 
attractive as new units would be. 

Typical office machines and 
furniture now in use in the new 
building are shown on this page. 
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Miss Klingenhagen confers with J. J. 
McDonough of Remington Rand. 


General view of American Mutual’s new purchasing department. 
Private offices at rear are those of Procurement Agent F. M. 
Klingenhagen and Assistant Secretary and General Service Man- 
ager R. C. Breck, Jr., who heads the department. 





Central transcribing room faces tropic gardens in center court of 
the new building. 
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A SOLUTION to a problem 
plaguing many companies, whose 
primary customer is the federal 
government, has been worked out 
by Airborne Instruments Labora- 
tory Division of Cutler-Hammer, 
Inc., Mineola, N. Y. 

As most purchasing agents 
know, the government requires 
numerous copies of every pur- 
chase order, receiving report and 
inspection report on purchases 
made under a government con- 
tract. For the purchasing depart- 
ment, this often means extra typ- 
ing, filing and searching—all of 
which adds to the purchase cost. 

George C. Hansen, director of 
procurement at Airborne, came 
up with a time-saving and in- 
expensive answer to the problem. 


Here’s how he describes it: 

“What we've done is incorpo- 
rate a duplicating master as part of 
our purchase order for all orders 
sent out on government contracts. 
That way, we cut down the num- 
ber of other copies to three: the 
original, the vendor’s acknowl- 
edgment copy and the buyer’s ex- 
pediting copy. Then we just run 
off the additional number of 
copies needed for each order on 
a duplicating machine.” 


Colored Copies 

This isn’t the only way Hansen 
saves time on government orders. 
After the master is prepared, he 
makes purchase order sorting 
easier by running off the master 
on paper of three different colors 
—white, green, and yellow. The 
white is used for copies of the 
purchase order, green for receiv- 
ing report copies, and yellow for 
inspection report copies. 

“Now we can tell at a glance 
what each copy is to be used for,” 
he says. “The government is sat- 
isfied and we have enough copies 
for our own company purposes.” 

For purchase orders not issued 
under government contracts, Air- 
borne uses another work-saving 
device—this time for receiving 
copies. Six pink copies are at- 
tached together in the purchase 
order as a snap-out. These are 
sent to the receiving department 
when the order is issued. Every 
activity concerned within the re- 
ceiving department gets its own 
copy, so there’s never a chance 
of goods arriving unexpectedly. 
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Handling Extra 
Paperwork 


The Easy Way 


A problem that bothers any purchasing de- 
partment dealing with government contracts 
is paperwork. It seems as though quintu- 
plicate copies are needed on every scrap of 
paper purchasing uses. At Airborne Instru- 
ments Laboratory, however, the purchasing 
department has worked out a neat way to 
slash the red tape. 
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By incorporating a duplicating mas- 
ter in its P.O. form, Airborne In- 
struments has largely solved the 
paperwork problem inherent in gov- 
ernment contracts. 
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Purchasing Agent Walter Kohlage regularly reviews plant opera- 





tions so he can keep in close touch with requisitioners’ problems. 


Advice for 


a 


Small Department: 
Keep It Simple 


One P.A., with the help of one girl, issues close 
to 4000 orders and spends a million dollars a 


year. Here are five ways 
efficiency at a maximum 
minimum. 


W axrer KOHLAGE is pur- 
-hasing agent of the Freehold, 
N. J., plant of A. & M. Kara- 
gheusian, Inc., carpet manufac- 
turers. With the help of but one 
girl, he spends nearly a million 
dollars a year. Most orders are 
relatively small. Even though 
dollar volume isn’t too great, 
Kohlage sometimes signs as many 

thirty orders in a day and 
averages about 300 purchase or- 
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in which he keeps 
and confusion at a 


By Dean S. Ammer 


ders and 350 requisitions per 
month. 

“The main reason we're able 
to operate with a minimum of 
confusion,” Kohlage declares, “is 
that we’ve been able to develop 
a system that cuts down on paper- 
work”. He has five ideas that he 
thinks can help P. A.’s in small 
departments do a better job with 
less confusion. They are: 

1. Keep Everything on One 


Card. You don’t need cross-re- 
ferences if you have one master 
record with all pertinent infor- 
mation on it. At Karagheusian 
all purchase order information is 
posted to buy record cards. When- 
ever a requisition comes in, the 
appropriate buy record is pulled 
from file by Mr. Kohlage’s sec- 
retary so he has everything he 
needs in front of him when he 
places the order. 

2. Keep Telephone Calls Down. 
“In many cases, it’s a lot easier 
to fill out a simple quotation re- 
quest in writing than it is to make 
a telephone call,” Kohlage de- 
clares. He points out that, in 
many cases, you have to spend 
five minutes getting the person 
you want on the telephone when 
you could just as easily mail a 
quotation request. On rush jobs, 
of course, the telephone is in- 
valuable. 

3. Use Selective Follow-up. 
Kohlage has a printed form letter 
for routine follow-up. It’s de- 
signed to reduce clerical effort 
in his office and the supplier’s. 
Only absolutely necessary infor- 
mation appears on it. For ex- 
ample, if he’s interested in deliv- 
ery information on an entire or- 
der, he just lists the order num- 
ber on his follow-up form. He 
only lists individual items when 
he’s following up on an order 
against which a partial shipment 
has already been made. 

4. Discourage Partial Ship- 
ments. “We follow-up on partial 
shipments as a matter of routine,” 
Kohlage declares, “but we do our 
best to discourage them alto- 
gether.” Kohlage rarely issues or- 
ders so big that it pays to bring 
them in with more than a single 
shipment. And when orders are 
only partly filled, the amount of 
paperwork needed to process the 
order multiplies. So Kohlage trys 
to encourage suppliers to deliver 
with a single shipment. 

5. Keep A “Hot” File. Like 
many other purchasing agents, 
Kohlage files open orders by ven- 
dor and then sub-files by order 
number. But he doesn’t follow 
this procedure exclusively. Or- 
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ders for a couple of his most im- 
portant suppliers are kept in sep- 
arate folders because Kohlage re- 
views them more frequently than 
routine orders. Kohlage also 
keeps all “soon as possible” or- 
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ders in a separate file so he can 
give them special attention. Still 
another special file is kept for 
partly filled orders. 

With these and other “short ]_ 
cuts” Purchasing Agent Kohlage [_™=" j=" it 4 — pie 
manages to give requisitioners - ——— } —-. 
the service they require and also |— 
gives his company the best value é 4 
for its purchase dollar. 4 
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Follow-up form requires little cleri- 
cal effort on part of Karagheusian 
or supplier. 
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A quick look at some worthwhile 


ideas and suggestions for improv- 
ing your 
developed by purchasing people 
in both industry and government 


purchasing practice, 
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There’s a new convert to the 
horizontal purchase order (see 
Purchasing February 3, 1958, p. 
85, and April 28, 1958, p. 80.) City 
Purchasing Agent Lloyd M. Head 
of Jackson, Mich. reports that his 
department has “flouted tradition 
and habit” and changed its P.O. 
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Switch to Horizontal Order 


design from vertical to horizontal. 
The vertical form had no columns 
for unit price and the amounts 
shown on the order had to be 
entered in two places. As a result, 
purchasing and accounting had to 
check figures and totals in two 
different locations. The new de- 


sign permits typing, proofreading 
and auditing to be done in one 
straight line and eliminates one 
clerical operation. There’s another 
small saving: the vertical form 
was mailed in a #10 window 
envelope, the new form takes on 


a #6%. 
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* Prices end terms of purchase are kept 
strictly confidential 


+ No gratuities of fecory may be accepted 
This applies to all people at Kodak Park 


It ts our hope that this brief ton of our 
‘ will be ul m your con 
tacts at Kodak Park 


}. E. Doyle 
Dvector of Purchenne 





























Welcome, Mr. Salesman 


Eastman Kodak’s purchasing 
department greets visitors with a 
simple but graphic and complete 
four page pamphlet entitled 
“Welcome Mr. Salesman, to 
Kodak Park.” Following a page of 
explanatory remarks is a spread 
carrying photographs of top buy- 
ing officials, a listing of the buying 
groups they head, and a com- 
modity index. The use of photo- 
graphs is good promotion for 
-Kodak products, of course, and 
helps to personalize the buyer- 
seller relationship. In every 
pamphlet is inserted a single sheet 
briefly explaining Eastman 
Kodak’s buying policies. 





90% Acknowledgment Record 


A new twist in acknowledgment 
cards has enabled East Coast 
Aviation Corp., Lexington, Mass. 
to maintain a record of over 90% 
in returns. “The acknowledg- 
ment card itself isn’t new” admits 
William W. Battilana, vice-presi- 
dent, purchasing and stores, “but 
the message on the stub is, I be- 
lieve, original with us. In any 
event it certainly has paid off. 
Suppliers seem to react favorably 
to that little extra note of urgency 
in the message on the stub. More 
than nine out of ten of them now 
return the card, and we can’t ask 
for more than that.” 


Ocroper 13, 1958 
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There’s a Right Way to 


Reject Defective Goods 





By Paul H. Johnson 


It is purchasing’s job to see that full advantage is taken of 
warranties covering defective material, Well planned pro- 
cedures can help purchasing avoid possible legal pitfalls. 


V IRTUALLY ALL material 
purchased today is warranted, 
either expressly or impliedly, as 
to its quality and fitness. It’s pur- 
chasing’s job to see that full ad- 
vantage is taken of the warranties 
covering material purchased. 
Only in this way can a company 
be spared the expense of paying 
for and using material which is 
defective or of an inferior qual- 
ity. The first and most important 
step in securing protection of 
warranties is in giving timely no- 
tice to the seller of defects in the 
material received. 

Most states have adopted the 
Uniform Sales Act, which says, in 
part, that acceptance does not dis- 
charge the seller from liability 
in damages for breach of any 
promise or warranty. But if the 
buyer fails to give notice to the 
seller of the breach of any prom- 
ise or warranty within a reason- 
able time after the buyer knows, 
or ought to know of such breach, 
the seller shall not be liable. 

Thus, when defective goods are 
received, the buyer must give the 
seller notice of the defects within 
a “reasonable” time. The pur- 
chasing agent must know what 
constitutes a “reasonable” time 
in order to determine whether 
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the procedure he has established 
for inspecting received goods ade- 
quately protects his company. 


Time Varies 


As a general rule the courts 
have stated that notice within 
such time as an ordinarily. care- 
ful man would give, in view of 
the character of the goods and cir- 
cumstances of the sale, is a 
reasonable time. Or stated in an- 
other way, a reasonable time is 
such promptitude as the situation 
of the parties and the circum- 


A BUYER HAS THE PRIVILEGE OF CONDUCTING A 
REASONABLE TEST OF GOODS RECEIVED TO SEE 


IF THEY COMPLY WITH WARRANTIES INVOLVED 


stances of the case will allow. 
The cases of record indicate 
that what is a reasonable time to 
give notice of defect in goods re- 
ceived varies considerably. In a 
New York case a diamond was 
purchased in December, 1920 and 
the first notice of breach of war- 
ranty was not given to the seller 
until June, 1922. The court said 
the time between the sale and 
notice was not unreasonable. 
Likewise, in a case where a buyer 
used a piano almost two years 
and then, upon trying to sell it, 
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Money dribbling away because paper 1 a te erent 
Brown Company 

150 Causeway St., Boston 14, Mass. 

Please send me case-history proofs of 20° savings with 
new NIBROC DELAYED-FEED ECONOMY TOWEL DISPENSER 


towels are being wasted. Stop such waste 
and slash towel consumption up to 20% 
with the exclusive new Nibroc® delayed- 


feed economy towel dispenser—for use 
: NAME 
with any white or natural shade Nibroc 


multifold towel. No waste butt rolls —no PoaerAny 





time device to get out of order. Trouble- STREET 


CITY STATE 


aNd GN Gt EE ESTES 


Fresh towel appears free waste-control mechanism discour- 
only when special 


fin, exclusive with ages “two-or-more-pulls”— users enjoy 


ee ae Nibroc towels that are unexcelled in ab- BROW N fh] CO M PA N y 


sorbency, strength, softness. Mail the coupon today for case 
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General Sales Offices : 150 Causeway St., Boston 14, Mass. 
Mills: Berlin and Gorham, New Hampshire 


NIBROC TOWELS - NIBROC TISSUE - NIBROC CABINETS - NIBROC WIPERS 
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histories showing substantial dollar savings. 





discovered the piano was seven 
years old and rebuilt, gave no- 
tice of a breach of warranty that 
the piano was new, the court 
held the notice was timely. In 
another case a buyer purchased 
a coal stoker on warranty that it 
would reduce his fuel bills. He 
gave notice of its failure eighteen 
months after the purchase date. 
The court held the notice was 
given within a reasonable time. 

These cases would indicate that 
the courts accept rather extended 
periods of time for giving notice 
of defects. This is not necessarily 
true. In a case where a machine 
was sold under a warranty that 
it would balance rotary parts 
without the requirement of cal- 
culations or the use of charts, 
notice given only one month after 
failure wa’ ruled not reasonable. 
In another case where sandals 
were purchased and a notice of 
defect was given 23 days after 
receipt of the goods, the court 
held the notice was not given 
within a reasonable time. 


Proper Procedure 


The conclusion drawn from a 
study of the cases is that a “rea- 
sonable” time is not an inflexible 
length of time and will vary ac- 
cording to the circumstances of 
each purchase. As a_ practical 
matter, purchasing agents should 
establish a procedure of inspect- 
ing and testing all materials as 
soon as practicable. They should 
then notify the vendor as soon as 
a defect is discovered. This pro- 
cedure will prevent possible loss 
to one’s company by failure to 
recover under a breach of war- 
ranty action for defective goods. 

A buyer has the privilege of 
conducting a reasonable test of 
the goods received to determine 
whether or not they comply with 
any warranties involved. In a 
Minnesota case, oil was war- 
ranted to flow freely in cold 
weather. The oil was received in 
November, but notice of a breach 
of warranty was not given until 
January. A court said the notice 
was reasonable since cold weath- 
er was necessary to determine 
whether the oil complied with 
the warranty. 

A buyer may test goods even 
though the test involves the de- 
struction of part of the goods. 
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Ordinarily, a buyer who has used 
or damaged goods received can- 
not rescind the contract, but 
must rely on money damages for 
a breach of warranty. But in one 
case a buyer purchased a truck 
warranted to haul a certain load. 
When the load specified was 
placed on the truck, the springs 
broke. The court permitted the 
buyer to return the truck, re- 
scinding the contract, even though 
it was damaged, on basis that 
only a reasonable test was used 
to determine if the truck fulfilled 
the warranty as to its load bearing 
capacity. A purchasing agent 
should insist that tests necessary 
to determine the quality and fit- 
ness of material be performed as 
soon as possible after the material 
is received. 


Notify Right Party 


Care should be exercised in 
giving notice of defects to make 
certain that the notice is received 
by the right party. Generally, no- 
tice should be given to the party 
against which the warranty is to 
be enforced. If the manufactur- 
er, rather than the agent or sell- 
er, has extended the warranty 
on the material, then the manu- 
facturer must be given the no- 
tice of defects. As a practical 
matter, and as a safeguard, no- 
tice should be given both to the 
manufacturer and the supplier. 
Best way is to send a copy of 
the manufacturer’s notice to the 
supplier. 

Unless required in the contract 
of sale, notice may be given 
orally or in writing. If the sales 
contract requires written notice, 
but the seller acts on verbal no- 


tice, he has waived the require- 
ment of written notice and none 
is then required. If the seller has 
personal knowledge of the defect, 
as by being present during the 
testing operation, no other notice 
is required. To be on the safe 
side however, it is a good pro- 
cedure to always give a written 
notice of defects, even if person- 
al or oral notice is also given. 

When a warranty clause in a 
sales contract requires notice to 
be given within a specified time, 
the requirement will be upheld 
by the courts. However, if the 
defect is latent and not readily 
discoverable on inspection, no 
unreasonable provision with re- 
spect to the time for presenta- 
tion of claims will be given ef- 
fect. 

Don't Spell Out 

The notice of defects does not 
require the irregularities to be 
delineated in detail but only such 
as to fairly apprise the seller of 
the nature of the claim being 
made against him. Care should be 
taken not to spell out the defect 
in too much detail, because the 
buyer may be limited in his sub- 
sequent recovery to the extent 
of the actual notice, even though 
the irregularity is discovered to 
be much broader than was sur- 
mised when the notice was giv- 
en. 

A complete notice of breach of 
warranty should include three 
parts: 1. Identification of the 
particular transaction, such as 
the purchase order number, or 
invoice number of the bill of lad- 
ing. 2. A general statement of the 
defect to fairly apprise the seller 

(Please turn to page 218) 
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DO YOU HEAR ME? 


THOSE GOODS ARE 
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NO GOOD. ~ 
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CARE SHOULD BE EXERCISED IN GIVING NOTICE OF DEFECTS TO 
MAKE CERTAIN THE NOTICE IS RECEIVED BY THE RIGHT PARTY. 
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Extra holding power, no extra price, 
with UNBRAKO pHd* socket cap screws 





UNBRAKO CONVENTIONAL 
“pHd" SOCKET CAP SCREW 


WAAAAAAAAALL 


BEARING AREA 











*pHd stands for “proper head design” — a factor in higher product reliability 


Enlarged head diameter, without change in head height, increases usable 
fastener strength as much as 134%, provides as much as 233% more holding 
power. The greater clamping force achieved with the new UNBRAKO pHd 
means longer fastener life under dynamic loads, offers the following 
advantages: 

@ Miniaturization. Space and weight-saving through use of smaller diameter or 
fewer screws. The 170,000-190,000 psi of these fasteners can be used to greater 
advantage. 

Reduction of fatigue failures. pHd allows consistently higher preloading, a 
major factor in lengthening the fatigue life of threaded fasteners. 
Fewer loosened threaded fasteners under shock or vibration. 


@ Eliminates washers under the heads of cap screws where they are used to in- 
crease the effective bearing area. 


@ Minimizes effect of oversized holes on the head-bearing area. 


The head diameter, enlarged on %e, %e, “el, %, 34, % and | in. sizes, also 
prevents the screw head from indenting the material being assembled—a 
fault that normally reduces, and sometimes completely loses, the vital preload 
or tensile stretch that keeps the screw tight and prevents fatigue failure. 
pHd also provides room for a bigger socket, which permits tightening to 
higher recommended preloads. 


COMPARISON OF UNBRAKO pid AND CONVENTIONAL DESIGN 


Each size can now be utilized with equal reliability. The bearing stress is consistent from size to size in the new Unaraxo pHd socket cap screws. 





HEAD DIAMETER 
SCREW | tin.) 


rece pid 





Old 


BEARING AREA LOAD TO INDENT loz increase| TIGHTENING TORQUE 


(sq. in.) IN CAST IRON (Ib.) USABLE (Ib.-in.) fF 








pHd old pHd = | STRENGTH old pid 








116 
188 
209 


293 


£is 


364 





| = 
3,280 3,280 ~ 165 
3,760 5,760 54 325 
8,150 8,150 ~ 600 
9,270 11,800 27 1,006 
15,000 15,000 o 1,456 1 ,59¢ 
16,700 19.700 18 2,050 2,270 
16,200 24,400 51 2,900 3,190 
17,800 34,600 94 5 ,05¢ 5 600 
20,300 47,500 134 8,000 | 8,900 
29,100 62,800 116 10,550 13,600 











tNormal recommended seating torques for unplated screws, fine threads 





High Reliability 


SPS research is continually de- 
veloping fasteners with higher 
and higher standards of predict- 
able performance. By installing 
SPS high reliability fasteners in 
your assemblies, you increase 
your overall product reliability. 


“*High Reliability” is a booklet 
just published by SPS. Write for 
your copy today. 











TAvailable as a special only (listed for dimensional! data ) 


The new UNBRAKO pHd socket head cap screw is now available through all 
authorized industrial distributors at no increase in price. Specify UNBRAKO 
pHd when ordering. For technical data and specifications, send for Bulletin 
2406. Unbrako Socket Screw Division, STANDARD PRESSED STEEL CO., 
Jenkintown 31, Pa. 


We also manufacture precision titanium vunmeoeat | —— boobies 
write for free bookle 


Jenkintown « Pennsylvania 


Standard Pressed Steel Co. © The Cleveland Cap Screw Co. « 

Columbia Steel Equipment Co. @ National Machine Products Co. 

e WNutt-She!l Co. © SPS Western © Standco Canada ltd. e 
Unbrako Socket Screw Co., ltd. 
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Products and ideas 





In rebuilding tractor rollers, Martin 
Tractor Company frequently puts 
as many as a dozen rollers on one 
shaft. This eliminates much of the 
time that might normally be spent 
in setting up the parts to be welded. 


OS a 


Depending on how badly the parts are worn, tractor tracks 
can be rebuilt in one to three passes. 


For rebuilding work on tractor idlers, the piece turns while 
the welding equipment remains stationary. 


Rebuilding Saves 70% 
Of New-Part Cost 


Usinc automatic Unionmelt 
welding installations to rebuild 
tractor tracks, rollers and idlers, 
the Martin Tractor Company, 
Inc., Topeka, Kan., is saving its 
customers more than 70% of the 
cost of new parts. 

Example: a complete set of 
new tracks, idlers and rollers for 
a Carterpillar D-7 tractor would 
cost $1346. But Martin Tractor 
has found that in most cases it 
can rebuild the same parts for 


only $376 (including finishing). 
In addition, if the parts are not 
too badly worn they can often 
be rebuilt several times. 

In rebuilding tracks and rollers, 
the welding heads are mounted 
on Linde OM-48 side-beam car- 
riages and move above the sta- 
tionary workpiece. For work on 
tractor idlers, the welding equip- 
ment remains stationary above 
the moving idler. 

In rebuilding rollers, Martin 


Tractor often mounts as many as 
a dozen rollers on one shaft. As 
the shaft rotates, the welding 
head is moved from one roller 
to the next which saves the time 
that might normally be spent in 
setting up the parts to be welded. 

The welding equipment used by 
Martin Tractor in its rebuilding 
work is made by the Linde Com- 
pany, Division of Union Carbide 
Corp., 420 Lexington Ave., New 
York, N. Y. 
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EQUITABLE SAVES ‘21,193 


by group relamping with Westinghouse lamps 


Equitable’s relamping program is a big one ... 
31,503 lamps! To make sure Westinghouse lamps 
would meet Equitable’s high standards, Equitable 
made thorough tests . . . they found that Westing- 
house fluorescent lamps with exclusive “‘U]tralume’’™ 
phosphors start bright and maintain their brightness. 
In fact, although Westinghouse fluorescent lamps are 
rated 7500 hours, with Equitable’s minimum on-off 
cycles, the lamps average over 13,000 hours . . . and 
the number of failures after two years of burning is 
about 5 per cent. 


To keep their building at peak lighting efficiency, 
Equitable cleans lighting fixtures every year. By 
group relamping every other year at cleaning time, 
the cost of relamping is an amazingly low 6.9¢ per 
lamp over the cost of cleaning alone. Compared with 
costly, haphazard replacement, Equitable saves $21,- 
193 every time they group relamp with Westinghouse. 


Whether your installation has only a hundred .. . or 
thousands of lamps . . . you'll find you can get more 
light at a far lower cost when you group relamp with 
Westinghouse lamps. Call your authorized 
Westinghouse Lamp agent today. 


local 


YOU CAN BE 
SURE... 


*“Equitable’s method of 
Group Relamping is a result 
of much study and experi- 
mentation. We found that 
Westinghouse fluorescent 
lamps provide the long life 
we desire and they surpass 
even the manufacturer’sspec- 
ifications.” 


WILLIAM G. BIRKEL, Chief 
Electrician, Equitable Life As- 
surance Society of the United 
States 


i'd like the facts about the Westinghouse Group Re- 
lamping System. Please send them to me by return mail. 





ADDRESS 








Mail to Dept. A-6832, Westinghouse Lamp Division, 
Bloomfield, N. J. 


eeeeeeeeveeeeeeeeeeeeee 
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rw Westinghouse WKLUOQRESCENT LAMPS 
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32 ALUNDUM* Abrasive for your tool and die jobs 


Here’s how Norton keeps 


“Making better products... 
to make your products better’ 


Our motto is constantly being proved by our cus- 
tomers. Norton mounted wheels, for example, are hitting 
s in grinding efficiency. Outstanding new devel- 
opments in abrasives and wheel construction eliminate 
loading and glazing, assuring best possible results in: 


TOOL AND DIE GRINDING 
Norton mounted wheels with sharp 32 ALUNDUM abra- 
sive and VBE bond are the very best performers. 


Advantages: Wheels need no costly dressing, hold form 
and give constant cutting action from start to finish — 
right down to the mandrel. “‘Best I ever had,” reports a 
long experienced die finisher. 
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ROUGH GRINDING 


For steel castings and weldments, mounted wheels of 
tough 44 ALUNDUM abrasive with VBE bond, and metal- 
mounted, are unequalled. 


For snagging cast iron, wheels of sharp 32 ALUNDUM . 
abrasive with VBE bond, and metal-mounted, outper- 
form silicon carbide wheels consistently. 


Advantages: Norton wheels give you the fastest cut- 
ting rate, with a marked increase of stock removed per 
wheel. ‘“‘There has never been anything like them for 
speed and economy in our snagging,”’ says the foreman 
of a leading foundry. 
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METAL-MOUNTING — Another Norton Exclusive — mounting on rust-proof stainless steel mandrels. Devel- 


You throw nothing away but the mandrel! oped to increase the time-and-money-saving “Touch of 
Gold,”’ Norton mounted wheels are stocked in approxi- 
mately 200 standard shapes and sizes. See your Norton 
Distributor for prompt deliveries. Or write to NORTON 
curely anchored to the man- ComPANY, General Offices, Worcester 6, 
drel jou use all of the abra- distributors around the world. 

sire! No waste... all work! 


Norton does it again! The 


mounted wheels are so se- 


;. Plants and 


This radically improved 

method of locking the abra- 

sive body to the mandrel is 
used on mounted wheels in most sizes and shapes, 5/16” NO R TON 
diameter and larger. Molten metal, injected into the abra- 
sive recess at high pressure, does it and does it fine! 


ABRASIVES 


Every Norton mounted wheel is accurately trued afler — 
Making better products ...to make your products better 


NORTON PRODUCTS Abrasives + Grinding Wheels + Grinding Machines + Refractories + Electrochemicals — BEWR-MANNING DIVISION Coated Abrasives + Sharpening Stones + Pressure-Sensitive Tapes 


For More Information Write No. 210 on Inquiry Card—Page 32 
Octroser 13, 1958 





MISSILE 
COMPONENTS 
by LAVELLE 


Missile desi demand quality and reliability in components 
to deliver the peak performance essential for the successful 
completion of their mission. Lavelle’s proven experience 
in the fabrication of missile, jet engine, airframe and 
electronic components can meet your most exacting standards. 











Skilled personnel together with modern facilities enable 
Lavelle to produce sheet metal weldments or assemblies of 
stainless steel, titanium, aluminum, or heat resistant 
high strength nickel alloys . 
manual inert gas, metallic arc, or oxy-acetylene welding. 


Major manufacturers look to Lavelle for quality workmanship 
and dependable delivery at reasonable cost. If your design 
specifications demand the finest in fabricating services . 
contact Lavelle. 





LAVELLE AIRCRAFT CORPORATION » NEWTOWN, BUCKS COUNTY, PA. 


Between Philadelphia, Pa., and Trenton, N.J. 
For More Information Write No. 231 on Inquiry Card—Page 32 
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Painter’s Mitt for 
Pipe and Contour Jobs 


oe 


Bestt Painter’s Mitt produces 
good results on hard to reach sur- 
faces where brush, roller and 
spray methods prove impractical, 
according to Bestt Roller Co., 
Fond du Lac, Wis. The mitt elimi- 
nates splashing, uses one-half the 
paint, and is twice as fast as any 
other method. The mitt is rela- 
tively lint-free and is made of top 
quality lambskin. It is offered in 
two styles, with or without thumb. 
The model without the thumb has 
square ends slightly rounded to 
reach flush into corners and is re- 
versible, offering a double life. 
Write No. 18 on Inquiry Card—Page 32 


Packaging Film for Rust 
Prevention, Visibility 


Precision metal parts are pro- 
tected from rust and dirt in trans- 
parent packaging film containing 
volatile corrosion inhibitors. The 
high-strength, heat-sealable film 
is called Nox-Rust Clear-Pak. 
Unlike conventional opaque VCI 
carriers, the new film permits in- 
spection and _ identification of 
parts without unwrapping. Avail- 
able in rolls, or as pouches made 
to order, the film is applicable 
to automatic or semi-automatic 
packaging operations. It is avail- 
able from Daubert Chemical 
Company, Chicago, IIl. 

Write No. 19 on Inquiry Card—Page 32 
For More Information Write No. 212 

on Inquiry Card—Page 32> 
PuRCHASING 














perety wa pie ob! 


CIE 


open motors for extreme conditions 


Save up to 60%! 


Here’s an amazing advance in motor technology! It’s the Super-Seal motor line — 
an open motor design so completely unaffected by moisture, dust, dirt, oil, acids 
and alkalis that it can be used in many applications previously requiring more 
costly enclosed motors. Savings range from 15 to 60%. 

Super-Seal motor superiority results from revolutionary insulating techniques. 
Available in any integral horsepower size, smaller Super-Seal motors incorporate 
an encapsulated stator. A durable epoxy resin encloses the stator, creating an 
electrical system impervious to outside elements. 

In larger sizes, Silco-Flex insulation is used. In this system, silicone rubber 
is vulcanized into a homogeneous mass to form a flexible, moisture and heat resist- 
ant, void-free dielectric barrier around coils and leads. 

Both of these insulation systems are unsurpassed. Proof? An encapsulated motor 
ran for hundreds of hours at full load in a 4% brine solution. 


Find out more about new economies in motors from your A-C representative 
or distributor, or write Allis-Chalmers, General Products Division, Milwaukee 1 
Wisconsin, Silco-Flex and Super-Seal are Allis-Chalmers trademarks. 


> 


ALLIS-CHALMERS 








THIS PLUG 
STAYS 


IN THE OUTLET 


GRIP PRONGS*—give 7 — 


dependable service on o 


all electrical equipment. 
Available on the better 
complete cords only. 





GRIP PRONGS* 
Expand and actually 
grip sides of slot 








Positive electrical con- 
tacts—No strain. 
No damage 





| Plug stays in—good contact even f 


in worn outlets. 


2 Maintains best possible electrical 
connection. 


3 Prevents damage to the electrical 
contacts in receptacle. 


U.S. Patents: 2,439,767; 2,671,205, | 
Canadian Pats: 438,585; 506,946. 


O4A0lES 
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Clamp Secures Armored 


A cable clamp is designed to 
secure armored cable in ladder 
cable supports. The clamp is avail- 
able in both galvanized steel and 
aluminum, It fits cable from %4 
inch up to 8% inches in diameter. 
The clamps may also be used to 
secure several small cables to- 
gether. The clamp is very quick to 
install. Rungs of Cope cable lad- 
der are suitably slotted to receive 
the cable clamp that is quickly 
secured by a bolt. The clamps 
not only provide support for 
cables in vertical runs but also 
keep the cables segrated. The 
manufacturer is T. J. Cope Divi- 
sion, Rome Cable Corp., College- 
ville, Pa. 

Write No. 20 on Inquiry Card—Page 32 


Faster, More Accurate 
Spectrographic Machine 


An automatic X-ray fluorescent 
spectrograph enables a “heat”— 
or batch—of metal to be analyzed 
faster and more accurately than 
by other spectrographic methods. 
Called the Autrometer, the ma- 
chine compares a sample against 
a known standard sample by 
bathing each one alternately in 
an intense beam of X-rays. Every 
element in the alloy gives off an 
amount of radiation at an in- 

(Please turn to page 114) 





GUARD AGAINST 
CORROSION WITH 
ALCOA ALUMINUM 
FASTENERS 


Whatever you make, make it better 
of aluminum and fasten it with Alcoa® 
Aluminum Fasteners. Guard against 
both galvanic and atmospheric corro- 
sion and get lasting sales appeal with 
bright, carefree aluminum fasteners. 
For your requirements, call your nearest 
Alcoa sales office. Complete stocks of 
all standard types and sizes of Alcoa 
Aluminum Fasteners are on hand at 
your local Alcoa distributor. Look in 
the Yellow Pages of your telephone 
directory. 


e ss Sa 


ey THEATRE 
ALUMINUM sag ere 


Fastemees 











Aluminum Compeny of America 
2248-K Alcoa Bidg., Pittsburgh 19, Pa. 


Gentlemen: Please send complete specification data 
and somples of Alcoa Aluminum Fasteners. 


Name 





Title 





Compony 











For More Information Write No. 214 
on Inquiry Card—Page 32 








Harold Blakney (right), Maintenance Manager, Brown Company, 
Berlin, N. H. Left, Frank Hiltz, Vice President Brown Wales Co., 
Cooper Alloy distributors, Auburn, Me. Center, Cooper Alloy 8” 
angle circulating valve on digest tank. 


BLAKNEY of BROWN COMPANY 
tells why Cooper Alloy Valves suit him 


Q. Mr. Blakney, why does Brown Co., a leading manu- 
facturer of pulp, paper, and other forest products, use 
stainless valves and fittings in its mills? 

A. Because stainless steel is one of the few materials 
that can take the tough corrosion punishment of pulp 
mill digester fluids. 

Q. Why Cooper Alloy valves? 

A. For long life and low maintenance. Over the years 
Cooper Alloy valves have proven themselves to be 
extremely well designed for the tough service we give 
them. 


EXTRA LARGE HAND- 
WHEEL to eliminate 
need for “persvaders” 


YOKE NUT REPLACE- 
ABLE without vaive dis- 
assembly 


BOWED YOKE to avoid 
thread jamming on cool- 
ing of line 


SWINGING EYEBOLTS 
for maintenance con- 
vermence 


2-PC. GLAND CON- 
STRUCTION to prevent 
scoring of stem 


EXTRA DEEP STUFFING 
BOX holds minimum 6 
turns Blue African 






asbestos 


PLUG-TYPE SEAT level 
with outlet eliminates line 
pockets, provides maxi- 
mum flow 


For More Information Write No. 


Ocroser 13, 1958 


Q. How, specifically? 

A. Well, these 8” angle valves, for example, have that 
extra-deep stuffing box to give a tighter stem seal. The 
seat, level with the outlet, eliminates line pockets and 
provides maximum flow. These plus extra large hand- 
wheel all give me less maintenance problems. 


Q. Anything else you like about Cooper Alloy valves? 


A. Yes, I like the engineering service available from 
Cooper Alloy we have had occasion to use, and the fine 
fast delivery and service we obtain from Brown Wales’ 
nearby warehouse. 


A VALVE DESIGNED FOR STAINLESS! The Cooper 
Alloy valve’is not an adaptation of earlier brass and iron 
patterns. Cooper Alloy, with over 35 years of experience in 
handling stainless steel, created a valve designed to be cast in 
stainless! Check the Special Design Features shown at left. 

As the little CA man below is saying: “‘You can tell a Cooper 
Alloy Valve as far as you can see it!” Write today for your copy 
of our folder “‘Valves and Fittings in the Pulp and Paper 
Industry.” The Cooper Alloy distributor near you will be glad 
to show you the complete line of Cooper Alloy valves and 
fittings, and their advantages. He can serve you promptly from 
local stocks. 


COOPER (9 ALLOY 


Corporation «+ Hillside, New Jersey 
FOUNDRY PRODUCTS DIVISION 
THIRTY-FIVE VEARS OF STAINLESS STEEL PIONEERING 


215 on Inquiry Card—Page 32 
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Trim steelcutting costs with 
Carboloy, Extra-Performance 
Grades 330, 350, and 370, and 
low-cost, General-Purpose 
Grades 78 and 78B 


Some steelcutting jobs call for extra-tough, extra-performance 
carbides. Others can only be handled profitably with low-cost, 
general-purpose carbides. That's why we make them both. 


Where you. need increased machine productivity and have 
long production runs, to keep cost-per-piece low use Carboloy 
Extra-Performance Series 300 carbides. Their added strength 
and pprerebagie: eo ombgawe heavy roughing to high- 
speed finishing . . . at a cost and rate no “premium” carbide 
on the market can beat. 

But, for general-purpose steelcutting jobs that don’t require 
the Extra-Performance carbides, use Carboloy Grades 78 and 
78B. Their top-notch performance, at low initial tool cost, will 
keep your machines operating profitably. 

Chances are, your plant should be using both grades. Your 
local Authorized Distributor of Carboloy cemented carbides 
can detiter Sem, Weeeerer wernt you need . . . in a hurry. 


This complete lal a Piboloy cemented carbides 
gives you more for your carbide tool dollar! 
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Cut nonferrous materials 
with low-cost Carboloy, 
Grades 44A and 883... 
get longer tool life, 
increase production rates 








These Carboloy cemented carbides are performance-matched 
to your cutting job for optimum machine productivity. 

For interrupted cuts and tough production runs, use Carbo- 
loy Grade 44A. High shock resistance and good wear resistance 


make this a versatile grade for all machining jobs where a 
rugged carbide is needed. 


When your job demands a carbide with built-in stamina and 
high wear resistance for general-purpose machining of non- 
ferrous materials, use Carboloy Grade 883. You will get longer 
tool life and lowest cost-per-piece. 


There are 5 Carboloy cemented carbides for cutting non- 
ferrous materials, including Grades 44A and 883. One of 
these is designed especially for the particular characteristics 
of your cutting job to give maximum tool efficiency. Job- 
matched performance of these Carboloy nonferrous grades 
means better value for your cutting dollar. 


To find out more about Carboloy Extra-Performance and General- 
Purpose carbides, or low-cost nonferrous grades, call or write: 
Metallurgical Products Department of General Electric Company, 
11157 E. 8 Mile Boulevard, Detroit 32, Michigan. 


CARBOLOY. 


Cc EM EN T EO CAR BIODOE S 


GENERAL @® ELECTRIC 


POE LT So Sk hans AOE 4 


For More Information Write No, 216 on Inquiry Card—Page 32 
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Pure | dependability 


; for metal cleaning 


DETREX 


e Alkalies 
e Emulsions 


e Phosphate 
Coatings 


From DETREX’s full line of alkali and 
emulsion cleaners you choose the one 
that has the precise qualities your 
operation demands. Whether you need 
solvency, stability, safety, corrosion 
resistance or straight cleaning for any 
metal cleaning operation, a DETREX 
chemical will supply it. 


DETREX phosphate coatings for rust- 
proofing, paint-bonding, cold-extrusion 
and many other finishing processes are 
increasing quality and cutting costs for 
thousands of such operations. 


DETREX’s full complement of materials 
and machines devoted exclusively to 
metal cleaning and processing also 
includes Perm-A-Clor (NA) premium 
degreasing solvent, industrial washers, 
degreasers and ultrasonic degreasing 
equipment. DETREX technicians and 
field service men stand ready to help 
you now. Write today for full details. 


BOX 501, DEPT. P-10, DETROIT 32, MICHIGAN 
For More Information Write No. 217 on Inquiry Card—Page 32 
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(Continued from page 110) 
tensity which is dependent upon 
the amount of the particular ele- 
ment present in the alloy. The 
machine automatically prints a 
tape which records the results— 
expressed at a ratio between the 
known standard and the un- 
known sample. The data is then 
checked to determine if the alloy 
meets its chemical composition 
requirements. Thus, a modern 
quality control function is per- 
formed in a matter of minutes 
where it formerly took days. The 
machine is made by North 
American Philips Co., 100 Lisbon 
Rd., Lewiston, Me. 

Write No. 21 on Inquiry Card—Page 32 


Fluid Powered 
One Revolution Drive 





A fluid powered, one revolution 
drive produces smooth, instant 
high torque through fluid motor, 
planetary reduction and solenoid 
actuated starter. Has built-in 
valve to compensate during 
movement and unload while 
stationary. Cam and adjustable 
finger lever arrangement provide 
rapid acceleration and decelera- 
tion as well as positive stops. 
May also be arranged for manual 
or mechanical starting, or multi- 
revolution operation. Available 
in a wide range of output torque 
capacities and speeds. Can be 
used as a drive for indexing 
motions, feeders, turntables, 
packaging machinery, office 
equipment, and others. Made by 
Constant-Flo Division, John S. 
Barnes Corp., 301 South Water 
St., Rockford, ILL 
Write No. 22 on Inquiry Card—Page 32 
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SL NE DEPENDABLE SOURCE for all your fabricated metal parts 


only MUELLER BRASS CO. offers 


all these metal fabricating methods to assure 
you the best product at the best possible price 


To obtain the desired physical and design requirements in a part at the lowest unit cost, there is usually 
one specific process by which that part can be most successfully and economically manufactured. Because 
the Mueller Brass Co. offers all these methods of production, you get sound engineering, the best method of 
fabrication and the assurance of getting the best product at the lowest cost. Sales and engineering service 
is available to you at Mueller Brass Co. offices throughout the United States. Make Mueller Brass Co. your 
one dependable source for all your fabricated part needs. 


forgings 
The Mueller Brass Co. is the world’s largest pre- 
ducer of brass, bronze and aluminum forgings. 





impact extrusions 


The Mueller Brass Co. now offers “Cold-Prest” 
non-ferrous and ferrous impact extrusions. Flex- 
ible new facilities makes practical either long or 
short production runs of simple or complex shaped 
parts on an economical basis. 


screw machine products 


The Mueller Bross Co. maintains one of the 
largest automatic screw machine departments in 
the country, specializing in the manufacture of 
non-ferrous parts . . . completely equipped to 
perform secondary operations. 








powder metal parts 


Precision ferrous and non-ferrous powder metal 
ports are available from Mueller Brass Co. 
through its subsidiary, The American Sinteel Cor- 
poration. 


castings 
The Mueller Brass Co. has a modern foundry 


equipped to produce quality brass and bronze 
castings to your specifications. 


formed copper tube 


The Mueller Brass Co. offers iyo facilities for 
producing formed copp pes and as 
semblies to the most - teal tolerances, 





also producers of: 


Super Cutting Red Tip Brass Rod * Aluminum Ex- 
trusions * Aluminum Sheet, Coil and Strip * Plastic 
Pipe and Fittings * Copper Tube and Solder Type 
Fittings. 





260 


MUELLER BRASS CO. Port HURON 30, MICHIGAN 


For More Information Write No. 218 on Inquiry Card—Page 32 
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NEW XTRA-SAFE | Products 


MODERN-MAGIC 
CHUCKS & COLLETS 





Spray Gun For Urethane 


... for a dependable, on-time source of 
plastic parts? A call, wire or letter to 
Chicago Molded will put you on the 
right road. For Chicago Molded, one of 


America’s largest plastic molders, has 
the unexceWed facilities that guarantee 

An industrial spray gun makes fast deliveries—and experienced person- 
i : <s nel to help with cost-cutting design ideas. 
it possible to spray rigid urethane Shortest route to better plastic parts is: 
foam on vertical or overhead sur- 


faces without sagging. Thicknes- CHICAGO MOLDED 


: , PRODIICTS CORPORATION 
ses from 3/16 inches to as much 1025 N. Kolmear Avenve 


as 2 inches can be built up in Chicage 51, Winois 
continuous operation. Urethane 
has high strength and _ light 
weight. It is also highly adhesive 
and will stick to metal, wood, 
masonry, glass and fabrics. It 
will not mold or mildew and 
does not attract insects, moths, 
or vermin. This makes possible 
the application of the new chemi- For More Information Write No. 220 
cal foam as insulation over large on Inquiry Card—Page 32 

areas with greater ease and at 
comparable cost to present types 


of insulation because of savings BRIG HT STAR 
in labor time. The spray gun is 
INDUSTRIAL 


made by the DeVilbiss Co., To- 
ledo, Ohio. 
BATTERIES 
a 












Solid, one-piece body and 


shank construction. Write No. 23 on Inquiry Card—Page 32 


EXTRA WIDE, NO-PINCH 





LOCKING RING Screw Machine Stock 
New flanged top on the locking ring pro- All of 12-Foot 
tects hands from contact with upper retainer At No Extra Cost lowest 


spring and spindle. Extra width assures 





that the lower retainer spring will always cost 
be covered, regardless of position. No 
pinched hands! per 
> 

minute 
PROTECTED, WIDE of 
FLANGED COLLETS 
Guerd against injury when handling collets service i 
with greasy hands. You can't drop them, 
and hands won't ride up into the chuck. 

let us 

prove it. 


make live-spindle tool changes 
“on-the-run” —safely! 





Write for performance charts 
Bundles of screw machine stock based on A.S.A. tests. 
THREAD TOOL DIVISION consisting entirely of 12-foot * 


ppg 
JONES & LAMSON | crease in cos Hi uled tl ®) INDUSTRIES 


Company of America, 1501 Alcoa 
Clifton * New Jersey 


JONES & LAMSON MACHINE COMPANY Building, Pittsburgh, Pa. Until 














540 Clinton St., Springfield, Vt, USA (Please turn to page 120) 
For More Information Write No. 219 For More Information Write No. 221 
on Inquiry Card—Page 32 on Inquiry Card—Page 32 
For More Information Write No. 222 
on Inquiry Card—Page 32 
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BACKGROUND 
OF QUALITY 
































...and the quality starts in the foreground! 

For when it comes to Roebling Magnet 
Wire, quality means—unsurpassed ingredi- 
ents of consistent excellence... wire-making 
skill based on decades of experience ...and 
exacting testing and inspection. 

You pay no more for Roebling Magnet 
Wire—you get more in terms of satisfying 
performance. And you choose the packaging 


that will give vou utmost efficiency and 


economy. Write today to Electrical 

Wire Division, John A. Roebling’s 

Sons Corporation, Trenton 2, 

New Jersey, for information about 
types and sizes of Roebling Magnet Wire 
exactly suited to your applications. 


ROE BLING . 


Branch Offices in Principal Cities Ss 


Subsidiary of The Colorado Fuel and Iron Corporation 








The Arithmetic 


Fuller Airveyor unloads wood flour to two forty-five foot silos. 
Second Airveyor system reclaims material 360 feet to processing. 


General Electric Changes From Bags to Airveyor 
--- Cuts Handling Costs 60% 


As part of a program to increase plastics production and 
reduce operating costs at its Pittsfield, Mass. plant, 
General Electric Company called in Fuller engineers to 
design systems for handling wood flour in bulk. 


Wood flour—used as a filler in phenolic molding com- 
pounds—was being handled in 75 and 100-pound bags. 
Unloading one carload of bags required 16 manhours. 
Bags were loaded on dollies and wheeled to a distant 
elevator. 

SAFETY FIRST—The two pneumatic Airveyor® ma- 
terials handling systems, engineered and manufactured 
by Fuller Company, were installed by its parent com- 
pany, General American Transportation Corp., provid- 
ing undivided responsibility. This installation resulted 
in a 60% saving in handling costs! The two systems 


Fuller 


pioneers in harnessing AIR 


are handled by one full-time and one part-time opera- 
tor. Manhours to unload one car have been reduced 
from sixteen to six! 


In addition, all equipment is designed to conform to 
strict safety specifications set down by G-E engineers. 


FLOW YOUR MATERIALS—The Airveyor is a system 
that flows your material through sealed pipes. It’s 
fast, safe, and self-contained. The pipes can be placed 
close to ceilings, run underground or through walls. 


Whether you process wood flour—or other dry granular 
materials—look into the many economies of Airveyor 
conveying. Write today for interesting, detailed 
literature on Airveyor and other Fuller pneumatic 
materials handling systems. 


FULLER COMPANY 
170 Bridge St., Catasauqua, Pa. 


SUBSIDIARY OF GENERAL AMERICAN TRANSPORTATION CORPORATION 
Birmingham e Chicago « Kansas City e Los Angeles ¢ San Francisco e Seattle 








Why take less than “ScoTCH” Brand Pres- 
sure-Sensitive Tapes the quality standard 
of the industry? If you're looking for quality, 
look no further! Top quality is always yours 
with “ScoTcH” Brand, because 3M quality- 
control has no equal in the industry. 

With “ScoTCH” Brand, you're getting the 
most complete line of industrial tapes on the 
market today . . . tapes that the world’s larg- 
est tape laboratories improve, create oF 
“tailor” to fit your every need. 

And. “3M-Matic” Taping and Dispensing 
Methods match the right “SCOTCH” Brand 
tapes and more than 100 dispensing machines 
to your production needs. 3M Customer En- 
gineers will show you how without cost OF 
obligation. 


Minnesota Mimine ann Tianvracturine ee 


You're always assured of reliable sources 
of tape supply, too, through 3M manufactur- 
ing plants and warehouses located from coast 
to coast. And, the industry's largest and best- 
equipped distributor organization assures 
you of prompt serv ice. There’s one near you. 
Call him, or write for further information to 
the Minnesota Mining and Manufacturing 
Company, Dept. PF-19@. St. Paul 6, Minn. 


When tape costs so little, why take less than 


Reg. U. S. Pat. Off. 


TCH 


BRAND 


Pressure-Sensitive Tapes 


. «+ WHERE RESEARCH 15 THE KEY TO TOMORROW 


«For More Informatio i 
n W : 
Ocroser 13, 1958 rite No. 223 on Inquiry Card—Page 32 


For More Information Write No. 224 on Inquiry Card—P: 
age 32 





119 


Products and ideas 





(Continued from page 116) 


now, 12-foot stock was supplied 
in “standard length” bundles. This 
meant that 80 per cent of the 
rods had to measure 12 feet, 
while the remaining 20 per cent 
could vary between 8 and 12 feet. 
Previously, bundles of 100 per 
cent 12-foot stock were available 
only at a premium. Screw ma- 
chine stock now being delivered 
is termed “12-foot specific length” 
stock. Rods in rounds, up to and 
including 2-3/4 inch diameter, 
and hexagons up to and includ- 
ing 2 inches (across flats) are 
included. 

Write No. 24 on Inquiry Card—Page 32 


Seale Fills 30, 50 Ib. 
Packages Per Min. 


A packing scale has extremely 
high speeds with pin-point ac- 
curacy. It can make from 25 to 
30 dumps per minute for 25 to 
100 Ibs. packages. It is a duplex 
filling unit consisting of two net 
weigher scales discharging into 
a common hopper. Double feeder 
permits either single or dual op- 
eration; control panel gives op- 
erator continual view of scale’s 
operational cycle. A _ supply 
feeder feeds material to the 
weigh hoppers. As one is being 
filled and weighed, the other is 
discharging into the package. 
The scale can be either manually 
dumped by a foot switch or auto- 
matically dumped into empty 
packages on a synchronized con- 
veyor. The scale is made by 
Thayer Scale Corp., Pembroke, 
Mass. 


Write No. 25 on Inquiry Card—Page 32 
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One Man Can Clean 
40 Drums an Hour 


Here’s a new method of clean- 
ing drums. Hard to clean open 
head drums containing sticky 
resins, asphalt, rubber, or similar 
materials, can now be burned out 
in less than a minute by the use 
of a Drum Burnerator. The drum 
is automatically lifted into the 
Burnerator in an upside down 
position and heated by radiation 
so that the residue is forced off 
the drum, dropping into the water 
tank below. This extinguishes 
the burning residue and keeps 
smoke at a minimum. Products of 
combustion are forced down and 
back to two stack connections 
located in the rear of the Burn- 
erator. Combustion is complete 
to the extent of meeting the re- 
quirements of smoke abatement 
ordinances. The Burnerator is 
made by Atomic Sales Corp., 
1713 West Farms Road, New 
York 60, N.Y. 

Write No. 26 on Inquiry Card—Page 32 


fiwe $27 || 
“Look at it as an investment Mac. 
Give a dime now .. . in a year you 
get a cigar.” 





There are over 200 Meehanite foun- 
dries throughout the world. This 
advertisement is sponsored by the 
Meehanite Metal Corporation and the 
foundries listed below: 
The American Laundry Machinery Co., 

oe. Ke 
Atlas Foundry Co., Detroit, Mich. 
Banner Iron Works, St. Louis, Mo. 
Barnett Foundry & Machine Co., 

Irvington, N. J. 

Blackmer Pump Co., Grand Rapids, Mich. 

E. W. Bliss Co., Canton and Toledo, Ohio 
and Hastings, Mich. 

Centrifugally Cast Products Div., The 

Shenango Furnace Co., Dover, Ohio 
Compton Foundry, Compton, Calif. 
Continental Gin Co., Birmingham, Ala. 

The Cooper-Bessemer Corp., 

Mt. Vernon, Ohio and Grove City, Pa. 
Crawford & Doherty Foundry Co., 

Portland, Ore. 

Empire Pattern & Foundry Co., Tulsa, Oklo. 
and Bonham, Texas 
Florence Pipe Foundry & Machine Co., 

Florence, N. J. 

Fulton Foundry & Machines Co., Inc., 

Cleveland, Ohio 
General Foundry & Mfg. Co., Flint, Mich. 
Georgia Iron Works, Augusta, Ga. 
Greenlee Foundries, Inc., Chicago, Ill. 

The Hamilton Foundry & Machine Co., 

Hamilton, Ohio 
Hardinge Company, Inc., New York, N. Y. 
Hardinge Manufacturing Co., York, Pa. 
Johnstone Foundries, Inc., Grove City, Pa. 
Konowha Manufacturing Co., 

Charleston, W. Va. 

Kennedy Van Saun Mfg. & Eng. Corp., 

Danville, Pa. 

Koehring Co., Milwaukee, Wis. 
Lincoln Foundry Corp., Los Angeles, Calif. 
Nordberg Manufacturing Co., 

Milwaukee, Wis. and St. Louis, Mo. 
Palmyra Foundry Co., Inc., Palmyra, N. J. 
The Henry Perkins Co., Bridgewater, Mass. 
Pohiman Foundry Co., Inc., Buffalo, N. Y. 
The Prescott Co., Menominee, Mich. 
Rosedale Foundry & Machine Co., 

Pittsburgh, Pa. 

Ross-Meehan Foundries, Chattanooga, Tenn. 
Sonith Foundries of FMC, Indianapolis, Ind. 
Standard Foundry Co., Worcester, Mass. 

The Stearns-Roger Mfg. Co., Denver, Colo, 
Valley Iron Works, Inc., St. Paul, Minn. 
Vulcan Foundry Co., Oakland, Calif. 
Washington Iron Works, Seattle, Wash. 
Dorr-Oliver-Long, Ltd., Orillia, Ontario 
Hartley Foundry Div., London Concrete 

Machinery Co., Lid., Brantford, Ontario 
Otis Elevator Co., Ltd., Hamilton, Ontario 


WRITE TODAY FOR 
YOUR FREE SINGLE COPY 
OF THE NEW 
MEEHANITE MACHINING 
CHART 
Write today to Meehanite Metal 

Corporation, Department 2B 
714 North Avenue, New Ro- 
chelle, New York. 


MEEHANITE® 


PURCHASING 





New Meehanite Wall Chart presents useful data on 
machining castings 


Designed as a working chart for 
use in every machine shop, this 
new, two color, 18x 24 wall chart 
contains considerable machining 
data that has been heretofore un- 
obtainable. This lack of data has 
created many problems and has 
placed foundries and machine shops 
at a distinct disadvantage, particu- 
larly in view of the fact that the 
cost of machining is often consid- 
erably more than the cost of the 
casting. 


The extensive information present- 
ed in this machining chart is the 
result of years of research and de- 
velopment by the Meehanite Metal 
Corporation and Meehanite foun- 
dries throughout the world. 

The various aspects of machining 
covered, include tool design for 
lathes, planers, boring mills, milling 
cutters and drills; preparation and 
sharpening of tools; applications of 
tools for vertical boring mills, 


lathes, planers and shapers, and drill 
presses; recommended practices 
using carbide tools; effect of casting 
skin on machinability; tool life, 
speed-feed relationship, machining 
allowances, etc. 


If you would like a free single copy 
of this informative machining chart, 
please write today to the Meehanite 
Metal Corporation, New Rochelle, 
New York. 


MEEHANITE BRIDGES THE GAP BETWEEN CAST IRON AND STEEL® 


MEEHANITE METAL 


MEEHANITE METAL CORPORATION, NEW ROCHELLE, 


Octoser 13, 1958 


NEW YORK 


For More Information Write No. 225 on Inquiry Card—Page 32 
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e for storage or process e lined or unlined 

Whether the tanks, bins and hoppers you need are 

tiny or titanic . . . Kirk & Blum has the “know-how” and the 
facilities to fabricate them to your exact specifications. 


Plant facilities will accommodate sheet, plate and structural 
to “2” thicknesses. Overhead crane capacity to 25 tons 
handles the big jobs easily. 


Kirk & Blum craftsmen have more than 50 years experience in 
mild steel, stainless, aluminum and other alloys. 


Be sure to send your prints to Kirk & Blum 
for prompt quotation. 


YEARS OF 
SERVICE 


The Kirk & Blum 
Manufacturing Co. 
3123 Forrer Street 
Cincinnati 9, Ohie 
For More Information Write No. 226 on Inquiry Card—Page 32 
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Conveyor With Parts 
Protected From Dirt 


A multi-purpose conveyor has 
horizontal and vertical platens 
and sealed line construction. The 
platens form an efficient protec- 
tive seal with each other and 
with the frame. This affords com- 
plete protection for roller sup- 
ports, drive chains and guides 
from destructive abrasives and 
dirt. Available in rectangular or 
straight-line design, the con- 
veyor can be equipped with con- 
tinuous drive or variable station- 
dwell. Versatility of use is made 
possible by simply mounting fix- 
tures on the vertical or horizontal 
platens or on both at the same 
time. Fixtures may be fixed 
mount, revolving or cam indexed. 
The conveyor is made by Murray- 
Way Corp., Birmingham, Mich. 
Write No. 27 on Inquiry Card—Page 32 


Cut Your Own 
Plastic Vials 


You can now make your own 
plastic vials to package samples, 
small parts, drills, taps, etc. 
Simply cut tubing to any de- 
sired length and fit both ends 
with plastic plugs. Tubing comes 
18% inches long and in di- 
ameters from % inch to % inch 
with matching plugs. The tubing 
is made by Celluplastic Corp., 
Newark 5, New Jersey. 

Write No. 28 on Inquiry Card—Page 32 
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“We buy 

fluorescent (2 
lighting 
on cost 








PEREIRA & LUCKMAN, ARCHITECTS 


— that’s why we use General Electric Lamps!” 


“General Electric says one out of a thousand 
G-E Lamps may not light”, comments Mr. 
Hack Lazerson (at left) of Solar Light Manu- 
facturing Company in Los Angeles. “How 
come they’re so modest? 


**We provided 17,844 General Electric Lamps 
for the new Union Oil Company building. 
They were delivered to us; we installed them 
in our fixtures and then trucked them to 
the job. In routine assembly and testing, only 
two of the lamps which were installed failed 
to light. 


“We've known all along, too, that G-E 
Lamps are practically maintenance free. 
Because, on the average, 99 out of 100 will 
still be burning after almost 2-years’ use!” 


If you buy fluorescent lamps, such reliability 
is measurable in extra value, extra savings. 
So, you'll spend less on lighting if you pay 
less attention to the purchase price of the 
lamps, which is only 10% of your total cost 
of lighting anyhow, and more to /amp per- 
formance. You'll spend fewer man-hours in 
installing, testing, removing, storing and re- 
out of 17,844 turning the faulty lamps. 
failed to light!" 





Buy your lighting on cost—but remember, 
cost includes everything which affects your 
cost of light. And G-E Lamps are your best 
lighting value. 


Call your local G-E Lamp Representative 
for the whole story—or 


write: General Electric /dreesnow 7 
Co., Large Lamp Depart- upytumn 
ment, C-838, Nela Park, \W” eon 


: i —Spemenas @ cuccraic 
Cleveland 12, Ohio 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
be | Hiiihe a 
G-E LAMPS GIVE YOU MORE VALUE FOR ALL YOUR LIGHTING COSTS 


For More Information Write No. 227 on Inquiry Card—Page 32 
Octoser 13, 1958 





MOVING TIPS FOR PURCHASING AGENTS: 


Mayflower’s Pioneer Experience Solves 





Problems of Plant Removals 


Fortunately this kind of an assignment doesn’t come your way very 
often. But when it does, “know-how” on how to arrange the moving of 
so many families to the new plant site can be a lifesaver. Mayflower has 
that “know-how” for you. It has been acquired through extensive 
actual experience in handling many complete removals of personnel for 
industry and government, including the largest industrial move on 
record! Whether you have many families to move or just a few, May- 
flower planning, facilities, and expert personnel can save your com- 
pany time and money. Yes, and they’ll make each individual move 
easy and safe for your people, too. 


AERO MAYFLOWER TRANSIT COMPANY, INC. + INDIANAPOLIS 


Maytlowerg 


— 


1 —) 


For More Information Write No. 228 on Inquiry Card—Page 32 
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Pedal-Controlled Power 


Transmission 


A pedal-controlled power trans- 
mission controls both forward 
and reverse movement on Tow- 
motor Lift Trucks. It is operated 
entirely by the driver’s left foot. 
Transmission system eliminates 
clutch assembly, transmission, 
drive line, differential and shift- 
ing mechanism. The drive pedal 
is designed for fatigue-free foot 
operation. Pedal movement re- 
sults in a smooth, rapid pick-up, 
with no jarring of loads. “Inch- 
ing” of truck is accomplished by 
this same pedal control. Even 
normal braking can be done’ by 
operation of the drive pedal; this 
makes it unnecessary for the op- 
erator to switch his right foot 
back and forth between brake 
pedal and accelerator. Towmotor 
Corp., 1226 E. 152nd St., Cleve- 
land 10, Ohio. 

Write No. 29 on Inquiry Card—Page 32 


Tool Preset With Stock 
Force Measuring Gage 


A stock, off-the-shelf force 
measuring gage mounted in a 
simple test fixture solves the 
problem of accurately setting 
blade pressures in a spring loaded 

(Please turn to page 128) 
Fer More Information Write No. 229 
on Inquiry Card—Page 32> 
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.2:@ BIG DIFFERENCE in Cold Drawn Bars 


Contrary to popular belief, all cold drawn bar steel 
is not alike. There is one big difference worthy of 
your specification—the Bliss & Laughlin difference. 

Only B&L Lusterized® cold finished bars are differ- 
ent from all others. B&L bar steel is cleaner, brighter, 
easier to handle. The exclusive B&L cold finishing 
process (patent applied for) removes drawing oils, 


lime and processing grit, producing a smooth, gleam- 
ing bright surface without processing contaminants 
to slow your production. And B&L special protec- 


tive oil keeps dirt, dust and other airborne contami- 
nants from the Lusterized surface until you are 
ready to process the bars. 

This big difference over other cold finished bar 
steel is another benefit developed from B&L research 
since 1891 to produce better cold finished bars. 

You can see the difference. You can work the 
difference advantageously. Since you pay nothing 
extra for B&L Lusterized bars, it is always reward- 
ing for you to specify “Bliss & Laughlin Lusterized.”’ 


Originators of LUSTERIZED® Finish—The BIG DIFFERENCE in Cold Drawn Bar Steel 


Specialists in 
Finish, Acc 


BLISS & LAUGHLIN Ezz 


GENERAL OFFICES: Harvey, Ill. 





and Machinat 


* PLANTS: Harvey, Detroit, Buffalo, Mansfield, Mass. 


Tower ready for the lift showing wire rope rigging 


and universal-jointed lifting linkage. 


Tower on its way up among tanks, piping, 
heat exchangers and other equipment. 


poo 





— - ae 


The Big Lift. 


306-ton tower erected with (iss) Tiger Brand 


SETTING A STEEL CYLINDER on end 
may not sound like a tough job. But when it 
goes up in the middle of an operating refinery, 
weighs 306 tons, is over 42 feet around and 
towers six stories high, it challenges the best 
engineering talent in the country. 

This difficult job was handled without a 
hitch by the Construction Department of the 
M. W. Kellogg Company of New York for a 
large refinery in the Southwest. The tower was 
built in the fabricating plant and brought to 
the location on a specially built railroad spur. 

Two gin poles were erected on each side 
of the track with a total capacity of 400 tons. 
These were rigged with 8800 feet of Tiger 
Brand Wire Rope, %-inch diameter, 6 x 19, 


Improved Plow Steel with Independent Wire 
Rope Core. 


The lower blocks on each side were attached 
to a toggle bar carrying an equalizer sheave 
between the blocks so that a single load line 
could be reeved through the whole block sys- 
tem. Each end of the line went to a separate 
winch. With this rigging method, lifting forces 
of the individual winches were automatically 
synchronized and equalized, and the toggle bar 
and sheaves on each side therefore remained 
level at all times. 

Actual lifting ‘took about eight hours. 
Four pneumatically powered crab winches fur- 
nished the pull to lift the top of the vessel, 
while the bottom was moved forward on a 











Power for the lift was provided by two pairs of pneumatic 
crab winches. Each winch in a pair hauled 
one end of the same load line. 


Here the full 306-ton tower hangs 
from the gin poles suspended by %” diameter 
Tiger Brand Wire Rope. 


Wire Rope 


sled toward the foundation. As soon as the 
vessel was suspended and the foundation 
cleared, the signal was given to lower away! 
Like a monster candle into a candlestick, the 
tower came to rest, was anchored and the 
job was finished. 

The “Big Lift’? became another spectacular 
job handled by Tiger Brand Wire Rope. For 
more information, write for our booklet, 

' “American Tiger Brand Wire Rope.” Ameri- 
can Steel & Wire, Rockefeller Building, Cleve- 
land 13, Ohio. uss and Tiger Brand are registered trademarks 


American Steel & Wire 


Division of United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Dist tors © Tennessee Coa! & tron Division, Fairfield, Ala., Southern Distributors © United Stetes Stee! Export Company, Distributors Abroad 





Protect Gear Trains and Equipment with a gear made of Taylor Laminated 
Plastic. This unit will act as a safety valve, localize the effects of destructive 
forces. Yet, under normal conditions, the gear will outwear metal ones. 


Put a safety valve 
in your gear train 


A gear made of Taylor Laminated Plastic Silent Gear 
Stock will localize damage due to destructive stresses, 
yet outwear metal under normal operating conditions 








What gives when gears jam—the power train, the equipment they are in, 
or a single easy-to-replace gear? It can be the single gear when you install 
one made of Taylor Laminated Plastic Silent Gear Stock as a safety valve. 
This gear will localize the destructive forces and can even disintegrate— 
but the other gears in the train, and the equipment, will be fully protected. 
Yet under normal operating conditions this laminated plastic gear will 
outwear the metal ones. 

Taylor Laminated Plastic Silent Gear Stock is made in several grades. 
Each has physical and mechanical properties that make it particularly 
adaptable to such application as gears, cams, pulleys, pinions, flat springs, 
and bearings. 

Look into the advantages of Taylor Fibre Co. and its facilities for pro- 
ducing laminated plastics in mechanical, electrical and combination grades 
and parts fabricated from them. At your disposal will be engineering assist- 
ance and the convenience of integrated operations at both plants—Norris- 
town, Pa., and La Verne, Calif. Contact TAYLOR FIBRE Co., Norristown 
36. Pa., for complete information. 


aylor 


LAMINATED PLASTICS VULCANIZED FIBRE 
For More Information Write No. 231 on Inquiry Card—Page 32 
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(Continued from page 124) 
cutting tool. The tool, a Burr- 
Away deburring and chamfering 
device, removes burrs on both 
top and bottom of a hole from 
one side, thus eliminating the 
necessity of reversing the work. 
Secret of the tool’s operation is 
a spring loaded blade with two 
cutting surfaces. On the forward 
stroke the forward blade surface 
contacts the near edge of the 
hole. When, as the tool is ad- 
vanced, the feed-cutting load ex- 
ceeds the spring load, the blade 
pivots about the pin to collapse 
into the shaft and the tool passes 
through the hole. By reversing 
the stroke the aft cutting edge is 
brought into contact with the op- 
posite hole edge to deburr, 
chamfer and then collapse, allow- 
ing it to be withdrawn. The tool 
is made by Cogsdill Tool Prod- 
ucts, Inc., Oak Park, Mich. 

Write No. 30 on Inquiry Card—Page 32 


Rotary-Screw Compressor 


“Twin-Air” positive - displace- 
ment rotary-screw compressors 
produced by Atlas Copco, 610 
Industrial Ave., Paramus, N.J., 
offer these advantages: 1. Ex- 
tremely high delivery rates, up 
to 19,250 CFM (cubic feet of air 
per minute). 2. Delivery of com- 
pletely oil-free air. This is due 
to the fact that no lubricant is 
required in the compressor 
chamber because of the machine’s 
unique design. 3. Low main- 
tenance requirements because the 
rotors do not contact each other 
during their high-speed opera- 
tion. The only metallic parts sub- 
ject to wear are the bearings and 
timing gears. Thus the machine 
is less sensitive to air than either 
piston or rotary vane type com- 
pressors. 

Write No. 31 on Inquiry Card—Page 32 
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Product design dilemmas. . . or production problems? Solutions 


to these perplexing puzzles fall right into place naturally—with 
Ostuco Welded Tubing. 

First, Ostuco Welded Tubing is one of the most versatile of 
all materials. It can be subjected to virtually every fabricating 
operation known. 

Second, we can perform any one or more of these fabricating : 
operations. That means you add us to your production line flaring * 
without investment in equipment, inventory or plant. P 

Third, when you deal with Ohio Seamless you’re dealing with {| 


tubing experts . . . men who can recommend the exact Ostuco expanding 
Welded Tubing to suit your product and processes. Just contact 


our nearest sales office, or the plant at Shelby, Ohio—Birthplace 
\ sen y 


of the Seamless Steel Tube Industry in America. AA-T961 
rosing}) OHIO SEAMLESS TUBE DIVISION 
of Copperweld Steel Company + SHELBY, OHIO 
1958 


Seamless and Electric Resistance Welded Stee/ Tubing « Fabricating and Forging 


SALES OFFICES: Birmingham, Charlotte, Chicago (Oak Park), Cleveland, Dayton, Denver, Detroit (Huntington Woods), Houston, Los Angeles (Lynwood), Moline, 
New York, North Kansas City, Philadelphia (Wynnewood), Pittsburgh, Richmond, Rochester, St. Louis, St. Paul, St. Petersburg, Salt Lake City, Seattle, Tulsa, 
Wichita. CANADA: Railway & Power Engr. Corp., Ltd. | EXPORT: Copperweld Steel International Company, 225 Broadway, New York 7, New York. 


For More Information Write No. 232 on Inquiry Card—Page 32 
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All-purpose hose of Du Pont 
neoprene does 4 jobs* Replaces 
separate specialty hoses for air, 


steam, oil, chemicals 
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fh 


In chemical 





In air service, the neoprene tube re 


sists abrasive particles and oil mist 
won't flake off to jam pneumatic tools. 
Neoprene cover is undamaged bv 


weather and sunlight, resists abra 
sion and rough handling. 


Instead of ordering one kind of hose for air, a second for 
low-pressure steam, another for oil and still another for 
chemicals, you can meet all requirements with this single 
type of general-duty hose. Inside, the neoprene synthetic 
rubber tube withstands heat. oil, chemicals and solvents 
that attack ordinary rubber. Outside. the neoprene cover 
withstands weather. abrasion and rough handling, heat and 













exposure to oil and chemicals. Simplified inventory and 
improved performance are the result of hose manufactur- 
ers’ decision to use neoprene. 


Neoprene also offers many advantages in conveyor belt- 
ing, transmission belting. gaskets and protective clothing. 
Made by Du Pont for 26 years, neoprene has a combina- 
tion of properties: resistance to weather, sunlight, ozone: 
resistance to oil. grease. most chemicals: resistance to heat 
and good performance at low temperatures. Neoprene will 
not support combustion and it resists compression set and 


SIG u 5 pat OFF 
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service, neoprene tube 

carries many chemicals without de- ai! 

* terioration or swelling. Neoprene : 
cover resists chemicals, abrasion and In oil service, neoprene tube does 
weather. For strong oxidizing chemi- 
cals, HYPALON tube gives long service. 


4 
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not soften or swell. Neoprene cover 
withstands oil, abrasion and long ex- 
posure to weather. Service records 
of many years are common. 


flex cracking. Neoprene is successful in more applications 
than any other flexible, resilient material. 

Another Du Pont synthetic rubber, HyPALON®, is also 
available for maintenance products used in severe service 
and special applications. It is used in hot-materials con- 
veyor belting: it makes excellent acid hose because it resists 
strong oxidizing chemicals. It is completely ozone-proof. 

Rubber maintenance products which offer the long-term 
economy of Du Pont synthetic rubbers are available now 
from your local rubber goods distributor. He can suggest 
the right product for your applications and offers quick 
delivery of small or large orders. Take advantage of his 
convenient services by calling him soon. And write to 
Du Pont for a free copy of Du Pont Elastomers in Industry: 
send your request to Elastomer Chemicals Dept. PC-10, 
E. I. du Pont de Nemours & Co. (inc.), Wilmington 98, 
Delaware. 


DuPont synthetic rubbers do more things better... 
NEOPRENE + HYPALON® 


Better Things for Better Living... through Chemistry 


For More Information Write Ne. 233 on Inquiry Card—Page 32 
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It’s Easier 
and 


a Less Costly 


vo BUY MELLOWES 
LOCK WASHERS 


because Mellowes 
handles orders fast! 





Reliable suppliers who can ship on 
a moment’s notice, without errors, 
help you eliminate large inventories 
of parts and supplies, keep your 
working capital “working”. The 
Mellowes Company realizes that 
speed and accuracy in filling your 
orders may mean the difference be- 
tween profit and loss. That’s why 
we are geared to handle your Lock 
Washer orders fast! For example: — 

You can call Mellowes “collect” 
long distance any time to place an 
order. The next time you need lock 
washers in a hurry, phone Mellowes 
“collect” at Milwaukee. The num- 
ber is COncord 4-5090. 

Ample stocks of Mellowes Lock 
Washers in all standard sizes are 
maintained to assure prompt ship- 
ment of your orders. In fact they 
are usually shipped the same day 
received. 

To get your tock washers to you 
as quickly as possible, Mellowes al- 
ways ships via a fast mode of trans- 
portation. 

Mellowes controls the source of 
the wire from which its lock washers 
are made, assuring an ample and 
continuous supply of “high quality 
raw materials” in all sizes. 

Remember, too, that Mellowes 
pre-pays the freight on all ship- 
ments of 200 Ibs. or more, a practice 
which eliminates time-consuming de- 
tail work in your office. Consider it! 

You'll find that Mellowes sales 

representatives in all areas, are fine 
fellows to deal with, will give you 
immediate attention and fast service 
on your lock washer needs. 
Yes, it's easier and less costly to buy your 
lock washers from Mellowes because Mel- 
lowes is geared to handle your orders 
promptly and speedily. 


The Mellowes Company 
141 £. Nash Street * Milwaukee 12, Wis. 


A. W. Mellowes, 


Founder and Chairman 
of the Board 


Note: 
This is one of a series 
of advertisements 


which benefit you, the 
distributor or user of 
Lock Washers. 





For More Information Write No. 234 
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CO: Molding Process 





A process for producing molds 
for castings by a CO2 molding 
method has been developed. It 
is particularly suited for castings 
designed for ultimate cost reduc- 
tion through the elimination of 
machining. Swayne, Robinson & 
Co., Richmond, Indiana, de- 
veloped the process. Gassing of 
the mold, the firm stated, is gen- 
erally more efficient and eco- 
nomical than the shell method of 
baking since molds are cured in 
a cold state. Also, there is less 
chance of dimensional change due 
to uneven cool in sections of vary- 
ing thickness as in shell mold 
baking. 

Write No. 32 on Inquiry Card—Page 32 


Torch Brazing Flux 
Is Superclean 





A liquid flux for torch braz- 
ing in production where auto- 
matic fluxing systems are used 
offers supercleanness of work 
after brazing. This is an inherent 
feature of the flux; it is inde- 
pendent of the operator. Thus 
virtually all aftercleaning is eli- 
minated. The product is called 
Super-Clean “Jet Flux” braz- 
ing liquid. It was developed by 
All-State Welding Alloys Co., 
Inc., 249-55 Ferris Ave., White 
Plains, N.Y. 

Write No. 33 on Inquiry Cord—Page 32 





NO PREHEAT 
NO POSTHEAT 


on 


HIGH TENSILE 
STEEL 


when 
you weld 
wath 


AIRCO 
394 


* Airco 394 all-position elec- 
trodes overcome underbead 
cracking in welding of most 
hardenable steels — without 
preheat. 





Make possible high quality 
hardenable steel welds without 
postheat. 


Weld steels of 30% or more 
carbon. 


Recommended wherever steels 
contain both alloying elements 
and high carbon. 

Airco 394 electrodes produce 
a manganese molybdenum 
deposit of low hydrogen con- 
tent. Weld metal is of high 
strength. Arc action is steady, 
beads are smooth, slag re- 
moval is easy. 


FREE — Send for the handy Airco Elec- 
trode Guide. It will help you select the 
right electrode for your specific job. 
Request catalog 1318. 


Authorized Airco Dealers 
in principal cities 


SS 
AIRCO 
— 
Air REDUCTION 
Sates COMPANY 


A division of Air Reduction Company, Incorporated 


* + 











150 East 42nd Street, New York 17, N. Y. 
For More Information Write No. 235 
on Inquiry Card—Page 32 
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«and you can see here....and here, sir, 


how we've killed maintenance problems 


on our new forged steel lines. 

















We stop galling and erosion by giving you 13% 
chrome stainless steel trim with wedges duracased 
to a rugged 7/000 Brinell hardness. 

The square and bolted body-bonnet joint makes 
it easy to service the valve quicker. And it’s a 
tighter joint, made doubly leakproof by recessing 
the soft iron gasket into the body. The gasket 
can’t blow! 

And you get the fastest joint make-up you’ve 


ALVES 


BRONZE, IRON, FORGED AND CAST STEEL, LUBRICATED PLUG VALVES 





ever seen. Look at those pipe ends. See the extra 
wrench-gripping area and lugs. See how body- 
bonnet flanges are out of the wrench’s way. No 
time lost here! 

These new 600-lb. OIC forged steel valves are 
available with either Aigh-flow ports (1300 line), 
or standard-flow ports (1100 line). Call your OIC 
Distributor, or write for specification literature. 
The Ohio Injector Company * Wadsworth, Ohio 





For More Information Write No. 236 on Inquiry Card—Page 3 


Ocrtoser 13, 1958 


















2 he} ei ed = 
ue 20} OR ST om a 


you 


CT aleleife| 
know 


FLEXIDYNE 
THE DRY FLUID DRIVE 
100% efficiency at full load! 





DODGE-TIMKEN 


America’s Quality Pillow Blocks! 





SEALED-LIFE V-BELTS 


The life is sealed in! 


* 
Write for Bulletins! 


Flexidyne Dry Fluid Drives and 
Couplings. Bulletin A-640-A. 


Reller Bearings. Load ratings, 
dimensions, etc. Bulletin A-638. 


Sealed-Life V-Belts. Complete 
date and sizes. Bulletin A-606-A. 


DODGE MANUFACTURING CORPORATION 
1300 Union Street « Mishawaka, Indiana 


For More Information Write No. 237 _ 
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Three-Speed Portable 
Mixer 








* ey 


A three-speed portable mixer 
for stirring, blending, mixing and 
agitating is equipped with rollers 
for portable operation; and both 
the propeller and stand shafts 
are adjustable for unlimited set- 
tings for “above-and-below” floor 
level tanks. All parts which come 
in contact with ingredients are 
of stainless steel. The mixer is 
fitted with standard belt drive 
for propeller speeds of 175 RPM, 
325 RPM and 575 RPM. The %4 
HP motor is equipped with 6 inch 
blades on the mixing shaft, the 
4% HP with 8 inch blades, and 
the *4 HP with 10 inch blades. 
Made by Terriss Division, Con- 
solidated Siphon Supply Co., Inc., 
22 Wooster St., New York 13, 
N.Y. 


Write No. 34 on Inquiry Card—Page 32 


Percussive Welder for 
Light Gauge Metals 





for 
studs to light gauge metals welds 
a fastener in 0.006ths of a second. 
| Called the PS-1 Percussive Stud 


Equipment end welding 





sm Antrim 


Welding Unit, it will weld small 
studs and fasteners to various 
combinations of ferrous and non- 
ferrous metal and welds di- 
ameters up to 3/16 inch. Fast- 
eners can be welded to highiy 
polished stainless steel, coated or 
enameled sheet and other metals 
without distortion, warping, burn 
through, or discoloration to grain 
and polish. A small 2% pound 
portable hand tool holds the stud 
and closes the circuit allowing 
the welding current to be dis- 
charged when it is placed against 
the work surface. Made by K S M 
Products, Inc., Merchantville, 
N.J. 

Write No. 35 on Inquiry Card—Page 32 


Flexible Neoprene 
Industrial Hose 


. 4,” 
—~ 
at 


Extreme flexibility and high 
resistance to deterioration make 
a neoprene industrial hose adapt- 
able to a wide range of applica- 





tions. Extruded in continuous, 
seamless lengths, the flexible 
hose features a_ spiral-ribbed 


construction. This permits it to 
retain its circular cross section 
even when subjected to sharp 
bends. Use of neoprene elastomer 
gives it resistance to oxidation, 
ozone, oils, dilute acids, sunlight 
and heat aging, and abrasion. 
Typical applications include use 
as flexible duct for exhausting 
fumes, vapors, dust and mists; 
flexible hose for low pressure 
conveying of powdered materials; 
and flexible connections on ma- 
chinery for handling air or gases. 
Available from Burton Manufac- 
turing Co., Burton, Ohio. 

Write No. 36 on Inquiry Card—Page 32 





FOR MORE INFORMATION 
USE INQUIRY CARD 
PAGE 32 
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IN TORQUE-ARM 


CALL THE TRA 


as 


NSMISSIONEER 
— your local Dodge Distributor. Factory 
trained by Dodge, he can give you valu- 
able help on new, cost-saving methods. 





Extreme ruggedness and top quality are 
built into every detail of the Dodge 
Torque-Arm Speed Reducer—from the 
specially heat treated helical steel gears 
to the corrosion resistant semisteel hous- 
ing. Broad demand has made it neces- 
sary to add sizes until today Torque-Arm 
is America’s most complete (and most 
widely used) line of shaft-mounted speed 
reducers. Capacities range from | to 100 
hp; output speeds from 12 to 378 rpm. 

Torque-Arm is mounted on the driven 


- shaft, in any vertical or horizontal posi- 





Look in the white pages of your telephone 
directory for ‘Dodge Transmissioneer.” 


For More Information Write No. 238 on Inquiry Card—Page 32 


OctTosper 13, 1958 





... AMERICA’S MOST WIDELY USED 
SHAFT-MOUNTED SPEED REDUCER 


tion. It is anchored by the torque-arm 
fastened to any fixed object. No need 
for foundation, flexible coupling, sliding 
base. No lining up difficulties. The unit is 
driven through any V-belt drive. Savings 
up to 1/3 are possible and Torque-Arm’s 
efficiency is high. It delivers 97% effi- 
ciency in double reduction models; and 
almost 99% in single! 

Ask you local Dodge Distributor — or 
write us for bulletin. 
DODGE MANUFACTURING CORPORATION 

1300 Union Street, Mishawaka, Indiana 





of Mishawaka, Ind. 


For More Information Write No. 239 on Inquiry Card—Page 32> 
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Correct Lubrication in Action... 


How precision teamwork 





In turning out some of the world’s most 
precise controls for consumer and indus- 
trial use, the Robertshaw-Fulton Com- 
pany employs rigid inspection proce- 
dures. Here you see an optical gage 
that checks tolerances on parts to within 
one ten-thousandth of an inch! 








Complete Engineering Program 
Proved Petroleum Products 


SOCONY MOBIL OIL CO., INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP., MOBIL OVERSEAS OIL CO., INC. 











cut costs- saved *12,532 


Here’s how Robertshaw-Fulton Controls Company and Mobil 
cut maintenance costs in numerous ways! 


“Miracles with metals!’ That’s the description 
for the precision controls produced by the Fulton 
Sylphon Division of Robertshaw-Fulton Controls 
Company in Knoxville, Tenn. To turn out these 
finely engineered products takes the utmost coor- 
dination between machines and men. Here’s where 
Mobil Correct Lubrication comes in. 

Mobil engineers and plant maintenance per- 
sonnel work as a team to solve maintenance prob- 
lems and keep production at a maximum. For ex- 
ample: Bearing failures on controlled atmosphere 


furnace caused occasional shutdowns. Mobil engi- 
neers and plant supervisors developed a special 
automatic lubricating system that solved extreme 
temperature problems. Result: no more bearing 
replacements . . . in a year, $2,700 saved. 

Here is just one of many examples of Correct 
Lubrication in Action. Imaginative engineering . . . 
research . . . laboratories on call . . . more lubri- 


cating experience than any other oil company 
back up a Mobil Program in a plant. Why not 
specify Mobil for your plant? 





Turret lathe heads weren't indexing properly at 
times, resulting in losses on machined parts. Lathe 
had to be serviced several times a week. Mobil and 
plant men pinpointed trouble in soluble oil emul- 
sion. New formulation solved problem . . . saved 
$2.000 a year in repair costs alone. 





The four-way pilot valves on twenty-six hydraulic 
Corrugating Machines “froze” after shutdown over 


weekend . . . had to be disassembled and cleaned 

each time. Mobil analysis found trouble to be cor- 

rosion. Mobil recommendation eliminated trouble . 
. saved $2,072 per year. 


Correct Lubrication 


Another reason Youre Miles Ahead with Mobil! 


Previously, it required stopping machinery while a 
man brushed lubricant from a 35-Ib. pail onto gears. 
Now with new pressurized Mobilcote S dispenser 
application is quick . . . no interruption to produc- 
tion . . . consumption of gear lubricant cut 95%. 
And a more thorough job is done too! 





The thirteen Redraw Presses were eating up oil. 
Mobil and plant men devised system that included 


mechanical improvements . . . tightened hydraulic 
system . . . installed collecting pans and used port- 
able oil filter. Result: 9,600 gallons of oil reclaimed 
. . . $5,760 saved annually. 








Choice of the wise buyer 
who compares... 


Ne 


















CM METEOR ELECTRIC WIRE ROPE 
HOIST 4 to 5 ton capacities — Compact, 
enclosed design. Low headroom. Contin- 
sous duty motor with thermal overload pro- 
tection for heavy duty service. Precision 
bearings and helical gears for long life. 
Only 110 volts at push button 
control. Hook suspension; plain, 
geared or motor driven trolley. 





CM LODESTAR ELECTRIC CHAIN HOIST—\,% to 1 ton capac- 
ities—First truly heavy duty version of small electric hoist. Y% ton 
model weighs only 51 Ibs. Heavy duty self-adjusting brake, plus 
exclusive regenerative electrical braking. Upper-lower safety 
limit switches, CM-Alloy load chain. Single and three phase. 


CM CYCLONE Hand Chain 
Hoist—'4 to 10 ton capacities 
—Easy to carry. One ton model 
weighs only 36 pounds. Made 
of tough aluminum alloy. CM- 
Alloy load chain. High effici- 
ency. Lifetime lubrication. 





HAND OR ELECTRIC 
CHAIN OR WIRE ROPE 


CM makes them all! So 
you can choose a hoist that’s 
perfectly suited to your 
specific needs in a compact, 
rugged and safe CM design. 


CM TROLLEYS AND CRANES 








CM PULLER —“The One Man 
Gang”— % to 6 ton capacities 
—Lifts or pulls at any angle. 
Lever handle operation Auto- 
matic load brake holds at any 
point. % ton model weighs only 


13 pounds and fits in a tool box. 


CM-Alloy load chain. 


$ 






@ FOR OVER 75 YEARS, Chisholm-Moore has 
offered hoist buyers the newest and most efficient 
designs, the most rugged construction, and the great- 
est number of valuable operating and safety fea- 
tures. CM hoists operate with a very minimum of 
maintenance. They give years of satisfying service. 


Call the CM Distributor for catalogs, prices and fast delivery from stock 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 


TONAWANDA, NEW YORK 
REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
For More Information Write No. 240 on Inquiry Card—Page 32 


HOISTS AND CHAIN 














Products 





Automatic Carton Selector 





Automatic case selection is pos- 
sible with Model 410 Carton Se- 
lector from Atronic Products, 
Inc., One Bala Avenue, Bala- 
Cynwyd, Pennsylvania. Selection 
of any type case, box, or carton 
regardless of size or shape is done 
by means of a 5-bar code. Any 
one of 30 different items may be 
counted and sorted by the Carton 
Selector as goods move along a 
conveyor or similar material flow 
line. Up to 30 different items 
may be separately coded with the 
5 vertical bars. The selector 
switches may then be set to rec- 
ognize any of the markings as 
the cartons pass at speed up to 
180 feet per second. The code 
may be printed on the cartons 
at the same time other printing 
is done; no special inks are re- 
quired. 

Write No. 37 on Inquiry Card—Page 32 


Vacuum Cleaner Attaches 


To 55-Gallon Drum 





A heavy-duty vacuum cleaner 
attaches to any standard open- 
head 55-gallon drum to give a 
full pick-up capacity of 48 gal- 
lons dry or 40 gallons wet ma- 
terial. It is powered by 1-1/4 HP 
vacuum cleaner motor which 

(Please turn to page 142) 


PURCHASING 








The bearings you need 


when you need them 


Whatever your ball bearing 
pat-\-t0 tM bahc--tale (otc Beat-elstget ets 
tages BCA offers. You get 
sate sbat-t-sabale set.) t-jcobalel-Bolet (tol 
on nearly50years’ experience 
re C-s-3ts ab bale Mot ate MB cate bate ce toi arta 
ing ball bearings... produc- 
tion flexibility to handle both 
emergency and routine situ- | 
ations...delivery when 
promised to keep your pro- 
duction lines moving. When 
you. do business with BCA, 
you get the bearings you need 

. when you need them. 
Bearings Company of 
America Division, Federal- 
Mogul- Bower Bearings, Inc., 
Lancaster, Pa. 


BEARINGS COMPANY OF AMERICA 


p 
J? 


For More Information Write No. 241 on Inquiry Card—Page 32 


OcrToBEr 13, 1958 
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Heart of the best printed circuits— 


CDF Di-Clad” 
LAMINATES 


Printed-circuit dependability begins at the base, and that’s where 
CDF excels. Only CDF offers the combination of Teflon* resin 
and glass fabric cloth for use under sustained temperatures of 
180°C. In addition, CDF offers a full range of Di-Clad laminates 
to meet every known demand of printed circuitry. High foil- 
bond strengths withstand soldering heats, reduce assembly re- 
jects. Full line of Di-Clad grades — glass fabric and paper-base 
— with Teflon*, epoxy, and phenolic resins. Assembly costs go 
down when the job is done on CDF Di-Clads! Write for CDF 
Di-Clad Folder DC-58. 


*duPont trademark for its tetrafluoroethylene resin 





CDF PRODUCTS OF TEFLON 


CDF 
Tefion* 
fabric 


laminates, flexible insulating tapes, sheets, rods, 


engineer is the man to call. 
Teflon Folders. 


*duPont trademark for its tetrafluoroethylene resin 


produces an unequalled range of electromechanical parts of 
— such as small- and large-diameter thin-wall tubing, glass- 
tubes, and 
finished parts. Now also available: cementable Teflon in supported 
and unsupported forms; can be cemented to itself and to most other 
materials with commercial adhesives. If you have a potential use for 
a product made from unsupported or reinforced Teflon — from tapes 
to high-heat-resistant printed-circuit laminates — your CDF sales 
Meanwhile, write for the new CDF 


y \ 

Sl fees HIGH-HEAT 
: ELECTRICAL 

TAPES 


for hand or automatic 





Flexible 
winding, made of glass-supported silicone rubber, 


insulating tapes 


silicone varnish, Micabond, with and _ without 
backings; and unsupported and glass-supported Tef- 
lon*. Color identification — CDF tapes of Teflon 
are made in the standard identifying colors. Call your 
CDF sales engineer, or write for test samples. 


*duPont trademark for its tetrafluoroethylene resin 








DIAMOND VULCANIZED® 
FIBRE 


keeps costs down 
Known for over sixty years 
as the standard of quality in 
fibre, Diamond® Vulcanized 
Fibre is made in many grades 
(bone, fish-paper, trunk, 
commercial, built-up) and is 
available in sheets, rods, 
tubes, strips, rolls, fabricated 
ma arts, and formed specialties. 
rite for Catalog DVF-58. 


LOW-COST vULCOID is Resin-impregnated Vulcanized Fibre. 
Vulcoid (made only by CDF) is an intermediate insulation material. 
It combines the desirable arc-resistance and mechanical properties of 
vulcanized fibre with many of the good qualities of a phenolic lami- 
nate. UL-approved as Class A insulation in electrical equipment. 
Bearing applications requiring high precision have been successful 
with Vulcoid. Write for Bulletin V-58. 
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CF 
CELORON® 
MOLDED 
igo= PRODUCTS 


Celoron is a molded-macerated and/or combination lami- 
nated base bonded with phenolic resins. High strength, long 
life, and low cost are the characteristics of molded electrical 
or mechanical parts made from CDF Celoron®. Its good 
electrical properties make Celoron an ideal molded insulator, 
while its high mechanical strength makes it an excellent 
material for gears, couplings, intricate loom parts, ete. 
Write for CDF Catalog C-58, or contact your nearest CDF 
sales engineer. 
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Phenolic 


Silicone 





Glass Fabric 
Nylon Fabric 
Asbestos Fabric 
Cotton Fabric 


te Y ¢ 


Heat-resistant Phenolic 


RESINS AVAILABLE IN DILECTO: 


Epoxy 
Melamine 


Polyester 
Teflon* 


BASES FOR DILECTO: 
Glass Mat 
Felted Asbestos 
Non-woven Cotton Mat 
Paper (either cellulose or asbestos) 


CDF gives fast technical and delivery service on sheets, tubes, 
fabricated parts of Dilecto plastics. Write for Catalog D-55-C 
*duPont trademark for its tetrafluoroethylene resin 


rods, 





For a better motor or generator — 


CDF 

MICABOND® 

INSULATING 
PARTS 


CDF mica V-rings and slot liners ineulate America’s best-selling 
motors and generators. Finest-quality mica splittings insure 
highest heat-resistance and insulation under severe operating 
conditions. 

Forms of Micabond® available: Sheets; Tubing; 
backings of cotton, silk, paper, woven glass, and Mylart poly- 
ester film); Fabricated Parts of various shapes such as Mica 
segments. CDF supplies and fabricates Micabond to your 
strictest specifications — on time and at low cost. Call your 
CDF sales engineer or write for samples of Micabond and 
Catalog M-58. 

tduPont trademark 





Tapes (with 


rejects, waste. 








Dom ees 


PLASTICS 


BY CDF 


for electrical and mechanical applications 


DILECTO®, made in scores of grades, means high-quality laminated plastics made for 
rigorous duty in electrical, electronic, and mechanical equipment. Characteristics vary 
with the grade, so get the expert assistance of your CDF sales engineer. 


or complete 


FABRICATION 


SAVES YOU TIME, MONEY, WORRY 


Let CDF’s well-equipped machine shops assume the com- 
plete responsibility for delivery of your fabricated parts 
as specified and on time. No time is lost at CDF between 
raw-material production and final fabrication. When you 
let CDF do it for you, there’s no problem of shortages, 
Undivided responsibility pays off for you! 





BALTIMORE 14, MD. NOrthfield 5-0964 
2451 Ellis Road 
BIRMINGHAM 6, ALA 
110 95th Street, N 
BOSTON 


FT. WORTH 7, TEXAS 
3414 Camp Bowie 

GREENSBORO, N.C 
2103 Mimosa Drive 


FAnnin 3339 
VErnon 3-5713 BRoadway 4-0226 


GRanite 2-2150 


HARTFORD Hartford-JAckson 9-0397 
1245 Hancock St., Quincy 69, Mass ‘ 15 Harding St., Wethersfield 9, Conn 
BUFFALO 3, N.Y. WAshington 3929 HOUSTON 27, TEXAS JAckson 3-9254 


495 Ellicott Square Building 
CHICAGO 11, ILL DElaware 7-6266 

1201 Palmolive Building 
CLEVELAND 14, OHIO 

550 Leader Building 
DAYTON 3, OHIO CLearwater 3-3114 


3302 Mercer Street 
INDIANAPOLIS 5, IND. WAinut 5-9803 
709 East 38th St 
LOS ANGELES 
3141 Century Bivd 
Inglewood 4, Calif 
LOUISVILLE 4, KY 
1270 Everett Ave 


CHerry 1-5220 


ORchard 3-2266 
ORegon 8-5476 

AComa 2-2236 Highland 6479 

260 Denver Club Bid 

DETROIT 35, MICH Broadway 3-0447 MILWAUKEE 19, WIS 
201 Officenter Bidg 6108 W. Lincoln Ave 


EXPORT DEPARTMENT: BRIDGEPORT PENNSYLVANIA, U.S.A 


Lincoln 1-7660 





MINNEAPOLIS 2, MINN. FEderal 3-6666 
610 44. + ee Bidg. -3388 
Yo 


NEW 
SOeretate 5-1600 
2 Overhill Rd., Scarsdale, 
OMAHA 3, NEBRASKA 
110 North 40th St. 
PHILADELPHIA 
+ BRoadway 5-0800 
Bridgeport, P 
ee ARIZONA ALpine 8-7893 
P. 0. Box 1587 
PITTSBURGH 21, PA. CHurchill 1-0969 
309 Shields Bldg. 
ST. LOUIS 10, MO. 
1246 Hampton Ave. 
SPARTANBURG, S. C. 
834 Hayne Street SPartanburg 3-6397 


N.Y 
ATiantic 6548 


Mission 5-2253 


THERE’S A CDF SALES OFFICE NEAR YOU 


TULSA, OKLAHOMA 
204 S. Cheyenne St. 


Pacific Coast Representatives 
MARWOOD LIMITED 
SAN FRANCISCO 3, CALIF. 
357 Ninth Street HEmiock 1-7893 
SEATTLE 4, WASHINGTON Elliot 4747 
1714 First Ave. S 
PORTLAND 4, OREGON CApital 3-5123 
209 S. W. First Ave 
LOS ANGELES 13, CALIF 
MAdison 8-3241 


LUther 7-6189 


320 East 3rd Street 
Canadian Representative 
CONTINENTAL-DIAMOND FIBRE 
of CANADA, LTD 
46 Hollinger Rd., Toronto 16, Ontario, Can. 











Octoser 13, 1958 


CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE -Afen4/ COMPANY oe 
For More Information Write No. 242 en Inquiry Card—Poge 32 


NEWARK 41, DELAWARE 


141 





Purchasing Pro 


“When we need 
hard-to-find items fast...” 


ae 4 


“We couldn’t do without the Yellow 
Pages for quick buying information.” 


says Robert N. Nicol, Purchasing Agent 
Sponge Product Division of B. F. Goodrich Co., Shelton, Conn. 


“The Yellow Pages of telephone directories are a life-saver 
when we need an unusual product, part or service in a 
hurry. They give us a complete list of suppliers so that we 
can get competitive prices, too. 


“We know, most purchasing agents use the classified 
regularly. That’s why B. F. Goodrich uses Trade Mark 
Service in all directories of towns over 10,000 population.” 


With the Yellow Pages in easy reach, suppliers are also 
in easy reach! For a new item, special item or hard-to- 
find item, it really saves time to consult the Yellow Pages! 








“WHERE TO BUY IT” 


| ERGELSIOR SUPPLY, & 0-uten 2-112 

















B. F. Goodrich shops...and advertises ...in the Yellow Pages, 
America’s buying guide for over 60 years! 
For More Information Write No. 243 on Inquiry Card—Page 32 





Products 





(Continued from page 138) 


drives a 2-stage  turbine-type 
centrifugal fan. The drum vacuum 
cleaner cuts emptying time as 
much as 4 to 1 over standard 
cleaners. It is easily fitted with 
any of the manufacturer’s line 
of vacuum cleaner attachments 
for large capacity vacuuming or 
furnace cleaning. An accessory 
steel dolly is also available for 
attachment to the drum to fur- 
ther speed emptying and to add 
mobility. Made by Black & 
Decker Manufacturing Co., Tow- 
son, Maryland. 

Write No. 38 on Inquiry Card—Page 32 


A fully automatic packaged 
console type boiler blowdown 
system is the first to be com- 
pletely packaged and pre-en- 
gineered. It is available from 
Fred H. Schaub Engineering Co., 
2110 S. Marshall Blvd., Chicago, 
Ill. In addition to basic compon- 
ents, this system includes auto- 
matic sample cooling, illuminated 
sight flow indicators, stainless 
steel dial-calibrated volume-con- 
trol valves, and heat exchanger 
to prevent efficiency-destroying 
sediment formations from build- 
ing up. Console cabinet has com- 
plete pressure, temperature, and 
level instrumentation. Console 
can be made to accommodate two, 
three, or four blowdown stations, 
with total capacity up to 5,000 
pound blowdown per hour, for 
either 250 pound or 600 pound 
maximum working pressure. 
Write No. 39 on Inquiry Card—Page 32 





FOR MORE INFORMATION 
USE INQUIRY CARD 
PAGE 32 
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Experlence—the added alloy in A-L Stainless, Electrical and Tool Steels 


aed a 
7 


am 








Allegheny Ludlum knows more about stainless 
than anybody... and puts it in print for you 


Allegheny Ludlum should know more about stainless 
than anybody: they've been the leading producer of all 
forms for more than 40 years. And the industry's only 
that old. 

Today, A-L produces more different sizes, shapes, 
finishes and alloys of stainless than any other company. 
Backing up its quality products are research and devel- 
opment facilities with people second to none. 

With know-how and experience gained over the years, 
Allegheny Ludlum keeps little of it secret: it offers the 
most complete selection of literature available anywhere. 


Literature, designed to help you learn more about 
Allegheny Stainless and how it can improve your product, 
is just one help offered by Allegheny Ludlum. You also 
get the best assistance from trained salesmen and tech- 
nicians, ready to help you on your specific problem. 

All this service is available through your Allegheny 
sales engineer. Call him today. Or, as a starter, write for 
the publication list describing the over 150 technical 
pieces made to assist you. 

Allegheny Ludlum Steel Corporation, Oliver Bidg., 
Pittsburgh 22, Pa. Address: Dept. p_jo, 


wesw 7128 


ALLEGHENY LUDLUM 


for warehouse delivery of Allegheny Stainless, call RYERSON 
Export distribution: AIRCO INTERNATIONAL 


EVERY FORM OF STAINLESS... 


_EVERY HELP IN USING IT 


For More Information Write No. 244 on Inquiry Cerd—Page 32 


Octoser 13, 1958 





Office Equipment and Supplies 





Keady-To-Use 
Packaged 
Offices 


Remington Rand’s new fur- 
niture line showing a single 
pedestal desk with end 
panel and typewriter plat- 
form. 


Pictured at right is the 
Remington Rand Aristocrat 
Modular executive office 
setting designed by Michael 
Greer, National Society of 


Interior Designers. 
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Purcuasine agents can now 


order ready-to-use “packaged” of- 
fices, completely-equipped with 
both walls and furniture. This 
new development has been made 
possible by a cooperative mer- 
chandising agreement recently 
concluded by Remington Rand 
Division, Sperry Rand Corpora- 
tion and the E. F. Hauserman 
Company. 

Under this plan it will be pos- 
sible to order furniture compo- 
nents from Remington Rand’s 
new Aristocrat Modular furni- 
ture line, and movable partitions 





of steel and glass construction 
from Hauserman’s new Divider 
Wall system. 

The furniture line can be as- 
sembled in a_nearly-unlimited 
variety of work units. Available 
in a selection of mated colors the 
matched component line includes 
desks with end panels, tables, 
credenzas, tops, file and storage 
cabinets. 

The Hauserman partitions are 
also available in a variety of com- 
patible color combinations, and 
integrate perfectly with the new 
furniture line. It makes possible 
the creation of semi-private of- 
fices while maintaining an open 
airy feeling throughout the entire 
office area. Changing office space 
requirements are easily accom- 
modated by relocating the par- 
titions. 

An important feature of this 
completely-packaged office is its 
flexibility of design. Since both 
furniture and wall components 
are built to the same module, it 
is possible to custom-design com- 
binations of each according to in- 
dividual requirements, As a re- 
sult, maximum efficiency and es- 
thetic values are obtainable in a 
minimum amount of floor space. 


PuRCHASING 





How the world’s fastest Diazo Testing 
System produces better whiteprints 


How do you go about testing whiteprint papers 
in seconds at every stage of manufacture? 

At Ozalid we solved the problem by designing and 
building the industry's fastest and most effective 
quality testing system. 

Here’s how it works: right on the production floor, 
testers tear off samples of newly coated paper at 
predetermined points in the roll. These are sent 
through a network of high-speed pneumatic tubes 
to the Central Quality Control Laboratory. 


There, the sample is tested under shop conditions 
similar to yours. By intercom, word is flashed back 
to continue, modify or stop production. Total 
elapsed time: 90 seconds! 

By testing so speedily, we're able to check more 
often. As a result, you get clearer, more uniform 
_ prints with no variation from sheet to sheet. 


But why not test-run Ozalid papers yourself? 
Simply call your local Ozalid representative, or 


write Ozalid, Dept. EE-10-13, Johnson City, N.Y. 


OZALID "papers 


for consistently finer prints 


A Division of General Aniline & Film Corporation, Johnson City, N.Y. In Canada: Hughes Owens Company, Ltd., Montreal. 


For More Information Write No. 245 on Inquiry Card—Page 32 
Octoser 13, 1958 





JUMBO. 


by PEERLESS 


AN RR ie te 


X-RAY DEPARTMENTS 
ARCHITECTS 
HOSPITALS 
ADVERTISING DEPTS. 
MEDICAL CENTERS 
PHYSICIANS 


... for all large 
storage requirements 


Each drawer is equipped 
with four ball bearing — 
po as y ete uw How many times have you wished that 
x ISH x 27D. you had the answer to BIG size filing cab- 


inet space? In fact, JUMBO size? 


Peerless JUMBO Filing Cabinets, and Peerless has 
been making them for over 28 years, especially fill the 
needs for filing of X-Ray film negatives by Hospitals, 
Medical Centers and Physicians. But that’s not the limit 
of uses for this ‘“‘made to take punishment”’ file cabinet. 
Thousands are filling the needs of Advertising Depart- 
ments, Medical Centers, Architects, Designers— wherever 
extra large storage is a must requirement. 


Built to assure ease of operation, even when loaded to 
maximum capacity. Available in a wide range of colors. 


Remember, when it comes to JUMBO requirements 
for JUMBO storage, your nearby Peerless Franchise 
Dealer is a good man to know. 


aa 


STEEL EQUIPMENT CO. 


ey-10@Mal-F4-14-1-) a Oa Pe dl 


NEW YORK CHICAGO HOUSTON LOS ANGELES 


For More Information Write No. 246 on Inquiry Card—Page 32 





Office Equipment 





The Paragon-Revolute Corpora- 
tion, 77 South Avenue, Rochester, 
New York recently introduced 
high-speed versions of the Auto- 
matic Whiteprinting machine. The 
new line includes a narrow-gauge 
24” model for those who do not 
require the capacity of larger ma- 
chines. Some features of the ma- 
chine are: separate feeding belts, 
an adjustable tracing tray, elec- 
tronic drive and an air-knife pick- 
off. An optional accessory is a 
continuous yardage windup which 
may be mounted at either the 
front or the rear. Cut sheets are 
stacked at the front or the rear 
on adjustable print trays. 

Write No. 40 on Inquiry Card—Page 32 


A portable heater, called the 
Solarport, is now being marketed 
by Marnay Sales Division, Rock- 
away Metal Products Corp., 1270 
Broadway, N.Y.C. Measuring 212” 
in width, the new unit can be 
used as a space-saving baseboard 
heater or attached to the base of 
any metal partitioning. It is also 
equipped with a swivel-rod back 
rest which, when released, per- 
mits the unit to stand on its own 
in any part of the office, or lay 
flat under a desk or chair. Avail. 
able in colors to match the decor 
of the office, the new heater has 
a signal light and on-off switch. 
Write No. 41 on Inquiry Card—Page 32 
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Above: Harrison Storms, right, chief engineer at North American Aviation’s Los Angeles 
division, examines 11” wide engineering-drawing reduction of the company’s rocket- 
powered X-15 made xerographically on XeroX Copyflo 11 continuous printer. Buzz 
Holland, center, manager of photographic and reproduction services, explains process 
to Storms while Mark Keith, reproduction supervisor, holds 24” x 36” original drawing. 
Inset: Ron Crawford inserts a 24” wide original drawing into Copyfio printer, which 
within seconds will deliver a dry, positive print into tray below. 


North American Aviation SAVES *100,000 Yearly 


North American Aviation, Inc., has 
figuratively gone supersonic in the rap- 
id reproduction of engineering prints 
for high-speed aircraft. 

This widely known aviation firm is 
one of the first in its field to install a 
XeroX® Copyflo® continuous printer, 
an ingenious machine that copies thou- 
sands of different drawings in a normal 
working day. Positive prints up to 11” 
wide emerge dry, ready for immediate 
use, at the rate of 20 linear feet a min- 
ute—a print in less than three seconds! 

North American Aviation, Inc., is 
saving more than $100,000 annually 


through automatic xerographic copy- 


ing, easily paying for the equipment 
the first year. 


The Copyflo continuous printer ac- 
cepts original documents or drawings 
up to 24 inches wide and of any length, 
and reduces or enlarges them to a max- 
imum width of 11 inches. Copies are 
on plain unsensitized paper, offset pa- 
per masters, or translucent vellum. 
Originals may be in type, pencil, col- 
ored ink, or on tinted paper, yet copies 
will be precisely like the originals. 

Simply push a button—and copies 
flow. Through versatile xerography— 


clean, fast, dry, electrostatic—Copyflo 
printers offer the speediest, most flexi- 
ble, most economical way to get sharp, 
clear copies from all types of original 
documents or from microfilm. 

For complete information write 
Hatow Xerox Inc., 58-286X Haloid 
St., Rochester 3, N. Y. Branch offices 


in principal U.S. and Canadian cities 


HALOID 
XEROX 








MARKING 


METAL? 


Blaisdell Markers 
write on anything. — 





CHINA 
MARKER 


Bold, bright marking for 
all stick surfaces — 14 
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vivid colors. 





GET THESE 
BLAISDELL EXCLUSIVES > 


SPEE-D-POINT perforation for 
easy sharpening—STED-D- { 
POINT staple for secure lead 





DU-ALL 
mecnanicat PENCIL 


Marks all surfaces. Six 
colors with matching 
leads. 





Write for sinha naming this. pub- 
lication. Qur many special ‘pencils 
have solved varied marking problems 
since 1893. Let us help you. 


Tans manne REG. U.S. PAT. OFF. 
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Remington Rand Division, 
Sperry Rand Corporation, 315 
Fourth Avenue, New York 10, 
New York has announced a new, 
modern microfilming technique. 
Color “step-tests” have been elim- 
inated in the new Transportable 
model 8.1 microfilm camera. This 
was made possible through rede- 
Sign to incorporate a built-in volt- 
meter. A color “step-test” strip 
of film will be supplied with each 
camera noting the proper settings 
for colored documents. To com- 
pensate for the variations in light 
reflected from different colored 
records, the volt meter is adjusted 
to the proper setting. The model 
8.1 camera can be connected to 
any standard 110-120 AC outlet. 


Write No. 42 on Inquiry Card—Page 32 


Kwik-Kall Executive is a two- 
way intercom set which serves as 
a telephone stand and comes in 
matching telephone colors. Manu- 
factured by the J. M. Loge Sound 
Engineers, 2171 W. Washington 
Blvd., Los Angeles, Calif. the in- 
tercom is completely independent 
of the telephone and permits two- 
way conversations with as many 
as 12 other stations. The new unit 
is equipped for plug-in installa- 
tion and can be interconnected 
with a variety of complete master 
stations or receivers for plant 
intercommunication. 


Write No. 43 on Inquiry Card—Page 32 





Time Will 
Tell... 


The old gentleman knows a good 
permanent record paper when he 
sees one. For the surest test of the 
value of such paper is TIME itself. 
Then, of course, comes the ability to 
take repeated erasures, rewriting 
ond hard handling. 

It takes the finest of new white cotton 
fibers combined with skillful un- 
hurried techniques in converting them 
into paper to produce those qualities, 
inherent in 


L.L. BROWN’S 
LINEN LEDGER 


EXTRA #1 
100% new white cotton fiber 


This superior record paper has won 
its reputation on all counts in actual 
usage over the years in county and 
city offices where records must be 
enduring. 


L.L.BROWN 


LEDGER & RECORD 








% 





PAPERS ]2| 








Since 1849 
Adams. Massachusetts 
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AUTOMATED CAR R 2OR NG VE NEV YORK 


New York Central recently introduced an electronic Car 
Reporting System, a specially designed network utilizing 
350 Teletype machines that links 67 Central freight yards 
with information service bureaus at New York, Cleveland. 
Indianapolis and Detroit. The system provides accurate, 
complete information on some 52,000 cars—within minutes. 
This improves freight yard efficiency, speeds train opera 
tion and gives shippers valuable delivery information. 

As a train enters a strategic Central freight yard, a card 
with content, destination and traffic information is punched 
for each car, then fed into an IBM card-to-tape machine 
which produces a tape. This information is transmitted, 
by tape, to the service bureaus. retransmitted automatic ally 


to interested freight yards. There the tape is automatically 


reproduced, converted into cards in train sequence. These 
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John F. Nash, Vice President—Operation, New York Central System 


‘Moore forms help us locate freight automatically” 


CENTRAL 24-HOUR CONTROL OF ROLLING STOCK 


are changed as cars are added or removed from the train. 
\ new tape is made, then sent on the network again. Each 
transmission prints a ‘consist’ of the train on a Moore 
Speediflo. It is the road’s control in print. 


The Moore man helped with scientific design and manu- 
facture of the multi-part Speediflo and other 
forms used in this Automated Data Process- 
ing system. If you would like examples 
how Moore helped improve other systems 
write on your Company letterhead to the 
Moore office nearest you. 


Moore Business Forms, Inc., Niagara Falls, N. Y., Denton, Tex., 


Emeryville, Calif. Over 300 offices and factories across 


U.S., Canada, Mexico, Caribbean, Central America , 
Ls 


USINESS FORMS 
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WESTON Cotton Fiber BOND 
Makes Letterheads Noticeably Better 


Weston Bonn, made better with cotton fiber, imparts an 
air of obvious importance to your letters. It lends conspicu- 
ous quality to your letterhead — character that commands 
attention. 

In the office, you'll like the way it takes typing, writing 
and (when necessary) erasing. It serves admirably, too, for 
office forms and other applications that call for a clean, 
strong serviceable bond paper. And the cost? . . . hardly 
more, if any, than you are now paying. 

Your printer has Weston Bonp in white, colors, white 
opaque, litho finish and envelopes to match. Ask him to use 
it for your next lot of letterheads or write for a sample book 
and make your own comparison. Address Dept. PN 


BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 
DALTON, MASSACHUSETTS 


WESTON BOND 


Cotton Fiber Quality Letterhead Paper 
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A new portable typewriter 
comes equipped with the standard 
eleven-inch carriage and can han- 
dle full-sized letterheads long- 
ways and can type a standard 
10.3-inch line. Called the Reming- 
ton Rand Quiet-riter Eleven Port- 
able, the new machine was devel- 
oped by Remington Rand Divi- 
sion, Sperry Rand Corporation, 
315 Fourth Avenue, New York 
10, N. Y. The keyboard of the new 
machine is identical, in every re- 
spect, with the one on a standard 
office typewriter. A special fea- 
ture of the machine is the Miracle 
Tab, a tabulator that allows the 
typist to set and clear tab spots 
right from the keyboard, instant- 
ly. 

Write No. 44 on Inquiry Card—Page 32 








The C. F. Pease Company, 3984 
North Rockwell Street, Chicago 
18, Ill. has just brought out the 
Scout, a rapid printing, semi-auto- 
matic Whiteprinting machine. It 
will print and develop at speeds 
up to 20 feet per minute; and ac- 
commodate prints up to 45 inches 
in width and of practically any 
length. The unit is equipped with 
a 2000-watt printing lamp, remov- 
able from either side, a ribbed 
rubber sealing sleeve which con- 
veys prints through the developer 
over a perforated Teflon slip- 
screen. 





COTTON FIBER BONDS © LEDGERS « MACHINE POSTING LEDGERS + INDEX BRISTOLS 


Write No. 45 on Inquiry Card—Page 32 
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Salle SEEN 
* 


Another leading company meets the 
big Profit Challenge of 1958 with 
Edison Voicewriter dictation. 


Paperwork gets the ‘highball. e 


Chicago-Milwaukee R.R. speeds correspondence— 
reduces stenographic costs with Edison Voicewriter 


“Our Edison Voicewriter centralized 
dictation system has speeded the flow 
of essential paper work and greatly 
increased secretarial efficiency,” states 
Mr. W. P. Heuel, Assistant Comptroller 
of the Chicago, Milwaukee, St. Paul 
and Pacific Railroad Co. home office 
in Chicago. “We've found it far more 
productive and economical than our 
previous system of handling dictation 
... and consider extending Voicewriter 
systems to our other offices.” 


A Voicewriter tryout is easy! 
There’s no need to start off with a large 
system. With the Edison Voicewriter 
VPC-1, doubling as a dictating instru- 
ment and secretarial transcriber, any 
executive can quickly clean up corre- 
spondence at his desk, at home, or on 


the road . .-. have time for other 
important tasks, for only $17.81 a 
month under Edison's lease plan. 


Secretaries like the Voicewriter, 
too! Your voice comes through accu- 
rately, without interruptions, on the 
Voicewriter Diamond Disc. With the 
ability to get correspondence out of the 
way faster, with less effort, your secre- 
tary will have more time to pursue the 
interesting responsibilities of a real 
“Girl Friday.” 

You can rely on Edison! There's 
a Voicewriter system to meet the corre- 
spondence requirements of any office, 
large or small. And every Voicewriter 
user enjoys the benefits of Edison’s 
more than 70 years’ experience in the 
office correspondence field. 








Let us prove that 

you will profit with Voicewriter! 
Now’s the time to find out just what 
Edison Voicewriter . real dictating 
equipment . . . can do for you. See how 
much more it offers over the so-called 
economy makes! For a free demonstra- 
tion—or literature—write Dept. US711 
at the address below. 





Edison Voicewriter ¢ a product of Thomas A. Edison Industries 


Thomas A, Edison Industries, West Orange, N. J. 


In Canada: 32 Front Street W., Toronto, Ontario 


For More Information Write No, 252 on Inquiry Cord—Pege 32 
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carbon paper 


NU-KOTE 





At last! a typewriter carbon with built-in 


KNDURANCE INSURANCE 


NU-KOTE—first plastic-base typewriter carbon ever— outlasts 
ordinary carbons 3 to 1! NU-KOTE copies stay clean, keep hands 
clean. One weight and finish. Sharp, clear copies first to last. For 
any typewriter, for just about any copy job imaginable. Try it! 


For a FREE SAMPLE of NU-KOTE, just mail this coupon 

attached to your company letterhead. 
Burroughs Corporation, Burroughs Division P-80 

Dealer Sales Dept., Detroit 32, Michigan 

In Canada write 

Acme Carbon & Ribbon Company, Limited, Toronto, Ontario. 

Be ER ee Te 

Firm = Re Ses eR tad Se 


Address PS 
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The first adding machine to be 
marketed by Marchant Calcula- 
tors, Inc., Oakland, Calif. is a 
ten-key fully electrified machine. 
Features of the adding ‘machine 
are the automatic spacing totals 
and sub-totals, direct subtraction 
at the touch of a live key, and 
true credit balance. 


Write No. 46 on Inquiry Card—Page 32 





The Standard Register Com- 
pany, Dayton 1, Ohio recently in- 
troduced the Selec-tronic Tab 
Card Burster. The new multi- 
purpose unit has the facilities to 
detach IBM continuous form tab 
cards with the same ease with 
which it bursts ordinary continu- 
ous forms. An extra feature is 
a slitter attachment. 


Write No. 47 on Inquiry Card—Page 32 





“Mr. Marlow will see you now.” 


PuRCHASING 




















D. J. DEPREE, President of Herman Miller Furniture Company, declares: 





“Today's purchaser looks for beauty and function” 


“The simple, uncluttered lines of these classic 
pieces are an example of functional beauty. 
Another example is the paper chosen for our 
business letterhead. Crisp, textured cotton fiber 
bond is strikingly handsome. And in many 
other business uses, cotton fiber papers com- 
bine beauty with outstanding performance.” 

For practical reasons ...as well as prestige 
... generations of successful businessmen have 
chosen cotton fiber papers. 


LOOK FOR “COTTON” OR 


Durable, white fibers of purest cotton, crafted 
by skilled hands and precision equipment, cre- 
ate papers well known for beauty, strength, 
permanence. These qualities stand out in busi- 
ness and social stationery, onion skin, index, 
ledger, drawing, tracing and blue print papers. 

Be sure to choose papers made with cotton 
fiber—25% minimum up to 100% in the finest 
grades. Write for booklet, “What Every Busi- 
nessman Should Know About Paper—Today!” 


BETTER 


PAPERS 


©Cotton Fiber Paper Manufacturers, 122 E. 42nd St.,N.Y.C. 
BETTER PAPERS ARE MADE WITH COTTON FIBER 


“RAG” IN THE WATERMARK OR LABEL 


For More Information Write No. 254 on Inquiry Card—Page 32 
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Hew Make Even Better 
% CHARTS 





N 


G and LAYOUTS 


SAVE up to 40% DRAFTING TIME 





The AUTOMATED Method of CHARTING 


Graph-A-Plan offers a new concept of methods and ma- 
terials for chart and layout preparation. Graph-A-Pian 
includes a wide variety of pressure-sensitive solid color or 
pattern tapes, flow symbols, pie charts, organization 
rectangles, scales, templet sheets, shading films and 
patterns . . . plus opaque and transparent plastic planning 
boards. Available separately or in compact kits. 

Write today for FREE GP ‘How To Do It” Catalogs and 
prices. Just check catalogs desired below, tear out and 
attach to your letterhead. 


C) STATISTICAL CHARTING (C0 PLANT LAYOUTS 
) ORGANIZATION CHARTING [] OFFICE LAYOUTS 
C) OPERATION AND PROCESS FLOW CHARTING 


& ., | LABELON TAPE CO.,Ine., Dept. r 
=P 450 Atlantic Ave., Rochester 9, N.Y. 
For More Information Write No. 255 


on Inquiry Card—Page 32 
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A compact reproduction ma- 
chine which makes positive en- 
largements of microfilmed records 
at a cost of only a few cents per 
print has been announced by the 
Charles Bruning Company, Inc., 
Mount Prospect, Ill. Called the 
Bruning Copytron, the machine 
is especially designed for enlarg- 
ing and reproducing records 
which have been reduced to 35- 
mm microfilm. The machine en- 
larges the microfilm 14 to 16 times 
and prints black on white enlarge- 
ments on standard size sheets 
ranging from 8%” x 11” to 18” x 
24”. 

Write No. 48 on Inquiry Card—Page 32 
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A new purchase order form, 
designed by Uarco Incorporated, 
141 W. Jackson Blvd., Chicago 4, 
Ill. is printed in conductive ink. 
This development now makes it 
possible to use an electronic tabu- 
lator typewriter. This machine is 
designed to sense vertical rules 
of conductive ink, automatically 
stopping the carriage as desired. 
On the form illustrated, hand set 
tab stops would be impractical 
because there are more than 12 
different stop positions. 


Write No. 49 on Inquiry Card—Page 32 








GET MORE OUT OF 


PURCHASING 


Put your own name on the mailing 
label that delivers PURCHASING 
Magazine . . . and see how much 
more you'll get out of the contents. 
| See how much you'll gain by having 
time to really digest the material 
written just for you. 

A personal copy would always be 
handy for easy reference—ready 
with help when you need it. 

Order a personal subscription now— 
$4. a year. Write to PURCHASING 
Magazine, 205 E. 42nd Street, New 
York 17, N. Y. 
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to a desk” 


speeds efficiency—ups morale 
BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 


now in decorative green, blue, sand-tone, and 
gray colors 
e sharpen pencils at desk—fast—no 
more sharpener searches 
® saves much more in time and effici- 
ency than actual cost in brief period 
e a low-cost quality item that helps 
desk workers more important 
Send for free comprehensive report on sharp- 
eners, Booklet T. 


Cc. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 


For More Information Write No. 256 
on Inquiry Card—Page 32 
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Association News 


N.A.P.A. President 
Asks Members For More 
Of Their Time and Talent 


Tue SUCCESS of N.A.P.A. 
is due to the voluntary contribu- 
tion of time and talent by its 
members,” said Gordon Burt Af- 
fleck. President of the National 
Association of Purchasing Agents, 
Mr. Affleck recently spoke to the 
members of the Rock River Val- 
ley Association at their regular 





Which Are You? 


Gordon Burt Affleck, 
president of the National 
Association of Purchasing 
Agents, characterized the 
five types of association 
members. Look over the 
list and see which one you 
fit. 

(1) The Opportunist 

(2) The Playboy 

(3) The Good Citizen 

(4) The Plugger 

(5) The Leader 
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meeting in Rockford, Illinois. 

Mr. Affleck, purchasing agent 
for the Church of Jesus Christ 
of Latter-day Saints, Salt Lake 
City, Utah, reviewed briefly the 
scope and variety of his buying 
for the church, 

He characterized the five types 
of association members: (1) the 
opportunist, who uses the group 
as a stepping stone for his per- 
sonal ambitions; (2) the playboy, 
who doesn’t stay long in business 
sesions and overdoes the lighter 
side; (3) the good citizen, who is 
regular in attendance, may be 
elected to an office, and then re- 
turns to the routine; (4) the plug- 
ger, who works hard and whose 
unselfish contributions account 
for the group’s success; and (5) 
the leader, who inspires confi- 
dence and has higher motivations 
for the group’s welfare than the 
first three. 

The strength of the national as- 
sociation, according to Mr. Af- 
fleck, lies in its strong local as- 
sociations all over the country, 





Gordon Burt Affleck 


and the fact that the national 
officers are so highly responsive 
to the needs and desires of the 
locals. 

“All that we have of value,” 
the N.A.P.A. president said, “has 
come from P.A.’s_ themselves,” 
discounting the value of outside 
survey and advisory groups in 
the work of N.A.P.A. He added 
that the surveys have shown that 
“management knows very little 
about us.” 

All local associations, and the 
national, should learn to live 
within their means, Mr. Affleck 
advised, adding that poor man- 
agement of association affairs will 
not lead to “a seat at the man- 
agement table” in member’s firms. 

Stressing the great value of 
attending the national conven- 
tions, the president said, “if at- 
tendance at the convention does 
not give you more than enough 
in new ideas to justify the time 
and cost of the trip, you either 
attended the wrong sessions or 
lost your notes.” 
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AT A FAMOUS ORDNANCE PLANT IN NORTHERN LOUISIANA: 


600-Ton Lubrication Job for Cities Service! 


The huge 600-ton press above is one of several at a well known Loui- 
siana ordnance plant operated by the Remington Rand Division of 
Sperry Rand Corporation. 

A big machine, it naturally poses a big lubrication job... but not so 
big that Cities Service Pacemaker Oil can’t take it in stride. With 
unusually high viscosity index and superior fortification againct oxida- 
tion, corrosion and rust, Pacemaker is a natural for the task. 

Likewise, throughout the various stages of producing artillery 
shells—the end product—Cities Service lubricants are hard at work. 

Clearly, there’s little room for error here—either in the product 
itself or in the machines that make it. That’s why Cities Service lubri- 
cants were chosen... and it’s an equally good reason for making 
them your choice. 

For a survey of your plant’s lubrication needs, talk with a Cities 
Service Lubrication Engineer. Or write: Cities Service Oil Company, 
Sixty Wall Tower, New York 5, N. Y. 


CITIES () SERVICE 


QUALITY PETROLEUM PRODUCTS 


Mn 





High Speed Gas Furnace heats steel to 2660 








HOW THE ORDNANCE PLANT USES 
CITIES SERVICE LUBRICANTS 


MACHINE LUBRICANT 
CO eee Pacemaker 3 Hydraulic Oil 
SE .\ 000 >sdabanelate ..Pacemaker 1 


Speed reduction units ............... Pacemaker 6 


Worm gear reduction units ........... . Optimus 6 
Package compressor units ............ Pacemaker 5 
Metal working machines requiring 

a water soluble cutting oil ............... Chillo A 
General Lubrication ............... Trojan Gear Oils, 


Trojan H-2 Grease 














degrees F. All lubrication is supplied by 
Cities Service products. 


For More 
Octoser 13, 1958 


Partially Finished Shells await final form- 
ing. Unusual number of forming opera- 
tions are required to produce final product, 


Forming Press does final forming of artil- 
lery shells. The press is lubricated by Cities 
Service Pacemaker Hydraulic Oil, 


Information Write No. 258 on Inquiry Card—Page 32 
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Republic Steels “Bar Mill of Tomorrow” 





WHITE-HOT STEEL BAR PRODUCTS are shown being run off into a cooling bed 
at Republic's “Bar Mill of Tomorrow” at Chicago, Illinois. Steel billets, three and 
four inches square, are reduced into high quality bar products at the rate of 
3,000 feet per minute. Production off the mill includes torsion bar quality steels, 
coil spring and spring steel bar quality, cold heading and cold extrusion quality, 
os well as regular merchant quality. A definite advantage to users of torsion bar 
quality material is the fact that bars comihg off the new mill will require less 
centerless grinding to achieve a nearly perfect round. 





FROM THIS AIR-CONDITIONED MASTER CONTROL ROOM, speeds of the 16 
| stands in the quarter-mile long mill are synchronized and controlled so that 

three- and four-inch square steel billets can be reduced in size and shape into 
gh quality alloy and carbon steel bar products. 
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MEANS BETTER 
STEEL BAR SERVICE 
TODAY 


REPUBLIC STRENGTHENS POSITION AS LEADING 
PRODUCER OF BAR MILL PRODUCTS. The recent 
opening of the new 11-inch Bar Mill at Chicago, 
Illinois, together with other strategically located 
Republic bar mill facilities, will provide the most 
complete range of sizes and materials—carbon, 
alloy, stainless, and titanium—in 4” rd. to 10” rd. 
and equivalent footweight sections. 

Republic is the nation’s number one producer 
of alloy and carbon steel bars, Likewise, Republic 
leads ‘in the production of special quality steels. 

The new Republic facility incorporates all of 
the most advanced design features of existing bar 
mills—plus the addition of some unique features 
to help Republic meet today’s exacting require- 





A FOUR-INCH SQUARE BILLET js about to start its run_ through 
the new 11-inch bar mill. After being uniformly heated in a furnace, 
the billet passes through a series of 16 rolling mill stands and is 
reduced to proper size. The mill is capable of producing %- to 1'%4- 
inch rounds and equivalent sizes of squares, hexagons, special sec- 
tions, concrete reinforcing bars, and one-inch to four-inch wide flats. 
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VERTICAL LOOPING OF STEEL, a unique principle in American bar mill design, is shown above. As the billet passes through each set of 
rolls, its size is reduced and its length increased. Note vertical and horizontal rolling stands. On other mills, the steel is looped off to the 
side or below the mill. On Republic's “Mill of Tomorrow”, the steel is looped vertically above the mill while stand speeds are synchronized 


ments for high quality. The new mill is producing 
high quality alloy and carbon steel bar products 
in heavier coil weights, and is capable of produc- 
ing closer than standard tolerances. 

IN THICK TIMES OR THIN, REPUBLIC STICKS BY 
ITS BAR CUSTOMERS. Norman W. Foy, Republic’s 
Vice President in Charge of Sales, puts it this 
way. “Fair treatment to our customers has been 
Republic Steel’s firm policy over the years. It has 
been our aim to build up our capacity so that 
we could provide more steel tonnage for existing 
customers as well as take on additional users. 
We have always considered our assurances of 
steel to customers to be real assurances, for we 
had to have the capacity to back up the orders. 








3-DIMENSION 


Metallurgical Service 


REPU 











STEEL 


Wolds Wideat Kange 
% Standard Steels andl 
Steck Froducad 
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REPUBLIC’S FAMED 3-DIMENSION METALLURGICAL SERVICE TEAMS — field, mill, and laboratory 

are always available to help your personnel apply Republic's high quality bar products to your product 
Carbon, alloy, stainless, and titanium metallurgists will assist in the selection, application, and 
processing of the right bar product for the job. There is no obligation. Mail the coupon for full facts 





This is the reason for our bar mill expansion 
program. When you place your orders with 
Republic, you know that in thick times or thin, 
we have the capacity to fill those orders or we 
don’t take them.” 

“BAR MILL OF TOMORROW” IS REPUBLIC’S 
$18,000,000 INVESTMENT IN THE BELIEF THAT — 
THE FUTURE IS GREAT IN A GROWING AMERICA. 
The new mill was erected as part of Republic's 
$200,000,000 expansion program being completed 
this year. This investment is proof of Republic's 
faith in the future. Faith that America’s eco- 
nomic growth potential is stronger now than 
ever before. Faith that “The Future is Great 
in a Growing America.” 
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REPUBLIC STEEL CORPORATION 
DEPT. PH -6404 

1441 RE“UBLIC BUILDING « CLEVELAND 1, OHIO 
Have a metallurgist call: 
_) Carbon ~} Alloy 


Have a salesman call 
C) Carbon Alloy 


C) Stainless C) Titanium 


C Stainless C) Titanium 


Name __ =. 


Company 





Address 


City Zone 
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INTERNATIONAL AMPHITHEATRE | 
CHICAGO, ILL. 


NOV. 17-21 











What’s new in plastics? Visit the show 
and keep abreast of this ever-changing 
industry. See all that’s latest and best 

. new plastics you can use in your 
products. New equipment to speed pro- 
duction ... find out how to make bigger 
profits through use of plastics. Write 
for free tickets now . . . use your com- 
pany letterhead, please—the general 
public won’t be admitted. 


FIND OUT HOW 
\ YOU CAN USE 
\ 


\| “PLASTICS FOR 
\ PROFITS” 


\ 


SPONSORED By: THE SOCIETY OF THE PLASTICS INDUSTRY, INC. 
250 Park Avenue, New York 17, N. Y. 
For More Information Write No. 260 on Inquiry Card—Page 32 





Association News 





Value Analyst Addresses 
New Orleans Ass’n 


The Purchasing Agents Associ- 
ation of New Orleans held its 
first meeting of the new year at 
the St. Charles Hotel. The speaker 
for the evening was John C. 
Williams, value analyst for the 
General Electric Company’s 
Transformer Plant at Rome, 
Georgia. The subject of his talk 
was “Value Analysis.” A_ short 
talk was also given by the Associ- 
ation’s economist, Robert Elsasser. 

Mr. Dreyfus, chairman of the 
program committee, arranged a 
fine program for this first meet- 
ing. Starting at six o’clock, the 
education committee presented a 
color film entitled “Coal-Servant 
of Mankind.” It presents a com- 
pany’s attempts to cut costs 
through research and develop- 
ment of new equipment for open 
pit mines. 





AMERICAN JAFRANCE Fine EXTINGUISHERS 


@ Low Maintenance Cost * No Special Charging Tools ¢ Eliminates Annual Recharge 
* Air Gauge Pressure Indicator * Pressurized Through Nozzle to Eliminate Extra 
Source of Air Leakage * Equipped with Safety Relief Valve © Patented Alravh Label 





Model PAF Loaded Stream 


(Anti-Freeze) U.L. Rating 2-A, 1-B 


Operating pressure 125 psi. Will not 
freeze at temperatures down to —40°F. 
Ideal for Class A fires. The American 
LaFrance Type K (Loaded Stream) 
Charge is also effective on Class B fires 
in gasoline, grease, oils, etc. ... very 
effective on rubber fires 

—— as it extin- 
. retards re 
ition ‘and flashback. 
§ ipped complete with 
charge. 


Model PCW Clear Water 
U.L. Rating 2-A 

Operating pressure 

100 psi. For Class A 
fires in wood, rubbish, 
ete. Only charge re- 





Expertly engineered for a lifetime of service, the American 
LaFrance 2% gallon Model PAF Loaded Stream (Anti-Freeze) 
and Model PCW Clear Water extinguishers are constructed of 
stainless steel and tested to 500 Ibs. Anti-overfill tube is of stain- 
less stee]. Alrauh Labels are integral with shell, always legible, 
practically indestructible. 


Pressurization through nozzle eliminates extra leakage sources. 
Pressure gauge gives instant “readiness reading”... no annual 
recharging. Transparent nozzle instantly reveals foreign matter 
in passage. 


To operate, just pull locking pin, squeeze lever, direct stream 
at base of fire. When fire is out, discharge can be shut off at 
once, lessening water damage. 


Each extinguisher is furnished complete with hanger bracket; 
record card, and instructions for operation and maintenance. 





quired is clear water. 





Extinguisher must be 
protected from freezing. 


for further information or 
free demonstration. 





Unie AMERICAN |AFRANCE 


RLING 5 


sank tes fiahite 


In Canada, LaFrance Fire Engine and Foamite, Ltd., Toronto, Ont. 


For More Information Write No. 261 on Inquiry Card—Page 32 
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WHAT'S NEW WITH ALUMINUM 








A page of novel and cost-saving applications for the 

interest and information of the purchasing agent. If 

you would like detailed literature on each subject, 
mail the coupon below. 


Split-Base 
« Textile Spindle 


This new money-saver, developed by 
the Hartford Machine Screw Company, 
features a unique two-piece ball bear- 
ing housing of rustproof, easy-to-ma- 
chine Kaiser Aluminum. When re-lubri- 
cating time rolls around, all the operator 
has to do is remove 3 simple screws to 
get at the bearings — and the job is done! 





In addition, the spindle’s lightweight 
aluminum blade reduces stop-and-start 
inertia — cuts vibration and power needs 
in high speed operation. Life expect- 
ancy: 30 years! 


Low- Maintenance 
» Substations 


Extremely corrosive atmospheres need 
no longer raise havoc with substations, 
thanks to rustproof, corrosion resistant 
Kaiser Aluminum. 


Until recently, most substation struc- 
tures were constructed of steel—and 
often required an average of 2 protec- 
tive paint coats every 5 years, especially 
in corrosive atmospheres. 


With aluminum, on the other hand, a 
thin hard oxide film forms on the sur- 
face, a film that shrugs off the ravages 
of industrial and marine atmospheres. 
No paint is needed — upkeep is nil. 
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Result: Because substations made 
with Kaiser Aluminum eliminate the 
cost of maintenance, their total cost 
over the years is actually far less than 


that of steel. 
3 Strong New 
« Weldable Alloy 

For America’s heavy industry 5086 is 
proving a lucky (and profitable) num- 
ber. It’s Kaiser Aluminum’s versatile 
new aluminum alloy —approved by the 
ASME in case No. 1222 for the welded 
construction of unfired pressure vessels. 


Available in plate and sheet form, 
5086 lets manufacturers take advantage 
of aluminum’s light weight, strength and 
corrosion resistance in a wealth of new 
and diversified applications. 


Typical new uses for 5086: petroleum 
tanks and processing equipment, mis- 
sile containers, box car doors, heavy 
duty van trailers and water storage 
tanks. Mail coupon for full facts. 


Please send me detailed 
literature on the subject 
circled below: 


1. Textile Industry 





Kaiser Aluminum & Chemical Sales, Inc. 
Dept. P-949-M, 919 North Michigan Avenue 
Chicago 11, Illinois 


a 


2. Aluminum NAME 
Substations 
3. New Alloy 5086 
ADDRESS__.__ 
4. Electromagnetic 
Coils crry —___—___ 


Compact 
« Foil Coil 


Today’s newly-developed electromag- 
netic coils (wound with aluminum rib- 
bon and interleaving strip insulator) 
offer several cost advantages over con- 
ventional copper wire coils. 


Prime money-savers: aluminum’s 
substantially lower base price .. . its 
favorable weight-conductivity ratio... 
the use of more economical insulation 
... simplified winding techniques. 





Conductor 


Interleoved 











Loyer Magnet Wire 


Insulahon 


Insulahon 





STANDARD COPPER-WOUND COIL 











Moreover, the unique layer-to-layer 
winding of aluminum coils saves valu- 
able space and weight. And aluminum’s 
superior heat-transfer characteristics 
virtually eliminate hot spots, permit 
20% cooler operation. 





KAISER 
ALUMINUM 


THE BRIGHT STAR OF METALS 


For More Information Write No. 262 on Inquiry Card—Page 32 














Speed work, 
cut costs with 
B&D accessories 


You clean up work with a lot less 
effort when you use genuine B&D 
accessories with B&D tools. 

For instance, B&D’s handy Acces- 
sory Rack carries all the vacuum 
attachments you need to do the job; 
keeps em handy, ready to use. Crevice 
Tool puts the finishing touches to a 
real vacuuming job. Wide 15” Floor 
Nozzle and Floor Brush pick up a 
swath of dirt and dust in one pass, 
and B&D’s Semi-Rigid Hose lets you 
get into those tight, tough spots. 





RT \ 
CREVICE TOCL 


15” FLOOR BRUSH 
NOZZLE 
ea 

















<S RTI. 


SQUEEGEE 


‘w= Phone your B&D distribu- 
“Sea tor for these and accesso- 
WIRE weet ries for other B&D tools 
sUSH like Whirlwind Wire Wheel 
’ \\, Brushes®, High Speed 

. \\ Hole Saws and Mandrels 
eae } or Forged Hammer Tools. 

// He stocks ‘em all—stands 
ready to serve you. 






POLE SAW 


INSIST ON THE BEST 


Black’ Deckers 


ACCESSORIES DESIGNED FOR THE TOOL 





Kalamazoo Holds 
Problem Clinic 


The Kalamazoo Valley Associa- 
tion of Purchasing Agents met 
recently at the Hotel Harris. 
President Cliff Gallaher presided. 

The Program, under Paul Bar- 
thold, started off with short talks 
by John Grimes of Globe Con- 
struction Company and Harvey 
Slade of L. R. Klose Electric Co., 
in the “What’s My Line” series 
in which they described the ac- 
tivities of their firms. 

The “Problem Clinic” followed. 
Panel members were Robert A. 
Johnson, St. Regis Panelyte, Earl 
Nelson, Checker Motors, and 
guest David A. Howard, Presi- 
dent, Kalamazoo Container Corp. 
Johnson gave his value analysis 
case. He was supported by actual 
case histories in cost reduction by 
G. E. Frizzel of Valley Metal 
Products Co., Les Hart of Mac 
Sim Bar Paper Company, and Rol- 
lie World of Fuller Mfg. Com- 
pany. Mr. Howard described how 
important “packaging costs are in 
today’s market and _ suggested 
ways in which container manu- 
facturers can aid in product ap- 
peal. Nelson described some of 
the problems of lead time in order 
placement and delivery, and told 
how his company has met some 
of these problems. Interest was 
high and the panel was questioned 
from the floor on various aspects 
covered. 


Purchasing Public Relations 
Discussed at Dallas 


The Purchasing Agents Asso- 
ciation of Dallas held its regular 
monthly meeting at the Brazilian 
Room of the Melrose Hotel. The 
program, under the supervision 
of the public relation committee, 
featured a panel discussion “What 
P.A.’s Can Do To Improve Their 
Public Relations.” Jim Carll, di- 
rector of public information, Lone 
Star Gas Company, spoke on 
“How Purchasing Departments 
Can Help The Public Relations of 
Their Company.” He was followed 
by John W. Johnson, director of 
public relations for Chance 
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Vought Aircraft, who spoke on 
“How Purchasing Departments 
Can Work With Public Relations 
Departments to Mutual Advan- 
tage.” 

Mr. Carll and Mr. Johnson are 
recognized leaders in their field 
in Dallas. Both represent com- 
panies giving close attention to 
sound public relations programs. 

The following new members 
were welcomed into the associa- 
tion at the meeting: D. F. Pierce, 
Carrier-Book Co.; Delwin W. 
Meinholdt, Wilkinson Brothers 
Co.; Harold S. Wickman, County 
of Dallas; Henry D. Hamilton, 
Texas Metal & Manufacturing 
Co.; and Ralph Briggs, Better 
Monkey Grip Co. 


Twin City P.A.’s Visit Univac 





Ross Angier, American Airlines ex- 
ecutive, addressed New York Ass’n. 


The first meeting of the fall sea- 
son for the Twin City Association 
of Purchasing Agents was a big 
success. Under the direction of 
Program Chairman Wayne Ham- 
lett, Continental Machines, Inc.; 
and Chairman of the Month Bob 
Buelow, Remington-Rand Univac, 
an excellent program was ar- 
ranged. A plant trip was made 
to Remington-Rand Univac—#1 
Plant, during the afterncon. Fol- 
lowing the tour was a cocktail 
party at the Town & Country 
Club. Guest speaker of the eve- 
ning was Stephen R. Kane, direc- 
tor of public relations for Rem- 
ington-Rand. Mr. Kane spoke on 
“The Day St. Paul Became A 
Computing Center.” 


For More Information Write No. 263 
on Inquiry Card—Page 32> 











NEW No. 55 
for extra capacity 
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Super power 
for 1001 
cleaning jobs! 
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No. 95 for general use 
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_and popotl No. 65¢ 


A Black & Decker Vacuum Cleaner for every use! 


ACCORDION TYPE HOSE ex- 


tends to 10 feet. Tough, 
durable, sucks in bolts, nuts 
without harm. Wraps around 
motor housing for easy 
storage. 


COMPLETE ACCESSORY LINE for 
every need. For furnace 
cleaning combine No. 65 
Vacuum Cleaner with attach- 
ment assortment or select 
No. 648 Furnace Cleaner. 


VERSATILE—COMPACT enough 
to fit through narrowest of 
passageways. Completely 
mobile. Roll easily over 
rough floors. No. 55 mounts 
on 55 gal. drum and dolly. 


HANDY ACCESSORY RACK on 
No. 95 carries all attach- 
ments you need to do the 
job. Attached to handle, it 
can be removed easily for 
quick cleaning. 


Whatever your cleaning problem—office, halls and 
carpets; factory floors or scrap pick-up, there’s a 
Black & Decker Heavy-Duty Vacuum Cleaner to 
do the job! All completely mobile—all packed with 
twice the suction—with plenty of guts for both 
wet and dry cleaning. 


Choose the model you need: No. 65—perfect for 
general all around use, takes 3% gallons of liquid; 
¥% bushel dry. No. 95 for constant, heavy-duty use 
—13 gallons wet; takes 1% bushel dry. No. 55 for 
extra-capacity—mounts on a 55 gallon drum, 
Mail coupon for free demonstration. 


leoding 


‘an * Tack & D, bor . 


ba'vollow Panee] 


Quality Electric Tools . . . Power-Built to set the pace 


THE BLACK & DECKER MFG. CO., Dept. 1710 , Towson 4, Md, 
(In Ce1ada: Brockville, Ontario) 


Please arrange a demonstration of 
C) No. 55, [) No. 65, [] No 95 Vacuum Cleaner(s) 
(] Send additional literature 
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———> MAIL TODAY FOR A FREE DEMONSTRATION + - 
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You may wish to check certain items 
in this advertisement and forward 
to those concerned in your company. 


ROUTE TO: 











UNUSUAL “EXCHANGE” CHEMICAL 
CHALLENGES INDUSTRY 


lon exchange resins have 
been performing chemical mir- 
acles for years—chiefly in that 
familiar household tool, the 
home water softener. But scien- 
tists know that the real poten- 
tial of ion exchange has 
scarcely been touched. Research 
men at Dow feel that, within 
a few years, at least half the 
ion exchange resins produced 
will be used in fields other than 
water treatment. 


The principle of ion exchange has, 
of course, been known to chemists for 
many years. Stated simply, the resins 
merely trade ions—tiny electrically 
charged particles—for ions of a differ- 
ent type whenever they come in con- 
tact with them. In water softening, 
calcium and magnesium ions, which 
make water hard, are removed by pass- 
ing the water through a bed of resin 
such as Dow’s widely used Dowex®. 
Troublesome magnesium and calcium 
ions are traded for harmless sodium 
ions. 

The future of ion exchange chemistry 
is as broad as the imaginations of 
thousands of research chemists. Its 
applications are almost limitless. One 
of the most interesting is in the separa- 
tion of a relatively unexplored group 
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Constant laboratory research has led Dow 
to many ion exchange resin improvements 
in rece * years. 


of elements known as “rare earths”. 
This group (e.g. terbium, samarium 
and yttrium) constitutes nearly one 
fifth of all the known elements but has 
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been largely ignored by chemists in 
the past because the extreme similarity 
of its members made it almost impos- 
sible to separate one from another. 
Recently, great strides have been made 
in this field, using the ion exchange 
principle. As a result, you will hear 
much more of the rare earths and their 
useful possibilities in the years ahead. 

In more immediate commercial use, 
ion exchange resins are widely used in 
the removal and concentration of ura- 
nium from ore which has been leached 
in an acid solution. 

Medically, the process is used to 
remove calcium from blood by ex- 
changing it for sodium in the resin. 
Since blood must have calcium to clot, 
this is an ideal method of preventing 
clotting when it is medically undesir- 
able, as in the drawing of blood for 
transfusions. 

In the isolation of amino acids 
(widely used in animal feed supple- 
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DOW CHEMICALS BASIC TO INDUSTRY 


Glycols, Glycol Ether * Amines and Alkylene Oxides 
Benzene Derivatives * Inorganic Chlorides * Alkalies and Halogens 
Solvents * Germicides * Fungicides * Herbicides * Fumigants 
Hundreds of other Chemicals * Plastics * Magnesium 
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ments), in the decontamination of 
chromic acid solutions during the plat- 
ing process, and in a thousand other 
ways ion exchange resins are proving 
their worth. The ion exchange process, 
according to Dow, is rapidly joining 
the ranks of distillation, evaporation, 
and crystallization as an established 
unit process. Ion exchange resins are 
useful in isolating materials, classifying 
them, and also as catalytic agents. 





REMARKABLE DYE SOLVENT 
gives fabrics brighter, faster colors 


Many textile manufacturers are re- 
ceiving excellent performance from a 
new dye solvent recently put on the 
market by Dow. Dowanol DE-SG, one 
of the many Dowanol® compounds 
(glycol ether solvents), is used as a 
solvent with pastes containing alkyds 
to control evaporation, aid penetration 
and leveling. 

It is especially effective when used 
with indigo type dyes. Just a little 
Dowanol DE-SG greatly increases solu- 
bility of the dye. It provides brighter 
colors and better resistance to crock- 
ing. (Crocking is the soiling or stain- 
ing of adjacent material by the color- 
ing matter in the fabric.) More and 
more textile people are benefiting by 
Dow’s consistent quality which assures 
them uniform end product. 

Other important uses of the Dow- 
anol products are in today’s modern, 
heavy-duty brake fluids, fast drying 
lacquers, cosmetics and many other 
areas where extremely versatile sol- 
vents are needed. 

* * * 
If these news reports have stirred your 
interest, you can get complete informa- 
tion on any of the chemicals mentioned 
(or any other Dow chemical) from THE 
DOW CHEMICAL COMPANY, Midland, Michi- 
gan, Chemicals Sales Department 853D. 


YOU CAN 
DEPEND ON 








SEEN O Give Pot 7 OMe Sew = |] Dri O Belt Senders 
SEPARAN speeds uranium processing 
Separan® NP10 is a flocculating better than twice what had been 
agent, an “octopus” chemical which achieved before, as well as much 


gathers solids into small masses so 
that they quickly settle to the bottom 
of a body of liquid. Thus, desired 
solids may be recovered, unwanted 
ones eliminated. 

Not long ago, a large mining com- 
pany was attempting to improve 
throughput in its uranium processing 
operation. Its development engineers 
evaluated and used Separan NP1O. 
Net result: an average filtering rate 
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greater metal value recovery. 

Separan flocculants have countless 
uses outside the mining field, too. One 
of the best known is in the clearing 
of waste water in industrial operations. 
Processors requiring purer water for 
their manufacturing operation:s are also 
relying more and more on this speedy 
flocculant. In case after case, its use 
provides more efficient operation as 
well as greater economy. 


of interest to you 





CAUSTIC SODA 


Long a prime source of this vital 
material, Dow has recently opened 
a new caustic terminal at Grants, 
New Mexico, to serve the vital ura- 
nium mining industry. 


ANHYDROUS AMMONIA 


Farmers know this important chemi- 
cal as their cheapest source of ni- 
trogen, an important fertilizer. In- 
jected into earth as gas, it means 
greater productivity per acre. 


DOW-PER® 


This is the Dow trademark for per- 
chloroethylene, used by dry cleaners 
across the country as a synthetic 
solvent for cleaning clothes. Dow is 
a major producer of this product. 


CHELATING AGENTS 


Used to ions in 
liquid, they have wide acceptance 
in soap, textile, rubber, other indus- 
tries. The widest 
chemicals 






inactivate metal 


line of these 
is available from Dow. 
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ACHIEVEMENT 


Rhode Island P.A.’s 
Hear About Fire Arms 


The Rhode Island Purchasing 
Agents Association opened the 


fall season with an interesting 
program arranged by Ed Win- 
slow. Mrs. Ed. Ulrich, representa- 


tive of the Winchester Fire Arms 
” Division of Olin Mathieson Chem- 
“LOCKWELD . ee ng-Pir ical Corp., presented a sound film 
in color entitled “White Tail 
Buck.” Mrs. Ulrich also discussed 
CHECK these in detail a number of fire arms 
unmatched advantages: which were on display. George W. 
reas % Kelsey, vice president of B-I-F 
ses King- Pin. Patented “LOCK Industries, spoke on the subject 
ELD” construction eliminates : - ” 
the major cause of caster of the “United Fund Story. 
failures. The following new member was 
Pineal ted ditlgnstigheiliid admitted to the association: Nath- 
shape providesgreater strength an H. Cutler, Abraham E. Gold- 
through better dispersion of stein, Inc. 
shocks and overloads, easier 
swiveling under load. 


Larger raceways and ball bear- Purchasing Editor 
ings — perfectly aligned by the Speaks at NIAA Meeting 


rigid welded structure — give 
faster, easier swiveling action. C. D. Francisco, midwest editor 
of PURCHASING, was guest speaker 
at a recent meeting of the Min- 
neapolis chapter, National Indus- 
trial Advertisers Association. 

During his discussion of the 
subject “How To Advertise To 
Purchasing Agents” Mr. Fran- 
cisco encouraged advertising men 
to learn more directly about their 
markets. “Get to know more 
about purchasing and the pur- 
chasing agent directly”, he said. 
“Tt seems unrealistic and futile to 
try to reach and impress a group 
of individuals effectively, when 
your knowledge of the function, 
the interests and the responsibili- 
ties of these individuals may be 
based solely on impressions re- 
ceived from your salesmen.” 

As a surprise feature of the 
program, five local purchasing 
agents attended the meeting. They 
remained incognito until the end 
of Mr. Francisco’s talk, when they 
were introduced individually. 
Thus, the advertising men were 
given their first opportunity to 
talk directly with purchasing 
agents. Their interest in learning 
more about the purchasing func- 
tion was expressed by their ac- 
ceptance of an invitation to attend 
the local purchasing agents asso- 
ciation meetings. 
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Fairbanks Series ‘23’ dov- 
ble ball race swivel casters, 
for medium duty, sizes 3” 


Fairbanks Series ‘’33"' rigid 
casters, match Series “23” 
— in height, sizes 3° 
to 


HEAVY DUTY STEEL CASTERS 
' 


Fairbanks Series “'21"° sin ~ 
ball race swivel casters, 
regular duty, sizes 2” to 6". 4 
Matching rigid Series “31” 
casters available. 


ee 


Fairbanks Series “27” dovu- 
ble race swivel casters, for 
heavy Sos sizes 6, 8” 
and 10” 


Fairbanks Series “37"’ rigid 
casters match the Series 
27" casters in height, sizes 
6", 8” and 10” 


Fairbanks Series ‘500°’ Vul- 
canized Rubber Tired 
Wheels, roller bearing, sizes 
3” to 18". Standard of the 
indust 








“SPANGRID Steel Pipe... pre-cut to our specifications... 


SAVED US 133 MAN-HOURS!' 


Says Robert B. Anderson, President of 
R. B. Anderson, Inc., mechanical 
contractor for Karan Corporation 
Building, Denver, Colorado 


*““SPANG helped us where it counts . . . in savings of time and 
money,” states Mr. Anderson. “The problems my company 
faced on the Karan radiant heating job are universal: to meet 
the job specifications and deadline and yet keep costs down 
Thanks to SPANG we did just that. SPANG gave us swift delivery 
of the entire order—1014 miles of SPANGrID Steel Pipe, pre- 
cut to non-standard lengths. 


Spang Supplied Special Pipe Lengths 


“What impressed me,” says Mr. Anderson, “was SPANG’S 
ability to deliver their one-inch in lengths of 38 feet. If we had 
been able to get only the standard length—21 feet—we would 
have had to make 800 extra welds. This saved us approximately 
133 man-hours, or $465.00. 


Fast Service From Spang 


““SPANG delivered our entire order of CW Pipe two weeks 
ahead of earliest date offered by their competitors. This enabled 
us to fabricate the entire radiant heating system by the time the 
general contractors were ready to pour the concrete floor slabs.” 


You Can Get Top-Quality Service, Too! 


Your local SPANG Distributor can give you this same fine 
service on your SPANG CW Pipe order. SPANG Pipe is manu- 
factured under strict quality-control methods, tested and 
inspected to assure you of a top-quality product every time- 


Make it steel pipe—make it SPANG. 


Architect: Stark and Kondel, Denver 

General Contractor: J. & K. Construction Company, Denver 
Mechanical Contractor: R. B. Anderson, Inc., Denver 

SPANG Distributor: Great Western Pipe and Supply, Denver 


SPANG-CHALFANT , 
DIVISION OF THE NATIONAL SUPPLY COMPANY SPAN 
General Sales Offices: 


Two Gateway Center, Pittsburgh, Pa. cw STEEL PI PE 


Welder is shown assembling the 
radiant grid coils, which will be im- 
bedded three inches below the 
surface of a 6 to 8-inch thick concrete 
slab floor. More than 10% miles of 
SpanGrid Steel Pipe were installed, 
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New York Ass’n Hears 
Jet Age Talk 


Ross Angier, director of distri- 
bution sales and engineering of 
American Airlines spoke before 
the Purchasing Agents Associa- 
tion of New York at their 440th 
dinner-mesting held at the Hotel 
New Yorker. 

Mr. Angier’s topic, “THE BUSI- 
NESS MAN IN THE JET AGE,” 
gave a new insight of the impact 
of jet transportation in our indus- 
trial economy. His talk was of 
vital interest to the two hundred 
purchasing executives attending 
the meeting who have the prime 
responsibility for scheduling ma- 
terials to keep the wheels of in- 
dustry turning at maximum speed. 

Mr. Angier launched his career 
with the American Airlines in 
1938 as a Reservation Agent in 
Boston, Mass. His specialization 
in the fields of cargo and air- 
freight began in 1951 when he was 


appointed to the post of regional 
manager of cargo at Chicago. 
Metropolitan Purchasers 
To Conduct Purchasing 


Course 





The Metropolitan Purchasers 
Club held their first meeting of 


the fall at the Chateau Restaurant 
in Manhattan. First event of the 
meeting was the showing of an 


American Management Associa- 
tion film “Data & Decision,” which 


explained how electronic com- 


: puters are being used in business. 

- Industrial Following dinner, B. N. Karp- 
Distributor son, purchasing agent for Federal 

Telephone and Radio Co. of New 


Jersey, spoke on “Electronic Buy- 
ing.” Mr. Karpson discussed the 
complexities of electronic buying. 
W x His talk was well received and 
. tp. followed by several questions 

Ww V ¢ Ul faste / from the audience. 
A special announcement was 
made at the meeting: the Metro- 
/ [ ad yi /[ iAagas politan Purchasers Club will con- 
S duct a purchasing course. The 
title of the course is “Administra- 
tion of Purchasing Function.” The 
course will be conducted by Don- 


ald Keliher, director of purchases, 
DELTA FILE WORKS, INC., PHILADELPHIA--37, PA. American Smelting and Refining 


ioe Co. 
A PLUM B Subsidiary For More Information Write No. 268 
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GEMERAL 
ELEGTRIC 





Only G-E lgnitrons Come PROVED for Welding Service! 


General Electric is the only builder of ignitrons to 


use test equipment which fully proves tubes under 
actual welding conditions. Tests are made at voltages 


and currents exceeding maximum requirements. 


Occupying over 3,100 cubic feet of area, General 
Electric’s extensive test equipment probes for—and 
rejects—any operating faults which might affect the 
performance of G-E ignitrons in your plant, such 
as improper ignitor firing, tube arc-backs, etc. 


Here is unexcelled protection for your dollar 


investment in ignitrons! Here is the best possible 


assurance that your welder downtime will be kept 
low—that production will remain high. 

Install General Electric full-load-tested ignitrons! 
Made in the widest range of sizes and types. Fully 
competitive in price . . . stocked by a G-E tube 
distributor who is near you. Phone him! Distributor 
Sales, Electronic Components Division, General 
Electric Company, Owensboro, Kentucky. 


Progress /s Our Most Important Product 


GENERAL ELECTRIC 


ti-t2-102 
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Twenty-eight years ago Jack O’Sullivan was run- 
ning a swing-frame grinder for Crucible Steel... 
now he’s President of Engineered Sales Co., one 
of New Jersey’s largest abrasive distributors. He 
knows grinding from the operator’s point of view 
and from the cost accountant’s. 


PuRCHASING 





Sometimes, the answer to a P. A.’s prayer 

is a salesman who’s willing to go right out 

in the shop and work with the operators. 

That’s what happened when Cooper Alloy 

Corporation found they had grinding jobs 
New baby swing- frame takes weight load of portable that couldn’t be done with big swing- frame 
grinder off operator... enables him to grind smooth, 


flat surface without accidental scars and nicks due grinders... and were costly back-breakers 


to fatigue. when done with portables. 


cuts costs and back-acRhRes trey turned the 


problem over to Bay State distributor Jack 
O’Sullivan and he came up with an idea. 
Working with Bay State and Fox Grinders, 
Inc., he devised a baby swing-frame that 
used the conventional cup wheel and raised 
hub disc wheels normally used only on port- 
ables. This enabled Cooper’s operators to 
grind hard-to-reach surfaces and do cut-off 


/ an : ‘ work without fatigue...and with a great 


Tricky I. D. grind demands a light, precise touch with 
a coarse-grained cup wheel (tapered or straight). 
Operator is free to concentrate on accuracy. 


deal more speed and accuracy. 


Like Jack O’Sullivan, all Bay State repre- 
sentatives are more than just grinding wheel 
salesmen. That’s why they often come up 
with ideas that result in basic operating im- 
provements and economies. Why not call in 
your Bay State man? Better grinding at 


lower cost — that is his business. 


a7, “ 


Versatility of new grinding set-up permits operators to 
use Bay State raised hub disc wheels (‘‘hat’’ wheels) 
for notching and cutting off sprues, gates, risers. 


BAY STATE 
ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 
In Canada: Bay State Abrasive Products Co., Ltd., Brantford, Ontario. 
Branch Offices : Bristol, Conn., Chicago, Cleveland, Detroit, Pittsburgh. Distributors: All principal cities. 
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Over 3000 Companies buy 
CHARTS from Technical ! 
DO YOU? 


Saves your time... 


Holds down costs 


Obvious economies result from 
“single source” purchasing of all 
recording charts. Why write a 
dozen purchase orders to different 
suppliers when one to Technical 
does the job? Fewer headaches, 
too, in “following through.” 


ACCEPTANCE by America’s leading industrial firms 
attests to Technical’s fine quality — achieved through years of 
specialization in one product. 

Serving America’s 


“Blue Chip” Industries 


c€CHNICu SALES CORPORATION 


16599 Meyers Road Detroit 35, Michigan 








National Representatives for 





For More Information Write No. 270 on Inquiry Card—Page 32 








Association News 


North Alabama PA’s 
Hear Editor 


The North Alabama Branch of 
the Purchasing Agents Associa- 
tion of Alabama, held a monthly 
dinner meeting at the Elk’s Lodge 
in Huntsville. President Larry 
Highfill, Reynolds Metals Com- 
pany, presided. 

Mr. George L. Wilson, purchas- 
ing agent for Jefferson County, ' 
Birmingham, Alabama and editor 
of the Alabama Purchasor, was 
the speaker. Alton Belcher, Rohm 
& Haas Co., was in charge of the 
program and introduced the 
speaker. Mr. Wilson’s talk was 
titled “Spotlight on Purchasing”. 
He brought out the important 
part that purchasing people are 
playing in industry. He also 
pointed out that all purchasors 
are responsible for good public re- 
lations and should always be con- 
scious of this fact. His talk was 
most informative and was en- 
joyed by all. President Highfill 
read the article from “The Presi- 
dents Page” (J. N. Day, Jr.) of 
the August 1958 issue of the Ala- 
bama Purchasor. The response to 
the reading of the article was a 
standing ovation. The North Ala- 
bama Branch greatly appreciates 
the compliment paid by President 
Jim Day. 

It was announced that the 
“Daddy” of the North Alabama 
Branch, Mr. Carl Thomas, Owen- 
Richards Company, was 71 years 
young on August the sixteenth. 
All present rose and sang “Happy 
Birthday.” A report on the ar- 
rangements of the 15th Annual 
Conference of Purchasing Agents 
of the Southeast to be held in 
Jacksonville, Florida, on October 
12-14, 1958, was made by Mr. Carl 
Thomas. 





Swap Shop at 


Toledo Ass’n 

The Toledo Purchasing Agents 
Association held its first meeting 
of the new season at the Toledo 
Yacht Club. Bill Fisher held a 
swap shop in the ballroom on the 
topic of traffic troubles. Dick Rice 
rounded out an evening with a 
talk on “The Care and Handling 
of Purchasing Agents.” 
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Got a Real Tough Starting Problem ? 


. Single-phase Type RA 2 to 15 hp. 
Wagner Repulsion-Start Induction Motors 
start heavy loads with low current 


, y T RA j fa Hetil MOTOR STARTING TORQUES 
The agner ype A 1s the work-horse of the sing e-p lase GET MORE STARTING L+H 
motor field. It combines high starting torque for quick, easy TORQUE WITH THE ‘90 GB Ga 
starts with low starting current and minimum light flicker. It 


has a constant high operating speed, even under overload, and 


REPULSION stant™| 
SAME HORSEPOWER 


a flat efficiency curve over a wide operating range MOTOR STARTING CURRENTS 
You practically eliminate service problems when you power 
tough single-phase applications with Wagner RA Motors. They 
have unmatched ability to start high inertia or heavy friction 
loads repeatedly and they give many years of unfailing service. 
Let a Wagner Sales Engineer show you how these motors can 


be applied to your needs. Call the nearest branch office or write 
for Bulletin MU-220. 


Wagner Electric @rporation 


6400 Piymouth Ave., St. Louis 14, Mo. 
BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


H.P. OLD FRAME SIZE PRESENT FRAME SIZE 
aly Se... ae _ 4 pole (1750 RPM, 60 cycle and 1450 RPM, 50 cycle) ratings 
”% 


184 . . . . . . . 
1 204 are interchangeable in mounting dimensions with capacitor 
start motors of the same ratings. 


% OF FULL LOAD TORQUE 


224 ~~ 213 
a — 215 


: 254 254U 
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Got a Normal Starting Application? 




















EFFICIENT COOLING SYSTEM—The improved ven- 
tilating system used in these motors directs a large 
volume of air through the motor to effectively reduce 
temperatures and add to motor life. Cross section 
above indicates direction of air flow. 


















Single-phase 
Type RK 
Ye through 5 hp. 

























QUICK BREAK SWITCH—The starting winding and 


WAG N E R capacitor are disconnected from the line by this 
CA PAC IiTOR -STA RT M OTO R gS Wagner Switch —test-proved to make more than a 


million makes and breaks . . . the equivalent of two 


provide dependa ble starts. aa starts per hour for 50 years. 
long troublefree life ' 






Here's the single-phase general purpose motor that gives more horsepower with 
ess bulk—is rugged enough to permit direct mounting, compact enough to fit in 
tight spots. Available with sleeve or ball bearings — with rigid bases or with 
resilient mountings for exceptionally quiet operation. 


ALL-ANGLE OPERATION 

lhe sleeve bearing design in fractional hp ratings, has a positive lubrication system 
hat permits operation in any position. All angle mounting can mean important sav- 
ings in initial costs to manufacturers—can help the design engineer in a tight spot. 
You can get these motors from leading motor distributors in your community 
ind from Wagner Sales Offices in 32 principal cities. Your Wagner Sales Engineer 
vill be glad to help you select the right motor for your application. Wagner 
Bulletin MU-217 gives full details. 





MYLAR®* INSULATION — Mylar-paper laminated 

slot insulation gives top protection against moisture, 

° . adds thermal stability, to give more application 

Wagner Electric Corporation versatility and longer life when unexpected over- 

6400 Piymouth Ave., St. Louis 14, Mo. loads occur. * DuPont Trademark 
BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 






WAGNER “48" SPLIT PHASE MOTORS ... 1/6, 1/4, 1/3 hp. 









for low If you need a small fractional horsepower motor for use on fans and blowers or on 
starting a wide variety of easy-to-start machines and appliances, you can't beat the Wagner 48" 
Type RB Motor. It offers all the advantages of the Type RK described above, with the exception 
torque of high torque capacitor starting. This smaller, lighter, limited use motor can solve 


requirements many application problems economically. wuse-8 



























TIGHTEN UP FASTENERS 
TO TIGHTEN 
DOWN ON COSTS 


@ Too little tightening wastes 
fasteners’ strength—invites failures 


@ Proper application saves on 
material and production costs 


Go the limit in tightening bolts. 
You’ll find this not only more eco- 
nomical, but safer too. For the 
strength of a rigid connection de- 
pends not on how strong a bolt is, 
but rather on how much clamping 
force’ it exerts when tightened. 


Example: A bolt good for 20,000 
pound load is tightened to just 5,000 
pounds tension. Believe it or not, 
joint strength from that bolt would 
be only 5,000 pounds. 


Case History: Earthmover’s bucket 
kept coming loose. Bolts were up- 
graded progressively, finally to alloy 
steel and to 1%-inch size . . . to no 
avail. Trouble was they still were not 
being adequately tightened. Bigger 
wrench, more torque and standard 
%” RB&W high tensile bolts stopped 
problem, saved money. 


Obviously, the more of the fas- 
tener’s strength you use, the smaller 


it can be. That’s why RB&W High 
Tensile Bolts are such good buys. 
They have more strength to give. 
They cost less than the larger ma- 
chine bolts or bright cap screws they 
can replace. Moreover, smaller bolts 
mean smaller holes to drill or tap. 
Smaller holes can often mean reduc- 
tion in size of fastened members. 


For a penetrating, productive 
value analysis of your fastening op- 
erations, make use of an RB&W 
Fastener Man. You may be sur- 
prised at the cost cutting his 
experience makes possible. Russell, 
Burdsall & Ward Bolt and Nut Com- 
pany. 


~ 


114th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 
Rock Falls, lll.; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco, Sales 
agents at: Milwaukee; New Orleans; Denver; Fargo. 
Distributors from coast to coast. 





Economical lock nut 


Staking opposite sides of these 
RB&W acorn nuts deforms threads 
for a positive grip. It also puts 
middle of nuts slightly out-of- 
round, for a spring tension locking 
effect. They’re designed for appli- 
cations such as outdoor furniture, 
where anchoring fasteners is more 
important than solid seating 
Available in aluminum, steel, sili- 
con bronze. 

These all-metal nuts can also be 
furnished in double chamfered 
style. Since they lock with their 
middle threads, they can be turned 
onto screw from either side. 





Silicon bronze fasteners 
combine desirable features 


Silicon bronze offers the highest 
conductivity in fasteners able to 
withstand high stresses. It resists 
corrosion, stays free from season 
cracking, too. It makes ideal fas- 
teners for electrical use where ten- 
sile strength is important; or for 
corrosive environments. 

One of the first to develop such 
fasteners, RB&W cold works them 
for tensile strength and for clean, 
well formed threads that don’t 
seize. Oval bolts, hex bolts and 
nuts, and U bolts available. Spe- 
cials can be developed. 


RB&Ww FASTENERS—STRONG POINT OF ANY ASSEMBLY 
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SAFE, SURE 
SHIPPING! 





Continental 
Steel Containers 


®@ Positive protection 

@ Superior lithography 

@ Fast delivery 

@ Top quality 

@ Full line 

® Re-usable 

@ Famous Continental service 


Call Continental when you need steel 
containers. Get top quality plus 
outstanding Continental service. 
Engineering and research assistance 
available to help you solve any pack- 
aging problem. 





Flaring Pails Tight-Head Pails Lug Cover Pails 











PERMA-LINED TO 
PROTECT HARDO-TO- 
HOLD PRODUCTS 

Airless hot sproyed 

enamel lining assures 

complete interior cov- 
erage, guarantees 
100% protection. 





CONTINENTAL (> CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
eee PERS 
For More Information Write No. 273 
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Data Processing Facts 


Given to Dallas P.A.’s 





Frank Wodrich, of Texas Instru- 
ments, speaking to the Dallas Pur- 
chasing Agents Association on the 
subject of Data Processing. 


At a recent meeting of the Pur- 
chasing Agents Association of 
Dallas, Frank W. Wodrich of 
Texas Instruments Incorporated 
spoke on the subject “How Data 
Processing Can Reduce Costs in 
Purchasing.” 

Mr. Wodrich was assisted by 
William B. Scott, also of Texas 
Instruments. They outlined the 
procedures involved in carrying 
out data processing programs and 
described how the concept was 
introduced to their company. 

The dinner meeting was held at 
the Melrose Hotel. W. B. Brown, 
Jr., chairman of the educational 
committee, presented the pro- 
gram. 


Midwest Business 
Opportunities Exhibit in 
St. Paul 


A gigantic six-state Midwest 


Business Opportunities Exhibit, 


designed to increase contract op- 
portunities and rising employ- 
ment possibilities to Upper Mid- 
west firms and communities, is set 
for October 15, 16 and 17 at the 
Minnesota State Fair Grounds in 
St. Paul. 

Purpose of the exhibit is to 
bring more defense as well as 
civilian production into this area 
through the gathering together of 
prime contractors and federal 
government defense agencies with 
Midwest industrial firms. The en- 
tire project will serve as a cen- 
tralized meeting place for large 

(Please turn to page 178) 








BARECO 
o, WAX 


MICROCRYSTALLINE 
WAXES 


@ Wide Selection 

®@ Highest Quality 

@ Consistent Uniformity 
@ Dependable Purity 


= = 


HARD WAXES 


Petrolite 
P-20/25 








210/220 


B-Square 
Series 170/195 


Petrolite 
C Series 190-195 


Starwax 
Series 180 min 16 
max 


PLASTIC WAXES 


Ceraweld, 

Ceratak, 

Victory, 

Ultrafiex, 

Jet Black 140-185 11/30 Amber, 
min Black, 


Brown, 
White 


EMULSIFIABLE WAXES 


Petrolite 
PE 100 195/200 2 4's 15-20 
max max 

Petrolite 
C Series 180 min 2-7 Dark, 10-35 

max 4, 44 

$, 6 NPA 

Petronauba 


Series 180-185 5-7 Yellow, 15-28 
min max Amber, 
Cream 

Petrolite 

R-50 2 4, 40-50 
max 


BARECO WAX Company 


SALES OFFICE: Box 2 


DISTRICT SALES OFFICES: 


150 East 42nd Street, New York 
332 So. Michigan Ave., Chicago 
119 Coulter Ave., Ardmore, Pa. 
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New! 


from International Paper 


TYON 


An improved anti-skid 
treatment for Multiwall Bags! 





fg 


Up ramps and over bumps, bags treated with 
“Tyon” sit tight. Allow faster handling. 


Here is an anti-skid treatment for multiwall 
bags that really works. Inclined Plane tests 
of bags treated with “Tyon” show: 
@ “T yon” is 20% better than ordinary 
anti-skid treatments 
@ 30% better than rough kraft 


@ 40% better than standard kraft 





x 


You can cut breakage loss—and danger 

from slipping, creeping stacks in the warehouse 
and on your trucks. Bags treated with “Tyon” 
stack to stay. They cling to pallets. Offer 

firm grip for fast, safe loading and unloading. 


Stacked high or riding a sling, they cling. 
Safer—resist slip and creep. 


Remember, you get lots of advantages—with a 
lot of savings—when you 
specify multiwall bags 
treated with “Tyon”. . . 
another product of 
International Paper’s long 


Look for this trademark Se . ox perience 
ae SS ee research and experience. 





Send coupon for samples and full information 


Over bumpy roads, around curves, they ride 
don’t slide. Eliminate breakage—speed delivery. 


INTERNATIONAL PAPER COMPANY 
220 East 42nd St., New York 17, N.Y. 
Room 1404 Q 


INTERNATIONAL Please send samp.es and Tyon information 
PAPER 


BAGPAK DIVISION, N. Y.17, N.Y. 


your most dependable source of supply... 





a — 


‘ POE ————————————— 
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eventeen Key Questions 





Simplify Value Analysis 


of Fasteners 


By KENNETH E. JOY, General Sales Manager 
Judson L. Thomson Manufacturing Co. 


In approaching the problem of select- 
ing fasteners that provide the greatest 
utility per unit of cost, it pays to be 
completely objective. Playing favorites 
or rejecting the old for the new can 
often prove costly. An unbiased ap- 
proach to the analysis of fasteners, 
however, can slow down a project un- 
less you have a system for quickly 
evaluating the many possible - 
tives. 

Such a system must have a starting 
point. May I suggest rivets as the log- 
ical start? There are two reasons why. 
As cold-formed fasteners, mass-pro- 
duced at rates ranging from 75 to 400 
a minute, rivets cost less than most 
other fasteners. Machine-set at rates 
as high as 180 a minute, they keep 
assembly costs at a minimum. 

You can simplify the evaluation of 
rivets by answering the following 
seventeen questions: 

1. Have hon considered rivets for all 
assemblies that call for permanent 
fastening? 

2. Where welding is now being used, 
can rivets plus gaskets or sealants 
provide comparable air tightness 
or water tightness at lower cost? 

3. Where stapling is being , can 
the heads of rivets add decoration 
or utility at little or no extra cost? 

4. Where stitching is being used, can 
rivets replace or supplement it for 
greater strength? 

5. Can rivets replace expensive re- 
movable fasteners where assembly 
is not absolutely essential? 

6. Can self-piercing rivets — deep- 
drilled or bifurcated (split) oe 
eliminate the cost of drilling or 
punching holes in the material to 

assembled? 

7. Can the addition of caps or burrs 
(washers) under the clinch of 
rivets permit their use on brittle 
or easily torn materials now fas- 
tened or joined a more expensive 
way? 

8. Can the use of pneumatic or hy- 
draulie rivet-setting machines 


which control impact allow the use 
of rivets for assembling fragile 
materials? 

9. Can a change in assembly design 
provide access for machine-set riv- 
ets to replace more costly fas- 
teners? 

10. Can a change in assembly sequence 
introduce the speed and economy 
of riveting? 

11. Can special cold-formed rivets re- 
place more costly parts as pivots, 
contacts, stud followers and the 
like? 

If the above questions lead to the 
decision that you can switch from 
other fasteners to rivets, the foliow- 
ing questions will help you evaluate 
sources of rivets. 

12. Does the rivet manufacturer make 
all kinds of rivets to give you com- 

lete freedom of choice? 

13. How many standard specifications 
does the rivet manufacturer offer 
to lessen the possibility of more 
costly specials? 

14. When special rivets are necessary 
does the manufacturer have ex- 
perienced engineers who can solve 
new problems fast? 

15. Does the rivet manufacturer also 
make machines to assure trouble- 
free assembly at lowest cost? 

16. Does the supplier concentrate his 
engineering, production and qual- 
ity control talent in one plant for 
expediting delivery of top quality 
rivets? 

17. Does the supplier stock adequate 
supplies of most-wanted standard 
rivets in conveniently located 
points? 

Free “‘Fastener Fact File” 

This new manual of rivet and rivet set- 

ting machines provides complete infor- 

mation needed for efficient value analy- 
sis of fasteners. 

Write Judson L. 

Thomson Mfg. 

Co..Dept. P, 

Waltham 54, [| 

Massachusetts. =) 





Tig woson t. THAI ORISON src. co. warruam sa, 
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companies seeking production 
outlets in the Upper Midwest, 
small firms on the lookout for 
added business, and federal pro- 
curement agencies who let gov- 
ernment contracts. 

Thousands of products turned 
out by the men and machines of 
industry from all over the coun- 
try, with particular emphasis on 
Upper Midwest products, will be 
displayed at the exhibit. 

Hundreds of prime suppliers of 
industrial goods from the Midwest 
and all parts of the United States 
are invited to participate in the 
event which will bring procure- 
ment agents of the government, 
the nation’s principal government 
prime contractors and commercial 
industry to the area. 

It is estimated that exhibitors 
and business visitors to the ex- 
hibit will represent close to 90 
billion dollars worth of business. 

Serving as co-sponsors of the 
industrial trade fair will be the 
Minnesota Department of Busi- 
ness Development and the cor- 
responding offices of the states of 
Iowa, Montana, North and South 
Dakota and Wisconsin, Chambers 
of Commerce, particularly those 
of Minneapolis and St. Paul, and 
numerous cities in the region. 


Atom Scientist Addresses 
North Jersey Group 


Tom B. Lanahan, atom scientist, 
was guest speaker at the Purchas- 
ing Agents Association of North 
Jersey’s first dinner meeting of 
the season held at the Essex 
House, Newark. Mr. Lanahan 
spoke on “Atomic Energy in War 
and Peace.” He included in his 
address the presentation of two 
films showing the firing of the 
first hydrogen bombs. A record 
crowd of members attended. 

Lionel C. Mercier, purchasing 
manager of ITT Laboratories, was 
moderator of the forum which 
preceded the dinner meeting. The 
topic was “Price and Cost Deter- 
mination.” Three important parts 
discussed were: the nature of 
prices, determination of vendors 

(Please turn to’ page 182) 
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He knows refrigeration tubing problems cold! He’s Glenn Eastman, 
one of the many GM Steel Tubing Sales Engineers who work 

with leading refrigeration manufacturers to help them get the most 
for their tubing dollar. He can recommend the oa and most 
economical means of satisfying your specifications on existing high 
production manufacturing equipment. His knowledge of the 
industry will help you cut costs in tubular refrigeration 
components and still retain maximum efficiency. And he knows 
that GM Steel Tubing is the cleanest you can buy, 
quality-controlled beyond specifications for greater strength and 
dependability. Put some on test in your plant today. You'll see 
why GM Steel Tubing leads in refrigeration sales . . . by miles! 
Rochester Products Division of General Motors, Rochester, New York. 


SEE SWEET’S CATALOG Ia/Ro 





E STER PRC 






AMERICA'S LARGEST MANUFACTURER OF REFRIGERATION TUBING | 
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Alcohol J regebar-neye= Qualified 
in all }o) @ ker Rstelebeb erent 
formulations policy help 


-Effective Promptest OF-5 i t-h bolas 
assistance Tebetsmesd of supply 
bet et-Pekeeebetss delivery 


he) weet 


Se: 
if you'd like 


THIS KIND OF ALCOHOL SERVICE 


we'd like to hear from you 


[f you purchase alcohol — whether anhydrous... 

pecially denatured ... or pure—you want, first of all, 
products that consistently meet your specifications 
for quality, uniformity and accuracy of make-up. 
U.S.1. alcohol formulations meet, and, in many cases, 
exceed these specifications. 


Good alcohol service should also include assurance 
of fair pricing practices. 

As a U.S.I. customer, you have this assurance. 

Good alcohol service should include quick delivery. 

U.S.1.’s network of denaturing facilities, and ware- 

housing and distribution points, just about guar- 

antees this. 

[t should include technical personnel to help deter- 
mine the proper denatured alcohols for new applica- 

ns. 


U.S.I. has such people. 


For More Information Write No. 


* It should include pointers in handling the complex 
regulations and forms governing purchase and use. 


Our long experienced sales personnel can be of 
much help here. 


* Finally, good alcohol service should offer certainty 
of supply. 
U.SI. has never failed to supply an established 
customer. 
These are the features that make up our alcohol serv- 
ice. They can save you a lot of trouble. If they check 
with your idea of a good service, why not have a U.S.1. 
sales representative call on you. 


GSP ruse. CHEMICALS CO. 
Division of National Distillers and Chemical Corp. 


99 Park Ave., New York 16, N. Y. 
Branches in principal cities 
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SPIRAL BEVELS 
SPURS... ZEROLS 
WORMS... SPLINES 
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SEND FOR G.S. technical data, free! G — g i ves y ou G by ‘@) U N D T Ee e T H 
See where and how we mass- a ” 
manufacture Small Gearing to uni- 


formly fine tolerances. Folder con- for maximum dimensional accuracy 


tains 23 pictures of Small Gears, 
jew ell ; tral : :; ; : 
ane Monte ay Be 9 Regen for Every precaution must be taken to avoid dimensional distortion in many critical 


your copy on company stationery, gear applications —such as, for example, with the Spur and Worm combination 
please! at the left and the Zerols at top right (both for aircraft uses); or where excep- 
tionally high finish is desirable to give smoother unit performance, as with the 
Spur Gears (for a pump application) at the lower right of the illustration. 

Special equipment of the most modern design allows G.S. to handle such re- 
quirements most effectively with ground teeth. This method of manufacture 
corrects heat-treat distortion which takes place with hardened gears, as well as 
permitting extremely high finish. 

G.S. can supply ground teeth in Spur Gears as fine as 24 pitch up to 8 d.p.; in 
Zerols or Spiral Bevels, from 24 d.p. to 6 d_p.; in Worms, from 96 d.p. to 8 d.p.; 
and straight side or involute Spline Shafts. 

This is only one of the many special operations which can be provided in our 
magnificently equipped plant—or we can supply you units with less complex 
Specialties, Inc. requirements, made with custom precision at production-run economies. Call in 

our skilled engineers to discuss your problems — it’s worth a lot to have G.S. on 
2635 WEST MEDILL AVENUE : duc team! 
CHICAGO 47, ILLINOIS fa eal te chilag it 


FRACTIONAL Wo, 
= 


SPURS © SPIRALS * HELICALS © BEVELS * INTERNALS 
WORM GEARING * RACKS * THREAD GRINDING 
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moving 
service 
to all 






Wheaton serves Alaska, our new 49th state, by air. Also 
Howaii, Germany and many other foreign countries by land and sea. 
It's your safest move for personnel, exhibits and office equipment. 


COAST TO COAST 
LONG DISTANCE MOVING 








OVER 500 
AGENTS IN ALL 
PRINCIPAL CITIES 
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Bands For 
Every Purpose 


costs too high? 


Here’s an easy way to bring down costs 
of a products. Let Chicago 
Molded’s engineers tackle your product 
design or finishing problems. Backed by 
unbeatable facilities, and 39 years ex- 





perience in this relatively young field, 
Chicago Molded knows how to cut 


a= away unnecessary frills, k costs 
ONE PIECE SEAMLESS p a to earth. And they do the job on 
Outstretch - Outlast all others time. Get the full story from: 

We't. make bands for your CHICAGO MOLDED 
special needs. All Pl ith 

Standard Bands meet Federal 
Specifications. NATIONALLY 


DISTRIBUTED — AT YOUR 
REGULAR SUPPLIERS. 


PLYMOUTH RUBBER CO., INC. 
Since 1896 
CANTON, MASSACHUSETTS 
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price, and price legislation. Panel 
members were John Babiy, pur- 
chasing manager of Permacel 
LePages Inc., New Brunswick; 
Vincent Huether, purchasing 
agent of Ethicon, Inc., Somerville; 
and William Coates, purchasing 
agent of Westinghouse Electric 
Corp., Newark, N. J. 





Student Essay Winners 
Honored by New York 
Ass’n 





Robert J. Power, award winner of 
the Student’s Essay Contest of the 
NAPA. 


The first award winner of the 
1957 Student’s Essay Contest of 
the National Association of Pur- 
chasing Agents was honored at 
the monthly dinner-meeting of 
the Purchasing Agents Associa- 
tion of New York. The Student’s 
Essay Contest is sponsored each 
year by the education committee 
of the National Association of 
Purchasing Agents to advance ed- 
ucation for the purchasing profes- 
sion in colleges and universities. 

Robert J. Power of Brooklyn, 
an undergraduate student at City 
College of New York, selected as 
his topic “The Need for Standard- 
ization” and his manuscript was 
adjudged the best of the 144 pa- 
pers submitted in the contest. The 
award includes a grant of $500.00 
for the furtherance of the stu- 
dent’s professional education. 

Edward Berlin of the Bronx 
and Donald McDonald of Kew 
Gardens, Queens students of the 
Baruch School at City College re- 
ceived certificates of merit for 
outstanding papers. 
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Thirty years’ 
research devoted , 
exclusively to... . 


metallurgical information for: successfully solving your corrosives-handling problems 


Coupled with ¢ontinuing research in design, foundry and machining techniques, this Aloyco 
specialization results in new and better corrosion resistant valves for many specific applica Longer Lasting 
tions. One example above: Aloyco completely jacketed valves (the first ever to be integrally ee 
cast in high alloys). are designed for viscous liquids and other fluids difficult to move at A Loy C f) 
room temperatures VALVES 


Isn't your surest source of supply the one company with research, manufacturing and sales 





all devoted to Stainless Steel Valves exclusively? 
> 


a ae So} Ae eS See ee ok Som em egek Ey -U. Bf 


Linden, New Jersey 








31033; 








EW-2.3 


HYGRADE spii0 ecbuctrs 


1 
1410 s HORSEPOWER INPUT 


e 


Ine Features for 
p Mus Cervice 


Strong, tough cast iron housings 
insure exact and permanent gear 


alignment, rigid bearing support 


Wide-faced worm gear, made of 
Virgin alloy bronze, on a forged 


steel gear shaft. 


§ Alloy steel worm and shaft 
rr tae) ia a-teM@@mel-lael-lal-leMe-laleMelael fale, 


radial and 
shaft 


worm 


Extra capacity ball 
thrust bearings on 
tapered roller bearings on 
gear shaft. 


worm 


® Improved neoprene spring 
backed lip seals on shafts 


Now—Foote Bros. offers the longer 
service life, greater capacity-for- 
size, more compact design and 
extra quality of famous Hygrade 
Reducers in 96 new combinations. 

Advanced worm gear design and Foote 
Bros. precision production techniques 
make these new Hygrade Reducers the 
most efficient and economical power 
packages you can buy. And they're 
easier to select and buy, because Foote 
Bros. Distributors and Branch Ware- 
houses carry them in stock ready for 
immediate delivery. 





FOOTE BROS. 
GEAR AND MACHINE 





CORPORATION 
4577 South Western Bivd. : 
Chicago 9, III. Beller Power Thani mission Through Beller Geass 
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Trenton Elects 
New Officers 


The Purchasing Agents Club of 
Trenton, New Jersey recently 
elected a new slate of officers to 
serve during the 1958-59 year. 
They are: William H. Morris, 
C. V. Hill & Co., Inc., president; 
D. A. White, Winner Mfg., Com- 
pany, vice president; Carl W. 
Zigrand, Nothelfer Winding Labs, 
treasurer; T. E. Meskill, S. G. 
Frantz Co., Inc., secretary; Wil- 
liam G. Egeln, Baldwin-Hill Com- 
pany, assistant secretary; Norman 
S. White, Thermoid Company, 
director; Joseph G. Hottinger, 
J. A. Roebling’s Sons Corp., direc- 
tor; and William F. Predhome, 
Ternstedt Division, General Mo- 
tors Corporation, director. 


Suppliers 





Selas Corporation of America, 
Dresher, Pa., has announced that 
Fred K. Whiteside, sales repre- 
sentative in the company’s Hart- 
ford, Connecticut, sales district, 
has moved his headquarters to 


860 Park Avenue, Bloomfield, 
Conn. 
William Peist has been ap- 


pointed to the position of sales 
manager of Standard Products 
Division, Gilman Paper Company. 
His headquarters are in New 
York, at 630 Fifth Avenue. Mr. 
Peist will supervise the sales of 
all sealing tapes, wrapping and 
unbleached converting kraft. 


Promotion of Edward H. Hodg- 
son to sales manager, Worm Gear 
Jack Division, and appointment 
of Howard E. Flood as manager, 
sales promotion and marketing, 
has been announced by Duff-Nor- 
ton Co., Pittsburgh, Pa. Before 
joining Duff-Norton as a district 
sales manager in 1949, Mr. Hodg- 
son was a steel salesman in the 
Pittsburgh district for many years. 
Mr. Flood previously was asso- 
ciated with Ketchum, MacLeod 
and Grove agency as a marketing 
specialist, Koppers Company and 
the Crucible Steel Company of 
America. 
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What happens when design or production requires a variation 

on a standard self-locking hex nut? Can you find a source quickly and 
economically? You can if you call on ESNA, because ESNA’s 
standard line of hexagon nuts includes hundreds of dimensional, 
material and tensile variations. Probabilities are that one of 

them will meet your requirements. 


Every nut illustrated here is a standard part. They range 
in size from a sub-miniature 0-80 thread that is only 
.107” across the flats to a 4’’-4 thread that is 

64%” across. Thread series include SAE, USS and 
British BSF, BA and Whitworth series. Most are available 
in carbon steel, stainless, brass, and aluminum. The 
locking effectiveness of the red locking collar of an 
Elastic Stop nut has been tested and proved by more 
than thirty years of actual field service on locomotives, 
pile drivers, oil drilling machinery and washing 
machines, truck and tractors. Elastic Stop nuts do not 
gall or seize bolt threads; they can be re-used many times. 





These standard ESNA hex nuts are available from 

stock or are produced under normal lead times. And, of 
course, additional hundreds of “specials” are also available. 
The next time you need either a standard or an unusual hex 
nut call ESNA, the company that makes the most complete 
line of self-locking nuts available to American industry. 


For details on the Elastic Stop® nuts shown here, 
write Dept. N43-1015 


ELASTIC STOP NUT CORPORATION OF AMERICA 


2330 Vauxhall Road 






Union, New Jersey 





For More Information Write No. 285 on Inquiry Card—Page 32 
Octoser 13, 1958 12s 











FURCHASING 













DANGER) 
EXPLOSIVES 


KEEP AWAY 








TRESPASSING 


UNDER PENALTY 
OF THE LAW 











ANGER 


| NO ADMITTANCE 
“WITHOUT A PERMIT 








“Signs since 
1863” 


STONEHOUSE SIGNS, INC., Stemehouse Building, 9th and Larimer, Denver 4, Colorado 


STONEHOUSE 
SIGNS say 








\ KEEP OUT... 





In and around a busy plant, there are 
scores of places where a safety conscious 
or security conscious management 
must say KEEP OUT... and say it with 
real authority. The proper sign, from 
STONEHOUSE, warns trespassers or 
unauthorized personnel and visitors of 
restricted, closed or dangerous areas... 
lets them know unmistakably where 
they may or may not go. 

Each sign is made of enduring, 
tested materials, and is manufactured 
in accordance with 
American Standard specifications. 


* Write today for our free, full-color, 

64 page catalog of thousands of ready-to-ship 
safety signs, plus information about 
custom-printed signs to meet your special needs. 
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Alabama Group Hears 
Birmingham Praised 

Hugh Bigler, president of the 
Southern Electric Steel Company, 
Birmingham, Alabama, was the 
feature speaker at a recent meet- 
ing of the Purchasing Agents 
Association of Alabama. 

The title of Mr. Bigler’s address 
was, “Best Buy Birmingham.” 

Mr. Bigler stated that he would 
not trade one year in Birmingham 
for any ten years he had spent 
anywhere else. He also stated that 
every day since the Korean War, 
a new plant costing in excess of 
$1 million has been started in the 
south. 

An interesting part of Mr. Big- 
ler’s talk was the fact that a man- 
agement association is currently 
taking an audit of the people in 
Birmingham as to the quality of 
the doctors, industrial, labor, 
clergy, and professional people. 
Birmingham was selected because 
it is a young city which grew out 
of the desire of various peoples 
to come to and develop for com- 
mercial purposes materials that 
are abundantly available in the 
area. 


Correspondence Course In 
Purchasing Sponsored By 
Canadian Association 


The first graduating class of a 
two-year correspondence course 
in purchasing, conducted by the 
University of Toronto and the 
Canadian Association of Purchas- 
ing Agents, received their certifi- 
cates recently. 

Indicative of the interest in pur- 
chasing is the fact that George A. 
Davis, a former president of the 
Purchasing Agents Association of 
Toronto donated $500 to the lead- 
ing student resident in Canada, 
and $250 to the leading student 
resident in Ontario. In addition, 
C.A.P.A.’s regular awards are 
$150 for the leading Canadian, 
$100 for the second, $75 for the 
third, $50 for the fourth and $25 
for the fifth. 

The course is open to Ameri- 
cans as well as Canadians. 

The first-year subjects include: 
English, Accounting, Company 
Policy, and Departmental Organi- 

(Please turn to page 188) 
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20% WASTE 
WITH ORDINARY SHELVING 


" WASTE 
” WASTE 


" WASTE]; 








” WASTE 


* waste -]> 











SAVING IN ANNUAL RENTAL: 





SAVING IN INITIAL BUILDING COST: 





20% LESS SHELVING NEEDED 
WITH ERECTOMATIC 





---~- 10,000 $Q. FT. ----------- 


8000 SQ. FT. 


2000 SQ. FT. x $10/SQ. FT. ~ $20,000 
2000 SQ. FT. x $3/YR./SQ. FT.— $6,000 
OVER 3 YR. PERIOD — $18,000 | 


J 


4“ 








yY 
2000 SQ. FT. 
| NEARLY ENOUGH 
TO PAY FOR THE 
NEW SHELVING 


A typical example of the savings in space made possible by Hallowell Erecromatic steel shelving is illustrated above. 


8000 square feet of Hallowell ERECTOMATIC 
Steel Shelving can hold as much 
aS 10,000 square feet of ordinary shelving 


Reduction in floor space and shelv- 
ing is made possible by quick- 
change shelf positioning and 
exclusive corner post construction, 
permitting more effective utilization 
of area between shelves. 


More effective utilization of the area 
between shelves can provide major sav- 
ings in industrial and commercial shelv- 
ing installations—whether you own, rent, 
or are planning to build the area 
required for storage. 


Hallowell ErEcTomaTic® Steel Shelving 
permits such utilization. Quick-change 
shelf positioning eliminates waste in 
vertical spacing, increases the usable 
storage area by as much as 20%. Exclu- 
sive corner post construction permits 
full utilization of shelf width, too. Typical 
savings in initial building costs and annual 
costs are listed in the tables opposite. Ask 
your authorized Columbia-Hallowell 
dealer for details. 


Or write Columbia-Hallowell Division, 
SPS, Jenkintown 31, Pa. or SPS West- 
ern, Santa Ana, Calif. 


SAVINGS IN INITIAL BUILDING COSTS 
(per 100 sq. ft. of storage space eliminated) 
















































































Jo floor space Building cost per 100 sq. ft. 
saved by 
ERECTOMATIC $700 800 900 1000 1100 1200 1300 1400 1500 
5 $ 35 40 45 50 55 60 65 70 75 
10 70 80 90 100 110 120 130 140 150 
15 105 120 135 150 165 180 195 210 225 
20 140 160 180 200 220 240 260 280 300 
SAVINGS IN ANNUAL COST 
(per 100 sq. ft. of storage area saved) 
Jo floor space Cost (per year) per 100 sq. ft. 
saved by 
ERECTOMATIC | $100 200 300 400 500 600 700 800 900 1000 
5 $ 5 10 15 20 25 30 35 40 45 50 
10 10 20 30 40 50 60 70 80 90 | 100 
15 15 30 45 60 75 90 | 105 | 120 | 135 | 150 
20 20 40 60 80 100 | 120 | 140 | 160 | 180 | 200 
Jenkintown « Pennsylvania 








Standard Pressed Steel Co. © The Cleveland Cap Screw Co. e 

Columbia Steel Equipment Co. @ National Machine Products Co. 

e Nutt-Shel Co. e SPS Western @ Standco Canada ltd. e 
Unbrako Socket Screw Co., ltd 
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Here’s a cable supporting system with space reserved for future needs 


Cope cable trough gives 
your system room for growth! 


Cope cable trough design gives you 
greater load carrying capacity per 
dollar now—plus built-in system ex- 
pansibility that will minimize the cost 
of future system expansion. A single 
24” wide section of Cope cable trough 
supports as many cables as 16 lengths 
of 4” conduit. Additional cables can 
be quickly and easily laid in existing 
trough as new equipment installations 
require. The lower first cost of a Cope 
cable trough installation saves you 
money a second time when you need 
to increase or expand your power 
distribution system! 


Reduced System Maintenance Costs. 
Easy-to-get-at Cope cable trough also 
eliminates costly maintenance prob- 
lems down the line. Once cable is laid 
in Cope expanded metal trough, it’s 
readily accessible for easy inspection, 
repair . . . or re-routing when system 





changes are required. And greater 
installation flexibility of lightweight 
Cope cable trough and a complete 
line of system accessories and fittings 
reduce design time up to 25% for lay- 
ing out the most complicated system 

. assure easy system maintenance 
even in the most cramped quarters. 


Cut Costs i} hree \.ays. You save three 
ways when you specity Cope cable 
supporting systems with pin-type 
coupler . . . trough, ladder or channel. 

© LOWER FIRST COST 

© LOWER INSTALLATION COSTS 

® LOWER SYSTEM MAINTENANCE COSTS 


Discuss these advantages tor your 
installation with a qualified Cope rep- 
resentative—or write to T. J. Cope 
Division, Rome Cable Corporation, 


Collegeville, Pa. 


Cope sells exclusively through electrical wholesalers who specialize 
in materials and service for every electrical installation require- 
ment. You can depend on them for fast service and competent advice. 


T. J. COPE Division 


ROME CABLE 


Go rreo RAT i ee 


- 
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zation. The second-year subjects 
are: Commercial Law, Economics, 
Departmental Function and De- 
partmental Procedure. 

Anyone interested in taking the 
course should write to: W. A. 
Small, executive secretary-treas- 
urer, Canadian Association of 
Purchasing Agents, 67 Yonge 
Street, Toronto 1, Canada. 


Suppliers 





Establishment of a new branch 
sales office in New York City has 
been announced by Pesco Prod- 
ucts Division, Borg-Warner Cor- 


Joseph A. Wilson 


poration, Bedford, Ohio. Named 
manager of the new branch is 
Joseph A. Wilson. In his new posi- 
tion, Mr. Wilson will be respon- 
sible for providing sales and ap- 
plication engineering assistance to 
aircraft and engine companies in 
New York, New Jersey and 
Pennsylvania. The line of prod- 
ucts to be sold through the new 
office includes hydraulic gear 
pumps, fuel pumps, electro-hy- 
draulic servo valves, axial flow 
fans and electronic cooling pack- 
ages. 








FOR MORE INFORMATION 
USE INQUIRY CARD 
PAGE 32 
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22 Tons of Cast Steel Against 


ERIE Force & STEEL cast steel ship’s stern 
frames meet and beat the stern challenges of the 
seven seas . . . steel castings bred and born to 
survive Neptune’s furious tempers against mari- 
time and naval shipping. Like the men who for 
centuries have mastered the sea, these cast 
steel components boast the rugged strength, the 
inborn quality to win the coveted 
on every voyage, 


“‘well done’”’ 


The Sea 


Casting and forging dependable ship’s com- 
ponents and vital parts for industrial machines is 
a long-time habit at Erie Forge & Steel. A habit 
combining strict quality control from raw materi- 
als to finished casting, long experience in produc- 
ing steel castings to exacting specifications, mod- 
ern metallurgical, engineering and production 
methods . . . Procedures that assure the results 
you expect. Consult with us. 


ERIE, PENNSYLVANIA 


MEMBER AMERICAN IRON AND STEEL INSTITUTE 





Precision-Annealing 


cvs WRI 
PHOSPHOR BRONZE 


> Oa r- ee eee are 
and formability 


s 
Close up shows how, WRM precision- 
annealed phosphor bronze withstands 
severe bend. 


Close up of ordinary-annealed spring 
temper phosphor bronze shows surface - 
beginning to rupture at the bend. 


These photos will give 
you an idea of how Waterbury 
Rolling Mills precision-annealed 
phosphor bronze can improve your 


production 


By a closely-controlled anneal prior to finishing, Waterbury 
produces spring-temper phosphor bronze with up to 3 times normal formability 
elongation) plus higher fatigue life. The finer, more uniform grain structure 
produced by this process also improves surface finish and insures consistent 


production quality. 


Over 50 years of specialization enables WRM to produce 
hosphor bronze with special ability for your application. 


Available in strip, sheet or coil. 


Send for this new, free, 60-page catalog 
of WRM facilities, abilities and metal specifications. 


oa 


ALSO MWMICKEL SILVER &2 OTHER COPPER ALLOYS 
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T. R. Evans has been named 
sales manager for the Fine Metals 
and Chemicals Division of Electro 
Metallurgical Compamy, a divi- 





T. R. Evans 


sion of Union Carbide Corpora- 
tion. Mr. Evans will be respon- 
sible for field sales and customer 
service on products of Electro- 
met’s Fine Metals and Chemicals 
Division. He will make his head- 
quarters in Niagara, N. Y. 


James C. Nairn has been named 
manager of industrial sales for 
the Canadian Duff-Norton Com- 
pany, Limited. Mr. Nairn, whose 


James C. Nairn 


headquarters are in Toronto, will 
be responsible for sales activities 
in the general industrial field in 
Canada. He joined the company 
in 1956 as sales engineer. 


Dale S. Hodges has been ap- 
pointed assistant sales manager of 
Allegheny Steel Band Company, 
Pittsburgh, Pa. Mr. Hodges was 
formerly Cincinnati district man- 
ager for the same company. 


PuRCHASING 








EATON-RELIANCE cost-reducing 


fasteners do the job easier, taster, surer 


THE 
BEST 
INDUSTRIAL 
FASTENERS 
FOR THE 
ny COE De 


When you choose industrial fasteners for any type 
job, you look first for two things—QUALITY and 
PRICE. Eaton fasteners give you both. Eaton 
quality is the result of many years’ experience, high 
engineering standards and an efficient quality control 
system. Eaton also gives you production and service 
geared to your schedules. The Eaton price is low-- 
consistent with high quality—because machinery is 
modern, employees are skilled, and the raw steel is 
cold drawn, cold rolled and heat treated to rigid 
specifications. 


Eaton-Reliance Industrial Fasteners are truly fasten- 
ers to be relied on. Design and industrial engineers 


in major fast-moving industries such as automotive, 
farm implement, construction machinery, appliance 
—to mention a few—call for Eaton quality fasteners 
on many varied types of assemblies. 


An examination of our complete 
line, described in Engineering Bul- 
letin 4K/3, will show you the wide 
range of types available and give 
you fresh ideas on cutting your 
fastener costs; send for a copy 
today, or request one of our in- 
dustrial fastener engineers to call. 
There is no obligation. 


RELIANCE DIVISION 





MANUFACTURING COMPANY 
513 CHARLES AVENUE . MASSILLON, OHIO 


EATON 


A SALES OFFICES: New York «© Cleveland «* Detroit « Chicago * St. Lovis * San Francisco * Los Anceles 


PRODUCTS: Engine Valves: Tappetse Hydraulic Valve Lifters e Valve Seat Insertse Jet Engine Partse Hydraulic Pumps 
Motor Truck Axles ¢ Permanent Mold Gray Iron Castings ¢ Forgings e Heater-Defroster Unitse Automotive Air Conditioners 
Fastening Devices « Cold Drawn Steel Stampings » Gearse Leaf and Coil Springse Dynamatic Drives, Brakes, Dynamometers 
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Edgcomb Steel of New England, 
Inc., announced the appointment 
of Richard W. Clare, Jr., as man- 
ager of aluminum sales. 

Mr. Clare was first employed 
by the company as a salesman in 
the Boston office in 1950. When 
the Nashua warehouse was 
opened in 1951, he was trans- 
ferred to Nashua. Since that time 
he has been employed as a sales- 
man, specializing in aluminum 
and has covered most of Eastern 
Massachusetts and Worcester 
County. 


J. A. Sulzmann has been ap- 
pointed Cleveland district sales 
manager for the Upson-Walton 
Company of Cleveland. Mr. Sulz- 


ill 


J. A. Sulzmann 


mann has been manager of Upson- 
Walton’s Pittsburgh district sales 
office for five years. He will con- 
tinue to fill this post in addition 
to assuming the duties of Cleve- 
land district manager. He will 
maintain offices at 12500 Elmwood 
Ave., Cleveland 11, Ohio. 


Brown Trailer Division of 
Clark Equipment Company has 
established an eastern sales and 
service branch at Linden, N. J. 
Henry G. Milans, Jr., is the new 
eastern region sales manager. 
Mr. Milans territory will include 
eastern Canada, the New Eng- 
land states, New York, Pennsyl- 
vania, Delaware, Maryland, Vir- 
ginia and West Virginia. 








Shippers 
Agree... 


It’s P-l-E! 


PACIFIC IMTERMOUNTAIN EXPRESS 


TERMINALS AND OFFICES 
IN PRINCIPAL CITIES 


GENERAL OFFICES: P-1-E BUILDING 
14th AND CLAY STREETS 
P. 0. BOX 958 OAKLAND 4, CALIF. 
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too many parts? 


Nothing new in that. It’s one reason we 
have a staff of first-rate plastic engi- 
neers—to do away with costly, needless 
frills. Backed by 35 years experience, 
and unbeatable research and produc- 
tion facilities, Chicago Molded engi- 
neers can deliver the parts you want 
... at low cost .. . in any size and in 
any quantity . . . on time. For the full 
picture, call or write: 


CHICAGO MOLDED 


PRODUCTS CORPORATION 
1025 N. Kolmar Avenve 
Chicago 51, Illinois 
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GIVES DETAILED SPECIFICATIONS, 
DIMENSIONS AND ORDERING INFORMATION 
... PLUS USEFUL TECHNICAL DATA 

ON COMPLETE LINE OF 

STAINLESS STEEL PIPE FITTINGS 


This 86-page Ladish catalog and technical data 
manual provides information vital to all who specify, 
purchase or install stainless steel pipe fittings. 


Volume is tab indexed by type of fitting for quick 
reference to comprehensive tabulations of specifica- 
tions, manufacturing standards and corrosion data. 


Use the coupon below to get this one master 


reference manual on a complete line of stainless steel 
pipe fittings. 


ONE MASTER REFERENCE 
FOR COMPLETE DATA ON... 


@ BUTT WELDING FITTINGS 
(IPS AND TUBE 0.D. TYPES) 


@ FLANGES—ASA, MSS, 
LIGHT TYPE AND 
CORROSION WEIGHT 


@ SCREWED AND SOCKET 
FITTINGS AND UNIONS 


.. complete line covers the 
sisal amend Sone, sizes, 
wall thicknesses and material 
ua 


=O- 


TO MARK PROGRESS 


LADISH (¢ 


CUDAHY (Milwaukee Suburb) Pr 


Branch Plants: Milwaukee & Kenosha, Wis. e Los Angeles e Houston 


SALES OFFICES: Amarillo e Atlanta e Baton Rouge e Brantford, Ont 
Calgary e Chicago e Cincinnati e Cleveland e Denver e Havanc « Houston 
Los Angeles @ Mexico City e Montreal e New York e Odessa « Ph hilodelphio 
Pittsburgh @ St.Louis e St. Paul e Son Francisco e Seattle « Toronto e Tulsa 











Jade wis couron FOR YOUR LADISH 


STAINLESS STEEL caratos /palay/ 


LADISH Co. 


Cudahy, Wisconsin . 
oS 

Please send me without cost or obligation the Ladish 86-page 

Stainless Steel! Fittings Catalog and Technical Manual 
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TURCHASING Zgaepize 


WHAT OCCUPIES THE MIND OF A 


PURCHASING AGENT TODAY... 


besides prices and deliveries ? 


Most of a modern purchasing agent’s time 
is occupied with top level thinking about the 
efficiency of his company’s operations. The 
key word is HOW. 


How to help reduce costs in production, 
handling materials, maintenance, shipping, 
packaging. 


How to improve the systems used for inven- 
tory control, warehousing, communications, 
interviewing suppliers, keeping records, mak- 
ing contracts. 


How to conduct effective value analysis 
meetings to reduce costs and improve the 
value of his own company’s finished products. 


How to assess today’s news. How to inter- 
pret actions of Congress and the administra- 
tion. How to read trends and figure whether 
prices are going up or down. 


Each of these “hows” represents a method, 
and you can take it from us—or if you prefer 
from the purchasing executive in your own 
company—that these methods take up the 
bulk of his time, his thinking. 


Because this is true, PURCHASING devotes the 
bulk of its editorial content to reporting, 
analyzing and evaluating the methods that 
help purchasing executives in their constant 
effort to improve the efficiency of all com- 
pany operations. 


However, the editors of PURCHASING cover 
three other kinds of information needed by 
purchasing agents. 


price trend information 


In modern purchasing you buy ata price... 
but you buy in a trend. Whether you buy 
now or later, how much you buy, depends 
more on the trend than on the spot price. 


Day to day prices are quickly obtained from 
the market and the daily press. Trend infor- 
mation takes longer because basic figures on 
industrial production, inventories, credit, 
employment, etc. are reported only once a 
month by governmental agencies. To meet 
this important need for trend information, 
PURCHASING presents trend charts in Pulse 
of Business every other issue. 


information from Washington 

In a similar way PURCHASING interprets 
the trends behind spot news. Washington 
Report, a feature of every issue, is interpre- 
tive reporting by men experienced in pur- 
chasing and at the same time familiar with 
the sources of the kind of information pur- 
chasing men want. 


information on products and processes 


The modern purchasing executive obviously 
needs reliable information on new products, 
improved products, and manufacturing 
processes that his own company —or his sup- 
pliers—may be able to use to advantage. 
PuRCHASING Magazine provides this useful 
information in every edition, but goes further 
than a “new product” section. Its editors 
select and edit this kind of information spe- 
cifically for the known needs of purchasing 
agents. 


a complete service 


Methods — trends — interpretation — prod- 
ucts and processes — these are the basic in- 
formation needs met every-other-Monday by 
the editors of PuRCHASING Magazine. Small 
wonder that PURCHASING leads on every front 
— circulation, readership, editorial content, 
editorial staff, editorial awards...or that ad- 
vertisers find it pays best to reach purchasing 
agents through the pages of PuRCHASING 
Magazine. 


205 East 42nd Street 


New York 17, N. Y. 
a Conover- Mast publication 


oa oa 


THE METHODS AND NEWS MAGAZINE FOR INDUSTRIAL BUYERS 





There are many reasons why it isn’t profitable to carry 
too large a stock of specialty steels in your shop. Perhaps 
excessive manpower is tied up in handling large inven- 
tories . . . maybe you are trying to free dollars for more 
productive use . . . or cut down on worrisome paper 
work. If any of these is a problem, there is a way out! 


But it hinges on the ability of your steel supplier to 
meet your day-to-day specialty steel needs, quickly and 
without hesitation. 


For example, here’s how Carpenter is doing everything 


ll ll 
+ 


[arpenter | 


Take this 
new look at 


possible to help you: We are continually building our 
stocks of tool, stainless, and alloy steels. You can expect 
the closest kind of cooperation from your Carpenter 
representative . . . as well as the order desk people, ware- 
house crew, and the office staff. All with the idea of 
working with you to hold down specialty steel costs and 
improve your results. Call your nearest Carpenter Mill- 
Branch Warehouse, Office or Distributor, any time. 
The Carpenter Steel Company, 182 W. Bern St., 
Reading, Pa. 


ha Dat 


_.., Mill-Branch Warehouse Service 


Mill-Branch Warehouses, Offices and Distributors in Principal U. §. Cities 
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facts to consider when you're buying 


WOVEN WIRE 


CONVEYOR BELTS 


FOR 


CONTINUOUS PROCESSING 














DIRECT FACTORY REPRESENTATIVES—Your Cambridge 
Sales Engineer is a specialist in woven wire belts—he can 
give you precise recommendations on belt or conveyor 
designs with a view toward providing you with the most 
economical belt consistent with long life and maintenance- 
free service. 


A WIDE RANGE OF BELTS—9 basic weaves, any size or 
mesh. For processes involving high temperatures or acids, 
we'll furnish belts in any metal or alloy required. We'll 
also supply raised edges and any standard or specially 
designed surface attachments. 


QUALITY MATERIALS AND WORKMANSHIP— Materials 
purchased from dependable suppliers, skilled factory men 
and the latest in machinery and fabrication techniques 
assure you of a better belt that will give longer service 
with a minimum of maintenance. Every Cambridge belt 
has smooth, uniform welds, accurate mesh count, exact 
mesh size. 


SERVICE AND ENGINEERING LEADERSHIP With the 
vast background of experience gained from years of 
service, our engineers and designers can design belt con- 
structions best suited for special or new applications 
as they arise. 


THE MOST COMPLETE REFERENCE MANUAL IN THE INDUSTRY—A 
partial list of contents includes: illustrations and descriptions of typica) 
belt applications, flow sheets for automated processing, a complete 
section on metals and alloys, recommendations on selecting, installing 
and operating woven wire belts, illustrations, descriptions and metal- 
lurgical data on the various weaves, constructional features and examples 
of conveyor designs. For copy of this helpful book, simply write us direct. 


For full details on how Cambridge can help you cut costs, maintain high product uni- 
formity and increase production with continuous processing on Cambridge Woven 
Wire Conveyor Belts, talk to your Cambridge FIELD ENGINEER soon. He's listed in the 
phone book under “BELTING, MECHANICAL”. 


wire 
CLOTH 





OFFICES 
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‘(‘Re) The Cambridge Wire Cloth Co. 


IN PRINCIPAL 


Department AK 
Cambridge 10, 


Maryland 
INDUSTRIAL CITIES 














Narda Ultrasonics Corporation, 
Westbury, L. L, N. Y., has recent- 
ly moved into a new one-story 
building that provides an addi- 
tional 16,500 square feet of pro- 
duction space. The company pro- 
duces ultrasonic cleaning systems 
there, a fast and economical meth- 
od for industrial cleaning oper- 
ations. 

At the plant, Narda has an as- 
sembly line operation, where gen- 
erators, transducers, and cleaning 
tanks are mass produced. The 
corporation also has an extensive 
research and development labora- 
tory and an overhaul and repair 
shop as an integral part of its 
factory. 

The firm was formed as a sub- 
sidiary of Narda Microwave Cor- 
poration, Mineola, L. I, N. Y., 
which still owns around 60% of 
the stock. The remainder is held 
by Narda Microwave stockhold- 
ers, who were granted shares in 
Narda Ultrasonics as a stock divi- 
dend. 

Narda now makes a wide va- 
riety of off-the-shelf units in all 
price ranges, called SonBlasters. 
This cavitation equipment is used 
for cleaning, degreasing, and ra- 
dioactive decontamination. In the 
next few months, Narda plans to 
introduce several new lines of 
ultrasonic equipment, including 
units for special purpose cleaning, 
chemical processing, thickness 
gaging, and flaw detection. 

The company has recently ac- 
quired Alcar Instruments, Inc., 
Little Ferry, N. J. Alear manu- 
factures non-destructive testing 
equipment, ultrasonic welding 
and soldering equipment, and 
other special purpose custom-built 
ultrasonic systems. It specializes 
in ultrasonics research and sup- 
plies ultrasonic equipment to both 
industry and government. 

In addition, Narda bought a 
50% interest in Phoenix Indus- 


(Please turn to page 200) 
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..» UNIONARC Welding saves $7000 


Unionarc Welding —LINDE’s new electric 
welding method for steel—increased produc- 
tion by 300% and saved a western pipe mill 
$7000 on a single run of steel pipe. Replacing 
covered electrode methods, UNIONARC Weld- 
ing is expected to save this company $150,000 
a year. 

UNrioNarc Welding uses a continuously-fed 
wire electrode, magnetically coated with flux 
and shielded with carbon dioxide gas. It has 
three times the speed and weld penetration 
of covered electrode welding. And UNIONAR( 
Welding gives you “finished”, X-ray quality 
welds and low hydrogen deposits—in all weld- 


ing positions. 


on one production run 


See for yourself—ask your nearest LINDE 
representative to prove that UN1onarc Weld- 
ing slashes time and labor costs over conven- 
tional methods. Call your local LINDE office 
today! Or write Box PC-102, Linpe Company. 
Division of Union Carbide Corporation, 30 
East 42nd Street, New York 17, N. Y. Offices 
in other principal cities. In Canada: Linde 
Company, Division of Union Carbide Canada 


Limited. 


elite). 


inde rey N-1=1| 0) 3 


TRADE-MARK 


“Linde”, “Unionarc”™. and “ Union ( a-bide™ are registered trade-marks of Union Carbide Corporat on. 
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GARLOCK VITON* RUBBER PARTS 
AGAINST 600° F. HEAT, HARMFUL 


MEETS NEEDS OF NEW ERA. Ushered 
in by the new era of jets, missiles, and high- 
horsepower engines, today’s extreme tempera- 
tures and exotic fuels mean only one thing to 
component manufacturers—the need for de- 
veloping rubber parts on engine, transmission, 
and braking systems that will withstand 
practically any lubricant and fluid in use, and 
in temperatures that quite frequently rise to 
the 600° F. level. 

In the field of gaskets, seals, and packings, 
Garlock’s answer is Viton rubber. VITON is 
the only known rubber that will maintain 
excellent mechanical properties and resilience 
in contact with solvents and high tempera- 
tures. It is available in many Garlock products 
—Kuozure** Oil Seals, MecHanipak** Me- 
chanical Seals, ““O” Rings, Cups, Gaskets, and 
Cuevron ** Packing. 


HUNDREDS OF NEW USES. Military 
aircraft and missiles have been the main 
attraction for Garlock’s Viton. Lately, how- 
ever, it’s finding vital civilian applications as 
valve stem seals on truck engines, pump seals 
on automatic transmissions, and on gasoline: 
pumps, hydraulic cylinders, and thermostat 
bellows—practically any mechanical equip- 
ment where you need rubber parts which give 
maximum resistance to deterioration by liquid 
or heat. 


SUPPLEMENTS EXISTING RUBBERS. 
Viton does not replace existing rubbers—it 
supplements them. Garlock, for instance, offers 
a complete line of packings, gaskets, and seals 
using Silicone rubber. In temperatures to 
400° F., Silicone provides resistance to low 
swell mineral oils, low compression set, and 


ARLO CK 


Packings, Gaskets, Oil Seals, Mechanical Seals, 
Molded and Extruded Rubber, Plastic Products 
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OFFER PROTECTION 
SOLVENTS 


excellent dielectric properties. Garlock also 


furnishes a complete line of natural and syn- 





thetic rubbers for use in lower temperature 
areas. Your local Garlock representative will AGED AT 600° F. Viron, when oven aged in air (illus- 
; trated above) at 600° F. for 24 hours, 500° F. for 250 hours, 


be glad to work with you in selecting the right . ‘ke : 
ws and 400° F. for 2400 hours, retains its excellent mechanical 


one to best suit your needs. properties and is still usefully elastic, proving its value on 
Products of Viron and other rubbers are either intermittent or continuous application. And, tested 
>nn0 two for sub-zero characteristics, Vrron remains adequate for 


most services, without cracking, as low as — 50° F. 


important parts of the Garlock 
thousand different styles of packings, gaskets, 
and seals for every need. The only complete 
line. That’s why you get unbiased recommen- 
dations from your Garlock representative. Call 


him, or write for further information. 


‘ Garlock offers new VITON rubber on @ MECHANIPAK 
" Mechanical Seals, @ KLozuRE Oil Seals QO” Ring 
Packings and Gaskets and @ CHEVRON Packing. 








*DU PONT TRADE MARK *#REGISTERED TRADE MARK 

IMMERSED FOR SEVEN DAYS. Garlock Vion re- 

tains its duro, tensile strength, and elongation characteris- 

tics when immersed for one week in twenty of the most- 

THE GARLOCK PACKING COMPANY widely used—and perhaps harshest—solvents, lubricants, 
Palmyra, New York fluids, and acids on the market today. In the test illustrated 

above, two rings of Nitrile rubber and two rings of Vrron 

For Prompt Service, contact one of our 30 sales offices and were dipped in trichlorethylene; Viton (right) retained its 
warehouses throughout the U. S. and Canada. original dimension—the Nitrile rubber (left) swelled 


almost 50%. 
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There’s a 






Thermoid Conveyor Belt 


for every job 


Cut costs with 


And for 
YOUR JOB, 


Thermoid Hose... 





, too! 


oe 


You'll find that Thermoid has 
a Conveyor Belt that wears 
better, lasts longer, stays ‘‘on 
the job” to save you time and 
money. Each Thermoid Belt 
is built to do a specific job best. 
The same is true of Thermoid 
Hose, Multi-V Belts and Fric- 
tion Materials. Call your local 
Thermoid Distributor. 


hermol 


Thermoid Company 
Trenton, New Jersey * Nephi, Utah 
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(Continued from page 196) 


tries, Inc., a New York industrial 
holding company that controls 
Harrison Laboratories of Newton 
Highlands, Mass. Harrison makes 
hydraphones and special ultra- 
sonic test equipment and has large 
capabilities in underwater sound 
and remote control communica- 
tions. 

Narda and its subsidiaries have 
also purchased an interest in three 
companies that supply it with im- 
portant materials. These are Clyde 
Briggs Co., a Long Island manu- 
facturer of sheet metal; Ontario 
Industries, a transformer pro- 
ducer; and a chemical firm. 





Knox Glass Incorporated has 
opened a new plant at Dayville, 
near Danielson, Conn. The 
105,000-square-foot manufactur- 
ing and office buildings are built 
on a 25 acre site with its own 
railroad siding and truck loading 
docks. This newest addition to 
KGI’s chain of container manu- 
facturing plants marks the return 
of the industry to New England 
after an absence of some 80 years. 
The furnace will melt up to 140 
tons of flint glass daily. 


Headquarters for Bryant Gages 
and Surface Plates has moved 
from Springfield, Vt. to the Ex- 
Cell-O Plant in Greenville, Ohio. 
The Bryant line includes thread 
and groove gages for production 
checking, and long-wearing true 
granite surface plates made to 
precision standards and stocked in 
various sizes. The move was an- 
nounced by the Ex-Cell-O Corpo- 
ration, Detroit, which acquired 
the Bryant Chucking Grinder 
Company earlier this year 
through an exchange of stock. 


For More Information Write No. 300 
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TEMP 








LARE 


when strip-outs 
cause re-do’s! 


Take any operation where assemblers must match-up 
tapped holes, avoid cross-threading, and drive machine 
screws into place—and you could be sitting on dynamite. 

“When strip-outs occur (and they will), work stops or 
the piece must be removed from the line. The hole must 
be enlarged, re-tapped, a larger screw used, and you 
know what this means to employees working under a 
bonus plan. 

“Or take the case of our Portagraph units,” says MR. 
E. G. LAYER, ENGINEERING SUPERVISOR AT REMINGTON 
RAND SYSTEMS DIVISION IN TONAWANDA, N. Y. “Here, 


For light and heavy gage metals, 
ferrous and non-ferrous castings, bronze 
and brass forgings, structural steels, 
resin impregnated plywoods, woods, 
asbestos compositions, and plastics 

of all kinds, specify .. . 


PARKER-KALON 


Self-tapping Screws 


where plastic sockets are mounted, assemblers had to 
hold nuts in place under a steel sheet while screws were 
driven down from above. Get on the receiving end of 
bitter complaints about cut and bruised fingers, and you 
start looking for a better solution in a hurry.” 

The solution to both problems was simple. When 
Remington Rand switched to PARKER-KALON SELF- 
TAPPING SCREWS, these labor grievances quickly disap- 
peared. If you’d like advice on proper types of fasteners 
for your product, a Parker-Kalon Field Engineer will be 
glad to be of assistance. 


Sold every where 
throu gh leading 


Industrial Distributors. 











PARKER-KALON DIVISION, Genera/ American Transportation Corporation, Clifton, New Jersey 
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Complete ... 


Accurate... 





Easy to use... 


can be kept right on your desk 





“We use Conover-Mast Purchasing Directory in place of all others, as it is 
always up-to-date and complete.”—J. F. Sayre, Pur. Supt., Armstrong Rubber 
Mfg. Co., Des Moines, Iowa 


DESIGNED FOR INDUSTRIAL PURCHASING ONLY 


The handiest buying directory available to industrial purchasing 
agents—complete in one volume. 


e wholly industrial; no con- e trade name, address section, 
sumer goods listed. and special mechanical data 
section included in back of 
e company size indicated by book. 
average employment—an ac- e modern type and layout on 
curate and current measure. white coated paper stock. 


If you want reliability and convenience try C-MPD. For more informa- 


tion write to: 
Conover-Mast 


PURCHASING DIRECTORY 


205 EAST 42nd STREET, NEW YORK 17, N. Y. 
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McLOUTH 


The vessel shown above produces 90 ton heats of 


Oxygen Steel. Two of these vessels—the largest 


producing in the world—have been added to the 


original Oxygen Steel making equipment and are a 
vital part of the expansion program at McLouth’s 


at 


Trenton, Michigan plant. 


McLouty Steet CorporartIoN op 


Detr 





BLES OXYGEN STEEL CAPACITY 


Ever since McLouth pioneered the first Oxygen 
Steel Process in the United States, we have con- 
tinued to expand and improve our manufacturing 
facilities to bring you better steels for the product 
you make today and the product you plan 
for tomorrow. 


Manufacturers of high quality stainless and carbon steels. 








PERFECTION 


ae 


SPEED REDUCERS 


available in ratios of 
a 5 to | to 60 to | 


Perfection Worm Gear Speed Re- 





ducers by American Stock Gear are 
ivailable in 9 complete series with 
ratios ranging from 5 to | to 60 to 1 
for input revolutions ranging from 
300 per minute to 1800 per minute. 
Speed Reducers are furnished in hor- 
izontal right angle drive with worm 
in either top or bottom position and 
are also furnished in vertical right 
angle drive. Integral worm and shaft 
is made of selected quality, case 
Threads are 
precision ground and accurately 


hardened alloy steel. 
mated with worm gear. Shafts are 
mounted in Timken anti-friction 
roller bearings. Oil seals are of se- 
lected cirvis leather which assures 
maximum sealing effect. Available 
through your nearest American 
Stock Gear Distributor. 


Write for new 16 page catalog 
covering the complete PERFEC- 
TION Speed Reducer line. 


AMERICAN STOCK GEAR oivision 
PERFECTION GEAR COMPANY 
HARVEY, ILLINOIS, U.S.A. 

RON ey 


For More Information Write No. 303 
on Inquiry Card—Page 32 





204 


Industry 








Announcement has been made 
of the formation of Alpine Elec- 
tronic Components Corporation, 
Waterbury, Conn. The new com- 
pany is engaged in the manufac- 
ture of components and parts for 
the electronics field, including 
solder terminals, insulated stand- 
off terminals and feedthrus, and 
panel and chassis hardware. The 
company stated that their lines 
will be complete and that industry 
accepted sizes and types of com- 
ponents will be carried in stock. 
In addition, many new products 
are ready for announcement in- 
cluding “leed-savrs”, a new ter- 
minal which allows pigtail leads 
to be removed with a minimum 
of heat. Already in production 
are a new lightweight tubular 
handle for airborne electronic 


equipment and a complete line of 
encapsulated 


terminals for 


semblies. 


as- 





A new 8,000 square feet alumi- 
num and brass foundry building 
is now being erected by The Chi- 
cago Hardware Foundry Com- 
pany, North Chicago, Illinois. The 
addition of this new non-ferrous 
plant will complete the third stage 
of a three year major moderniza- 
tion and expansion program of the 
Non-Ferrous Division of Chicago 
Hardware Foundry. The first two 
stages of this program added an 





(Please turn to page 206) 
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lower cost 


EYE BOLTS 


by an 
exclusive method 


Among Pawtucket’s 
many specialty 
products are these 
lower-cost eye bolts 
or “swing” bolts. 
Pawtucket’s exclu- 
sive production 
method keeps cost 
low, dimensional ac- 
curacy unusually high 
and strength above 
standard. 

Pawtucket eye bolts 
are made in standard 
sizes Ys and larger, 
or to your specifica- 
tions. In any size, you 
can depend on uniform 
Class 3 fit, if required. 


All standard steels, 
stainless steels and 
non-ferrous metals, including 
Titanium 


AAR 


wi : 


= = 
(= 


||| —rmmemeim § 


aa | 
BETTER BOLTS SINCE 1882 


PAWTUCKET 


(+ MANUFACTURING COMPANY 


th 327 Pine St. + Pawtucket, R. I. 


}] \ _THE PLACE TO SOLVE YouR BOLT PROBLEMS 
1 \ TM. REG. 











“The Bolt Man” 
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THESE 
BEST 
SELLERS 


have 3 rdentical reasons 
for their success 


e A lifetime of experience 

with the raw materials 
e Intimate knowledge of 

the field concerned 
e Craftsmanship in 

design and construction 
In every industry where valves are used to handle 
fluids you’ll probably find Walworth No. 726F Iron 
Body Gate Valves at work. They’re strong. And 
they’re so well designed there’s been no basic 





change in their structure in 15 years. Like every 
other valve bearing the Walworth name, these 
best selling iron body valves are produced by 
people who know the services for which their 
products are made. 


Walworth No. 726F Iron Body Valves are avail- 
able with screwed or flanged ends. For full infor- 
mation on these iron valves or any of Walworth’s 
complete lines of steel, iron, bronze, special alloys 
or plastic (PVC) valves, see your Walworth Dis- 
tributor or write: 


750 THIRD AVENUE, NEW YORK 17, N. Y 
DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 


WALWORTH SUBSIDIARIES: ALLOY STEEL PRODUCTS CO. * CONOFLOW CORPORATION © GROVE VALVE AND REGULATOR CO, 


M&H VALVE & FITTINGS CO ° 


SOUTHWEST FABRICATING & WELDING CO., 


INC. . WALWORTH COMPANY OF CANADA, LTD, 
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No sooner seen 
than soll... 








Boontonware makes 
self-selection easy; increases 
unit of sale with this colorful 
H &D Prepak®. Your 

. product displayed in a Hinde 
& Dauch corrugated box helps i 
customers sell themselves, too. 
Better see H & D. 


Qs 


HINDE & DAUCH 


Division of West Virginia Pulp and Paper Company 





PreK N AUTHORITY ON PACKAGING « SANDUSKY, OHIO 
ee 15 FACTORIES * 42 SALES OFFICES 


eee ae Oe es 





For More Information Write No. 306 on Inquiry Card—Page 32 
06 








industry 





(Continued from page 204) 


all-new aluminum molding and 
melting building, a new $100,000 
building for receiving, casting, 
finishing and shipping of non-fer- 
rous metals, and the installation 
of new equipment. These impor- 
tant steps forward in “CHF” 
progress offer completely new, in- 
tegrated non-ferrous facilities to 
help solve problems, improve 
quality, service and achieve time 
and labor economies for cus- 
tomers. 


Steelwork for a 13,000 square 
foot air-conditioned data process- 
ing center for American Can 
Company has been started at Edi- 
son, N. J. The building, which 
will feature a curtain wall facade 
of aluminum, glass and porcelain, 
will contain a special computing 
room designed and constructed to 
maintain accurate conditions of 
temperature and humidity. Com- 
pletion is scheduled for late Fall. 


News 





Are Your Parts 
99.99996% Reliable? 


With today’s technology, re- 
liability is becoming progressive- 
ly more important. For example, 
the Atlas intercontinental ballistic 
missile is reputed to have 300,000 
different components, It’s a mathe- 
matical truism that, if the missile 
is to work just nine times out of 
ten, each component must have a 
reliability not of 90% but of 99.- 
99996%! This includes the most 
insignificant cotter pins and 
screws. Nothing can be left to 
chance. 

The strange and fascinating 
mathematics of reliability are dis- 
cussed in plain layman’s language 
in a 16mm sound color film just 
produced by the Standard Pressed 
Steel Co., Jenkintown, Pa. The 
film is available by writing to the 
company, for showing at both 
company and association meet- 
ings. It’s interest isn’t limited ex- 
clusively to those P. A.’s con- 

(Please turn to page 210) 
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““Do I have to see 




















all those salesmen 


to get the filters I need ?”’ 


One filter line per salesman —that was his prob- 
lem. Each one had a good product, but every 
time he needed a different kind of filter he had 
to find out who made it. Then he met the 
Purolator man. What a relief! He learned that 
Purolator has 2,000 different filters, all in stock 
—easily available and all from the same source. 

Purolator filters everything from coolants to 
toothpaste. Purolator’s line includes micronic 
paper, metal edge, woven wire, porous metal, 


wire mesh, copper wool, wire screen, animal 


fiber and cloth media. No wonder Purolator 
can claim to filter any contaminant out of any 
fuel under any conditions. 

More than that, Purolator makes everything, 
housing and all, in their own plant. By control- 
ling manufacturing from start to finish, they 
can make sure they're giving you an accurate 
product at top quality—and at no extra cost. 

Write to Purolator and they'll tell you the 
name of the man who can help you with your 
filtration problem. 


Filtration For Every Known Fluid 


PURQOLATOR 


PRODUCTS, INC. 


RAHWAY, NEW JERSEY AND TORONTO, ONTARIO, CANADA 
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keeps 16,000 specialty steel items 
flowing from mills to local warehouses 
for immediate delivery to you 


Every day, thousands of specialty steel 
items flow from Crucible mills to Cru- 
cible’s 27 strategically located ware- 
houses — keeping local stocks at levels 
that meet customers’ maximum needs. 

Here’s how these continually-replen- 
ished stocks are helping one steel buyer 
today. He says: 

“We reduced plant inventory to cut 
operating costs and free working capi- 
tal and space. This is smart business. 
But it creates problems, too—like when 
production requisitions an extra-large 
order of 36” x 120” Type 304 stainless 
sheet, 20 ga and 2B finish — and needs 
it overnight. I solve this problem by 
calling the Crucible warehouse. It’s set 
up to give us the kinds of steels we 
need from stock.” 

All 27 Crucible warehouses offer in- 
stock delivery of approximately 16,000 
specialty steel items, ranging from tool 
steels to. stainless sheet and wire. 
They’re able to maintain these high 
inventories because they’re part of 
Crucible’s completely integrated opera- 
tion, from mining the ore to steelmak- 
ing to warehouse delivery to you. If 
you’d like to know all the ways these 
warehouses can serve you, phone or 
visit the one near you today. Crucible 
Steel Company of America, Dept. PJ13, 
The Oliver Building, Mellon Square, 
Pittsburgh 22, Pa. 


STOCK LIST 

Keeps you up-to-date 
on local stocks of spe- 
cialty steels. Just ask 
the Crucible salesman 
to place your name 
on the regular mail- 
ing list. 


One Source 
For All 
These Steels 





CRUCIBLE 











Inventory specialists keep warehouse stock Steels you ordered yesterday arrive today 


records up-to-date to give you fast, accurate at your receiving platform 
answers on availability of every analysis. 


TOOL STEELS—Water, oil, air hardening, shock 


resisting, hot work, plastic and die casting 
including bors, sheets, 
plates, drill rod, hollow bors, forgings and 


flat ground stocks 

HIGH SPEED STEELS—Crucible’s famous ‘"'Rex’’® 
steels: Rex Thrift Finish rounds, hot rolled and 
cold drawn flats and squares, drill rod, forg- 
ings, sheets, plates, and tool bits 

STAINLESS STEELS — Bars, sheet, strip, wire, 
cold heading wire, plates, 
angles 


steels in all forms, 


metalizing wire, 


- dependably 
on schedule. 


Warehouses maintain 
modern equipment, like 
this electronically-con- 
trolled flame cutter, for 
fast processing of spe- 
cialty items. 


FREE MACHINING STEELS — Crucible Max-el® 
rounds, hexagons, plates and brake die steel 
ALLOY STEELS — Bors, billets, strip and sheet 
COLD ROLLED CARBON SPRING STEELS 
DRILL STEELS — Hollow and solid drill steels 
ALUMINUM EXTRUSION DIE STEELS 
HOLLOW TOOL STEEL 
WELDING AND HARD FACING ROD 
PLASTIC MOLD STEELS 
PERMANENT MAGNETS 

—and many others 


STEEL COMPANY OF AMERICA 


Branch Offices and Warehouses: Atlanta « Baltimore *« Boston « Buffalo « Charlotte « Chicago * Cincinnati « Cleveland « Columbus « Dallas « Dayton 


Denver ¢ Detroit « Grand Rapids « Harrison * Houston ¢ Indianapolis « 


Kansas City « Los Angeles « Milwaukee « New Haven * New York 


Philadelphia « Pittsbyrgh ¢ Portland, Ore. « Providence « Rockford « Salt Lake City ¢ San Francisco « Seattle ¢ Springfield, Mass. * St. Louis 


St. Paul « Syracuse 


ampa ¢ Toledo * Toronto, Ont. 





Ordnance plant counts 
heavily on cotton towels* 





a Si" De pee =~ F a 
Fairfax Toweis used by Ordnance Division, & - ‘ 
Food Machinery & Chemical Corporation are : 
supplied by Red Star Industrial Service, San : ~ 
Jose, Calif. F 


@ At the Ordnance Division of Food Machinery & Chemical Corporation, 
San Jose, California, some 1600 people work to turn out armored infantry 
vehicles and other vital defense items for our armed forces. Because every 
possible measure has been adopted to insure the safety and comfort of 
these workers, with maximum economy, continuous cloth toweling is pro- 
vided in all plant and office washrooms. 

Management here lists elimination of fire hazard as a major advantage 
of cotton toweling, followed closely by improved personnel relations, lower 
maintenance cost, faster washroom traffic. They also report that mainte- 
nance crews are more cooperative: washrooms are easier to keep clean. 

Why not take a lesson from this actual on-the-job management experi- 
nce? It’s one of many that show how cotton helps out in all kinds of plants 
and buildings. For free booklet on cotton towel service, write Fairfax, 
Dept. S-10, 111 W. 40th Street, New York 18, N. Y. 


Here’s How Linen Supply Works... 

You buy nothing! Your linen supply dealer furnishes 
everything at low service cost—cabinets, pickup and 
delivery, automatic supply of freshly laundered towels 
and uniforms. Quantities can be increased or de- 
creased on short notice. Just look up LINEN SUPPLY 
or TOWEL SUPPLY in your classified telephone book. 


Clean Cotton Towels... 
Sure Sign of Good Management 


Fairlax- Towels ‘&: 


tet 
WELLINGTON SEARS COMPANY, 111 W. 40th STREET, NEW YORK 18, N. Y. 
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News 
(Continued from page 206) 


cerned with products on the fron- 
tiers of our scientific and engi- 
neering knowledge. Its principles 
can be applied equally well to 
our ever-more-complicated civil- 
ian products. 


Sales, Purchasing— 
Called ‘‘Companionate”’ 
George A. Renard, sometimes 

referred to as “Mr. Purchasing”, 
delivered the keynote address last 
week at the Metals & Controls 
Corporation sales meeting held in 
Providence. Mr. Renard who is 
an associate editor for the New 
York Journal of Commerce in the 
field of purchasing economics, and 
was formerly secretary-treasurer 
of the National Association of 
Purchasing Agents, spoke on the 
subject, “Sales and Purchasing— 
Companionate not Competitive.” 

More than 100 sales personnel 
were in attendance during the 4- 
day meeting of the Attleboro, 
Mass. firm. 

Mr. Renard’s conclusion that 
sales and purchasing are com- 
panionate was based on several 
factors, among which was the 
similarity in sales and purchasing 
management responsibilities to 
their respective companies for 
making profitable transactions. He 
also noted the common denomi- 
nator, “management”, meaning 
simply that sales and purchasing 
are companionate in their desire 
and ability to get things done. 

Mr. Renard also cited this com- 
panionate factor: The desire on 
the part of both groups to get 
“the best deal for the company.” 
The purchasing department and 
the salesmen must work together 
to get the best for both companies, 
he told the group. Marketing was 
noted as another common denomi- 
nator. Buying and selling to- 
gether make markets, he re- 
minded the group, and neither 
operates without the other. 

Mr, Renard concluded that 
management wants sales and pur- 
chasing to buy and sell, not hard 
or soft, but smart. “This,” he said, 
“is the big challenge to pur- 
chasers and salesmen which can’t 
be dodged if you (salesmen) are 
our (purchasers) friends.” 
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THE WATIONAL SCENE 


f 


f 
50% MORE PRODUCTIVITY—LESS PRODUCT DAMAGE. Switching 


from obsolete methods to engineered materials handling 


brought these startling gains to The F. Dohmen Co., a large 


mid-west drug supply house. Job-designed Kennett Recep- 
tacles, riding “‘piggy-back”’ along conveyors, permit simul- 
taneous filling and checking of orders. No delays. No errors. 
A saving of hours each day. 


Octoser 13, 1958 


HARD KNOCKS CAN'T HURT TRAYS OR CONTENTS. Jostling along conveyors, whiz- 
zing down chutes, light weight Kennett Receptacles take slam-bang abuse 
without breaking, cracking or denting. Fragile materials and packages are 
cushioned against damage, too. 





JOB-DESIGNED CONTAINERS FOR EVERY NEED can end your materials handling 


problems. Kennett Receptacles include trucks, trays, barrels and boxes. 


NATIONAL CAN HELP YOU CUT COSTS TWO WAYS 
If your problem is safety in materials handling, Kennett Receptacles 
by National can end it. For National Vulcanized Fibre is glossy 
smooth, resilient and long-wearing—won’t crack, dent or break— 
won’t rust or corrode—won’t damage contents or expose them to 
damage. If your problem is speed and efficiency in handling, National 
can solve that, too. A National Materials Handling Specialist is 
always available to help you adapt the broad Kennett Line of con- 
tainers to your exact need. Simply ask to have him call, or write direct 
to Dept. B-10 for our bookle-—MATERIALS IN MOTION. 


ci WATIONAL vwvtcanitzED FIBRE Co. 
/ 


WILMINGTON 99, DEL. © In Conodo: WATIONAL FIBRE CO. OF CANADA. LTD., Torente 3, Get 
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CLEVELAND CONTAINER 


AND 
CAN BE THE ANSWER TO MANY OF YOUR PACKAGING PROBLEMS. 


We manufacture spools and cores in 
a wide range of sizes suitable for 
rubber tubing . . . plastic film .. . in- 
dustrial tape . . . and for various types 


of wire, cord and ribbon. 


Usually of multiple layers of high 
quality chipboard . . . also can be 
made of jute or kraft when extra 
strength and rigidity are required . .. 
all closely butted and evenly bonded. 
Your trade-mark can be printed on 


the inside of cores. 


Our production facilities provide eco- 
nomical runs in small as well as large 
quantities. We will gladly supply all 


particulars. 


Why Pay More? For Quality Products... call Cleveland! 





PLANTS & THE SALES \ 


== CLEVELAND CONTAINER ===) 


DETROIT WASHINGTON, D.C. 
CHICAGO ROCHESTER, N.Y. 


manne 6201 BARBERTON AVE. + CLEVELAND 2,OHIO ES" mnirone. 


LOS ANGELES © 
ALL-FIBRE CANS + COMBINATION METAL AND PAPER CANS ABRASIVE 


PLYMOUTH, WIS. 
. RPOSE 
JAMESBURG, WN. J. SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES. DIVISION 


~<: oGDENSBURG.N.Y. CLEVELAND CONTAINER CANADA, LTD. 
\\ Plents end Sales Offices: TORONTO AND PRESCOTT, ONT. Seles Office: MONTREAL 

















Mechanization 
(Continued from page 78) 


digits indexed incorrectly. 
XXX-XXX-XX 
10,000-each BOLTS........ 
The above example was in- 
dexed one less than required. 

B. If the quantity is indexed 
more than that required, the 
first character of the item de- 
scription will be out of line 
to the right of the Corporation 
Code the exact number of 
digits indexed incorrectly. 

XXX-XXX-XX 
10,000-each BOLTS........ 
The above example was in- 
dexed one more than required. 

Correctly indexed quantity fig- 

ures will automatically flexowrite 

the first character of the item de- 
scription to line up directly un- 
der first character of the Cor- 

poration Code. e.g. 

XXX-XXX-XX 
10,000-each BOLTS........ 

The: system enables us to enter 

in either the price or quantity 

columns, the following numeric 
values: 

1. In the quantity column, the 
maximum is 6 decimal places 
and a comma character or 
999,999. 

2. In the price column, the max- 
imum is 8 decimal places, a 
period and a comma charac- 
ter, or 999,999.99. 

3. A quantity figure which is 
greater than 999,999 is entered 
in multiples of 1,000. The sym- 
bol M is entered to represent 
three ciphers, e.g. 

A quantity of the magni- 
tude of 1,999,000 would be 
written as 1,999 M. 
The symbol M_ designates 
three ciphers and is used to 
key IBM tab equipment in 
order to register in millions. 
Our order writing system is 
flexible enough to provide many 
avenues for exploring advanced 
techniques of scientific purchas- 
ing. It provides a basis for further 
mechanization in the materials 


planning and control functions. 
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“Like I say, never insult a Purchas- 
ing Agent.” 

For More Information Write No. 312 
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bal 


impacts... 


Alcoa puts the 


Before you read on, blink your eyes. In the 
time it took to do that, this man has produced 
an entire automotive grease gun body —com- 
plete with external ribs; solid end; smooth, 
seamless interior; and go-to-market external 


finish. 


Sound too easy? No! We can make round, 
oval, square and irregular parts the same 
way. Finished parts—with the strength of 
forgings—with tolerances down to plus or 
minus 0.005”—with a smooth, corrosion-re- 
sistant finish of about 125 microinches. A 
clear case of putting the metal where you 
want it. The cost of tooling for impacts is 











metal where you want it 


surprisingly low, too. A good rule to remember 
is that virtually any closed end or tubular 
design should be considered as an Alcoa" 
Impact. 

In impacts, as well as forgings, castings, 
extrusions and screw machine parts... Alcoa 
puts the metal where you want it. A call to 
Alcoa can mean fewer rejects or ingenious 
design solutions . . . less waste in production 
or a product that sells faster. Start now; 
write for Alcoa Up-to-Daters, a file of design 
tipson Alcoa Engineered Products. Aluminum 
Company of America, 1999 Alcoa Building, 
Pittsburgh 19, Pennsylvania. 


Alcoa puts the metal where you want 


ALUMINUM 


rgings, extrusions 


screw machine parts and impacts. 


oe 


ALCOA THEATRE 
FINE ENTERTAINMENT 
ALTERNATE MONDAY EVENINGS 








more than steel 
BORROUGHS 
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designed to meet your needs 
most efficiently 
most economically 


Borroughs has a special catalog on Steel Shop Equipment that you should by all 
means have on hand. Whether you are in the market now—or contemplate pur- 
chasing shop equipment in the near future—this catalog can save you time and 
money. Nationwide Borroughs warehouse distributors offer you immediate service. 
No advertisement this size can give you a complete story of the outstanding fea- 
tures of this popular Borroughs line. So send for catalog today and get all 
the facts. 


cut your steel shelving costs 
with Borroughs Steel Shelving! 


No shelving is quicker and easier to install. No shelves are easier and quicker to 
change than Borroughs shelves. Get the facts on this Borroughs line too. Send for 
special catalog. 


3 oO a R °o TT G 4 § MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3014 NORTH BURDICK ST. ali. KALAMAZOO, MICHIGAN 
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Purchasing Should 
Buy 


(Continued from page 85) 


mined” orders should be elimi- 
nated. 

(2) Purchasing and accounting 
should jointly establish a verifica- 
tion procedure in which: 

(a) Copies of the purchase 
order are sent to accounts pay- 
able. 

(b) Copies of the receiving 
report also go to accounts payable. 

(c) Vendors are _ instructed 
to send invoices directly to ac- 
counts payable. 

(d) A method is worked out 
for reconciling price differences 
between invoices and purchase 
orders. (Where accounts payable 
cannot reconcile the invoice to the 
purchase order, under the excep- 
tion principle, these invoices 
would be sent to purchasing to be 
verified and approved.) 

(e) A system is established 
for reconciling quantity differ- 
ences between invoices and re- 
ceiving records. (Purchasing 
should make all vendor contacts.) 

(f) There is a system for 
processing the invoice through ac- 
counts payable. 

(3) Purchasing and accounting 
staff personnel should develop any 
revised forms that may be neces- 
sary. 

(4) Install the program. 

(5) Follow up to see that the 
anticipated benefits are actually 
being realized. 

Many companies have success- 
fully transferred the responsibility 
for verification from purchasing to 
accounting. If in your company 
purchasing must still verify every 
invoice, you too may want to in- 
vestigate the opportunities for 
profit improvement that can come 
from freeing purchasing from non- 
purchasing functions. 





FOR MORE INFORMATION 
ON PRODUCTS 
IN THIS ISSUE 
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1, 001 yy for 1, 001 uses! 
anbthir- Luamfpsle of ORCO 


CUSTOMEE 


Every component molded at Ohio Rubber—whether from rubber, synthetic rubber, 
silicone rubber, polyurethane or flexible vinyl—varies in its application and func- 
tional requirements. From the smallest parts to those involving molds up to 32” x 
100” in over-all area ORCO CUSTOMEERING assures component uniformity and 
quality in meeting the most exacting specifications. 


Check with ORCO engineers on your next rubber or vinyl component problem free booklet 
whether molded, extruded, or bonded to metal. Find out how ORCO research, “Component - 
design, electronically controlled mixing and production facilities can go to work CUSTOMEERING 
for you in “customeering” your particular component. rubber and vinyl parts”. 


Twe Quio Russer ComPany 


oe 


Send for BUSTOMEERIN 


WitLoucuey, Ouio 


@ BDIVisiOm OF THE EAGLE-PICHER COMPANY 
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Picture of worker saving money 


She’s helping cut inventory 50% 
with Steiner roll towels 


Here’s why you can cut inventory costs and save ware- 
house space with Steiner Company controlled roll paper towel dispensers 
in your washrooms: Towel supply lasts- longer because users take ,only 
amount they need. Means less inventory . . . ties up far less warehouse 
space. You need only half as much storage space because a case of any 
given size holds twice as many rolled towels as folded. You can cut your 
inventory as much as 50 percent with Steiner dispensers. 

Put them in your washrooms on a trial basis and see 
how you save. Your local janitorial supplier or sanitary paper distributor 
can help you .. . there is no charge for the dispensers. For more infor- 
mation send in the coupon below. 


STEINER COMPANY | 
740 RUSH STREET, CHICAGO 11, ILL., DEPT. 10-C 


Please send me free bulletins on Steiner controlled roll paper towel 
dispensers. i 
i 


NAME 








COMPANY 








CITY. eee 
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Computer Key to 
Lower Inventories 
(Continued from page 91) 


Final step in the basic inven- 
tory computation is to compare 
the requisition quantity with the 
stockroom balance (as shown on 
the stock input card). This oper- 
ation shows whether there’s a 
sufficient supply of piece parts on 
the stockroom shelf. Here again, 
if the supply is inadequate, the 
amount needed can be deter- 
mined automatically. 

Basically, the computer pro- 
duces: 1) a set of keypunch cards 
used to requisition additional 
piece parts for assembly oper- 
ations from the in-process stock- 
room; 2) a second set of key- 
punch cards (“short cards”) show- 
ing the kinds and quantities of 
piece parts that should be de- 
livered within the next few days 
or weeks to meet assembly re- 
quirements; 3) a set of planning 
sheets. The latter show produc- 
tion schedules, by part and by 
month, for each of the 12 months 
involved in the overall calcula- 
tion. 

The planning sheets are partic- 
ularly valuable to B&H purchas- 
ing officials if—as sometimes hap- 
pens—the number of parts needed 
for a given month has to be in- 
creased after the order is in 
production but before the vendor 
has delivered. For example, sales 
may decide in January, say, that 
1,000 cameras of a certain model 
will be manufactured in June, 
and then, because of changes in 
the demand picture, will up the 
figure on May Ist to 2,000. 

By May 5th, the computer has 
processed the master design decks 
and calculated what additional 
quantities of each piece part are 
needed to accommodate the in- 
crease. Also, by this time, ma- 
terial control knows how many 
more parts assembly will require 
from the stockroom, and whether 
these stocks are sufficient. If they 
aren’t, purchasing quickly alerts 
the proper suppliers of order in- 
creases, and changes delivery 
schedules where necessary. 

The change in the June as- 
sembly requirement will affect in- 
ventory needs for the following 
several months. Through use of 

(Please turn to page 218) 
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RAMBLER AMERICAN STATION WAGON 


as oe 


mats 


"RAMBLER AMERICAN 2-DOOR SEDAN _ 


RAMBLER SUPER SEDAN 


RAMBLER AMERICAN STATION WAGON 


The new 100-inch wheelbase station wagon 
that costs less to buy and operate. Top economy, 
easiest handling and parking. Yet offers full 
5-passenger room and spacious cargo area for 
samples and luggage 


RAMBLER AMERICAN 2-DOOR SEDAN 


Public utilities and other fleet users who want 
an economical American-buili automobile are 
switching to the Rambler American . . . room 
for 5-big passengers. Also available in 3- 
passenger business sedan 


RAMBLER SUPER SEDAN 


The compact 108-inch wheelbase sedan that 
has shattered all sales records. Offers even 
greater economy in 1959. Costs less to buy and 
operate. And best top. resale value, too. 
Rambler is the soundest Fleet Buy. 


RAMBLER CROSS COUNTRY 
STATION WAGON 


Sales and service fleet users, manufacturing 
‘ companies, many types of businesses find the 
Rambler station wagon perfect for their needs. 
Lots of room for tools, samples and display 
materials 











WRITE OR WIRE 
FLEET SALES DIVISION 


AMERICAN MOTORS CORP. 
DETROIT 32, MICH. 





In 1959, More than Ever... 
RAMBLER 


Remembers the Fleet Operator 


LEARN WHY THE NEW ’S9S RAMBLER IS 
THE SMART FLEET BUY 


Now, more than ever before, it makes good sound business 
sense to switch to Rambler for your fleet requirements. For 
while other cars grow bigger, finore expensive to operate, 
Rambler retains its smart compact size and offers even greater 
economy for 1959. Rambler is quality built, with many com- 
fort and convenience features not available in other cars at any 
price. Rambler’s Single Unit Construction means greater 
strength, safety and longer car life. And Rambler is tops in 
resale value among low price cars. Get all the facts that 
prove Rambler is your smart fleet buy for °59! 





FLEET LEASING ARRANGEMENTS 
AVAILABLE 


If your firm leases fleet units, ask your leasing company for 
low Rambler rates or write us for the names of leasing com- 
panies with whom we have working arrangements. 
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GREAT ENGINEERING JOB! 











Tough-Tailored 





Chetopa Twills for Industry! 


Great on Style—for the men who wear them! Great on Wear—for 
the companies that buy them! Engineered to fit the specific needs of 
any job—Lee Chetopa Twill shirts and pants are worn and preferred by 
men at work...bought and preferred by leading industries. Tailored sizes 
for perfect fit-20 Tough-Tailored extras stand up under hardest use, count- 
less washings. Lee can tailor-make the answer to your work wear needs 
in your choice of fabrics and styles. Call or write your nearest Lee Division 
Office. A trained consultant will contact you promptly. 
THE 4 D LEE cd INC Herat nna Cireevel SE, GEORSM, may BEND, 6 ree DALLAS, 
7 . A J . “4 LIS, MINN.; TRENTON, N.J.; SAN FRANCISCO, CALIF. 
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Computer Key to 
Lower Inventories 


(Continued from page 216) 


the planning sheet, purchasing 
can keep on top of this situa- 
tion by moving delivery dates 
around and altering order quanti- 
ties to conform to the assembly 
line’s altered needs after they 
have been determined by mate- 
rial control. 

Overall savings produced by 
Bell & Howell's electronic in- 
ventory scheduling system are 
pretty hard to evaluate in term 
of dollars and cents. Mr. Knabe 
sums up the benefits this way: 

“Releasing orders is now in the 
hands of people trained and ex- 
perienced in procurement, who, 
as a result, are the best judges 
of the most opportune time of 
placement. Purchasing efficiency 
has a key bearing on any com- 
pany’s profit and loss statement. 
Thanks to this new system, our 
buyers are better able to devote 
more of their time and effort to 
the task of reducing costs.” 


Right Way To Reject 
Defective Goods 
(Continued from page 102) 


of steps he should take to facili- 
tate a remedy of the defect. 3. 
An indication, directly or by rea- 
sonable inference, that the buyer 
is asserting his legal rights, and 
that the buyer intends to look to 
the seller for damages or restora- 
tion for the breach, although no 
express claim for damages or 
threats are required. 

A typical letter fulfilling these 
requirements could be worded as 
follows: 

“To: ABC Manufacturing Company 
Copy to: XYZ Supply Company 

Gentlemen: On September 7, 1957, 
we received against our purchase 
order #321 a 10 HP electric motor, 
serial number 41857, manufactured 
by your company. The crate in 
which this motor was received was 
not damaged in any way. On Octo- 
ber 10, 1957, this motor was removed 
from the crate, coupled to an air 
conditioning compressor and con- 
nected across the line. When the 
circuit was energized the motor 
did not rotate and within a few 
seconds began to emit smoke. The 

(Please turn to page 220) 
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Check your requirements against these 


Wallace Barnes Cold-rolled Specialty Steels 
Furnished in these carbon grades: 
1.25-1.32% .90-1.05% .70-.80% .59-.74% 48 - .55% 


ANNEALED AND HARD-ROLLED 


Th ickne Ss 


.003 — .010” in widths % to 64%” .036 — .049” in widths *% to 13” 
.011-.014” “ 3; to 11” .050-.064" “ “ WW to 13” 
015-.019° “ “~ s£tol13’ .065-.093" “ “ %X%to 61%” 
.020-.085” “ “~ YY to 13” .093-.125" “ “ %Xto 6%” 


HARDENED AND TEMPERED 


Scale-free or scaleless; polished*; polished and blued*; polished and strawed* 


. .050-.060" “ “ to” 
.061-.064" “ “ Yto3" 
.065-.093" “ “ %% to3” 


010-.014" “ * #; to 
015-.019”" “ « vs to 
.020-.025" “ * 4 to 844” 
026-.030" “ * l4 to 8” 


Thickness 
.003 — .004” in widths 4 to 2” .031 — .035” in widths 4 to 7” 
005-—.007" “« * ly to 3” .036-.040" “ & 34 to 7” 
008-.009" “ “ Ktw4’ .041-.049”" “ “ 3% to 6” 
5 
7 


or 


nNN 


*Maximum width for polishing in .010 — .030 thickness ranges is 5 in. 
Facilities for processing alloy steels also are available. 
Standard sizes normally available for prompt shipments. 
Write for a copy of ‘Physical Property 


Charts’’ that give performance characteristics 
of .90 - 1.05% and .70-.80% carbon grades. 


Associated Spring 
Wallace Barnes Steel Division Corporation 


Bristol, Connecticut sue 
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| Every day in America’s cost-conscious 
| plants, Continental drills are proving 
their ability to produce a finer, cleaner 
hole and to last longer — up to 25% 
nore production! Continental drills 
t you less per hole! 


rena 
DRILL corroration 


555 W. Adams St., Chicago 6, Illinois 


WAREHOUSES: 
| NEW YORK LOS ANGELES TACOMA, WASH. 
75 Murray St. 2944 Tweedy Blvd. 2006 Center St. 
| BA 17-4220 LO 7-4424 MA 7-344 


FREE 


.| Continental Drill Corp., 555 W. Adams Street 
Chicago 6, lil. 


4 PERMANENT 


TIME-SAVING CHARTS 


FREE handy-form permanent charts 
n Factors Drill Grinding Data 


ds and ] Tap Drill Sizes, Dec. 
Equiv. 








Minions aan Stl, 
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Right Way To Reject 
Defective Goods 
(Continued from page 218) 


motor was immediately disconnected 
from the compressor and it was 
found that the rotor could not be 
turned by hand. A substitute motor 
operated the compressor without 
difficulty. 

It appears that the motor was 

defective when it left the factory; 
therefore, under the warranty cov- 
ering your motor, please forward 
to us a new replacement motor as 
soon as possible, and advise us as 
to the disposition you wish us to 
make of the defective motor.” 
Any additional information 
may be included in the letter as 
long as the three necessary re- 
quirements enumerated above are 
satisfied. 


Summary 


As a summary of the salient 
aspects of this phase of purchas- 
ing the following suggestions are 
offered for systematic handling of 
notice of defective material: 

(1) To protect your company 
assume that a notice is required 
of every defective purchase. 

(2) Establish a procedure of 
inspecting deliveries as soon as 
practicable after they arrive. Do 
not operate inspection on a hap- 
hazard basis. 

(3) Establish procedures for 
systematic testing of material not 
subject to visual inspection. 

(4) Give notice of any defect 
as soon as it is discovered even 
if it is not certain that the defect 
will vitiate the use of the mate- 
rial. 

(5) Give notice in writing to 
the supplier and the manufacturer 
even though verbal notice might 
also have been given. 

(6) Be aware of contracts re- 
quiring notice within a specific 
time and set up special inspection 
procedure of this material if ne- 
cessary. 

(7) Make sure that the notice 
sufficiently identifies the trans- 
action, specifies generally the de- 
fect and that the seller is to be 
held responsible for the breach. 

By being aware of the legal im- 
plications involved a purchasing 
agent will be in better position to 
make certain that his company 
does not sustain any unnecessary 
losses when defective material is 
received. 


| when ONE THOUSAND 





that’s MINIATURIZATION! 


We produce precision turned nuts 
for all types of “miniaturized” 
equipment. For example... 

. the nuts shown above are iden- 

tical in type and accuracy. The 
miniature size, measuring 1/8 x 
3/64”, weighs only 0.11 Ibs. per 
thousand. The conventional nut is 
1-1/16 x 21/32” and weighs 110 
Ibs. per M. This 1000-to-1 ratio is 
typical of our versatility. 
When your fastening problems in- 
volve small nuts . . . or if you're 
looking for better price, quality 
and delivery . . . let Fischer quote 
your next order. 


FOR PRECISION BRASS 
AND ALUMINUM NUTS 
. STANDARD, 

SPECIAL OR MINIATURE 
_ SPECIFY FISCHER! 


there’s no premium 
for precision 
at 










FISCHER SPECIAL MFG. CO. 
471 Morgan St., Cincinnati 6, Ohio 


Please send your new 20-page 
CATALOG FS-1000 containing com- 
plete specifications on brass and aluminum nuts. 


Nome Title. 





Compony___ 





Street. 





City ae a 





steaieaectinaanaanianea 


8148-FS 


‘eer. Ses Seer 
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The complete Sterling Supreme & Trojan Imperial 
line for all packaging jobs 


Now you'll be able to “bridge” pack- 
aging problems successfully . . . with 
tapes of The Gummed Products Com- 
pany. The complete Sterling and Tro- 
jan line includes plain and printed 
tapes in numerous widths, weights 
and lengths, plus a full range of colors 

There are also many special pur- 
pose tapes—such as TROJAN LOCKER 
rAPE for freezer wrap, TROJAN CORD 


TAPES for two strip sealing, TROJAN 


BLU-kORE for high-speed closures, 
rROJAN TROBAND for banding and 
strapping, TROJAN WATERPROOF TAPE 
for Federal spec. uvu-1-116B, TROJAN 
VENEER TAPE for the furniture indus- 
try and others to help you save money 
and make better packages. Your local 
Sterling and Trojan Paper Merchant 
is a dependable source of supply for 
all your gummed paper and tape 
requirements. 


The Gummed Products Company 


Troy, Ohio * Subsidiary of St. Regis Paper Company 
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FULL PROTECTION 
against damage from ship 
ping, handling, storage . . 


‘ 


safe, sure seal of fluids. 


EASY TO REMOVE 
by hand, in a jiffy — an ad- 
vontage your customers will 
appreciate. 





S.S.WHITE 
GIVE YOUR PRODUCTs 
ESE PROTECTIVE F ; 
TH EATURES : 





EAS Y 7O INSTALL COMES OFF CLEAN 
2s you hours of production- no shredding or pieces of the 
time. . . cap left inside your product. 


= 6 


TWO LINES: The Quatlty Line of Rigid Acetate is 
ah, non-brittle, and impervious to petroleum-base 
oils and greases. And our lower-cost ECONOMY Line of 


Flexible Elastoplastic Vinylite . . 








. same high quality 
a “non-slip” grip, and a “stay-put’’ fit every time! 


A COMPLETE RANGE of standard types and sizes 
for every requirement. 


Write today for free samples and your copy of Bulletin P5708. 


AMhite 
PLASTICS DIVISION 


Dept. PP, 10 East 40th St., New York 16, N. Y. 
Western Office: 1839 West Pico Bivd., Los Angeles 6, Calif. 
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STATEMENT OF THE OWNERSHIP, AGEMENT, CIRCU- 
LATION, ETC., REQUIRED BY THE A ners OF CONGRESS 
OF AUGUS 24, 1912, AND MAR, 3, 1933 
Of Purchasing, published monthly at Orange, Conn., for October 1, 1958. 
State of New Yor ss. 

County of New York 


Before me, a Notary Public in and for the State and county afore- 
said, > peronaailly appeared Ray Richards, who, having been duly sworn 
according to law, deposes and says that he is the Publisher of the 
magazine “Purchasing” and that the following is to = best of his 
knowledge and belief, a true statement of the management 
and if a daily paper, the circulation), etc., of the cigreania publication 

or the date shown in the above caption, r ~~ the Act of August 
24, 1912, as amended by the Act of March 3, 1933, embodied in sec- 
tion 537 Postal Laws and Regulations printed on the reverse of this 
form, to wit: 

1, That the names and addresses of the publisher, editor, managing 
editor, and business managers are: 

Ray Richards, Vice-President and Publisher, 205 East 42nd Street New 

York City 17; Paul Farrell, Editor, 205 East 42nd Street, New York 
City 17. 

2. That the owner is: (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the names and 
addresses of stockholders owning or holding one per cent or more of 
total amount of stock. If not owned by a corporation, the names and 
addresses of the individual owners must be given. If owned by a firm, 
company, or other unincorporated concern, its ane and address, as 
well as those of each individual member, must be given). 

C-M Business Publications, Inc., 205 East 42nd Sheet New York City 
17; Conover-Mast Publications, Inc., 205 East 42nd Street, New York 
City 17; Estate of Harvey Conover, Sr., 205 East 42nd "Street, New 
York City 17; B. P. Mast, Sr., 205 East 42nd Street, New York City 17. 

3. That the known bondholders, mortgagees and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mort- 
gages, or other securities are: None 

4. That the two paragraphs next above, giving the names of the 
owners, stockholders, and security holders, # any, contain not only 
the list of stockholders and security holders as they appear upon the 
books of the company, but also, in cases where the stockholders or 
security holder appears upon the ‘books of the company as trustee or in 
any other fiduciary relation, the name of the person or corporation 
for whom such trustee is acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which stockholders and 
security holders who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other than that of a 
bona fide owner; and this affiant has no reason to believe that any other 
person, association, or corporation has any interest direct or _—— 
in the said stock, bonds or other securities than as so stated by h 

5. That the average number of copies of each issue of this aiiiension 
sold or distributed, through the mails or otherwise, to paid subscribers 
during the twelve months preceding ‘the date shown above is... . (This 
information is required from daily publications only.) 

RAY RICHARDS 
(Signature of Publisher) 
Sworn to and subscribed before me this 19th day of September, 1958. 
LEO F. HAGGERTY 
Notary Public 
(My commission expires March 30, 1959.) 











CHANGES 


When you change your address... your 
title ... your company... please notify 
us without delay. We like to keep our 
stencil up to date to assure the correct 
addressing of your copies of PURCHAS- 
ING Magazine. In requesting any change 
be sure to include the old information as 


well as the new. 
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SEE ANY DIFFERENCE? 


Stamping produced for a Then, the manufacturer 

prominent manufacturer by turned to WLS for SPEED- 
i . |- 

conventional methods. Too TOOLING ond charges for an 


ing and labor for 1,500 
pieces cost identical run totaled $127.00 








COMPLETE Yes, amazing os it may seem, the two — 
illustrated above (approx. '/2 actual size) are 

FACILITIES identical in every respect down to the closest 
* Blanking tolerance. Yet, one cost 58.9% less to produce. 
* Forming The happy manufacturer has returned to WLS for 
* Piercing SPEEDTOOLING again and again. Just another 
© Drawing example of why smart manufacturers have learned 
* Extruding that WLS meons savings in short run stampings. 
* Stenciling 
* Tapping 
+ Counter. FREE 

sinking 
* Plating FOR THOSE MANUFACTURERS WHO 
* Machining ARE FACED WITH MANUFACTURING 
© Painting PROBLEMS WE OFFER A FREE BULLE- 
© Grinding TIN ILLUSTRATING MANY STAMPINGS 
© Welding 


WE HAVE PRODUCED FOR MANUFAC. 
TURERS AS WELL AS A SAMPLE AND 
COST SUMMARY OF AN ACTUAL PART 
WE ALSO OFFER FREE QUOTATIONS 
FROM YOUR BLUEPRINTS AT ANY TIME 

















STAMPING COMPANY 





3295 E. 80th STREET * CLEVELAND 4, OHIO 
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1 man does 
the job of 3 





way 


p-saNnsTiZeR 
---cleans 
disinfects 
deodorizes 





. Cuts your labor costs by 50% 


In the same operation, Briteway removes dirt, 
kills bacteria, banishes offensive odors... 
Takes only one cup to pail of water to make 
abundant suds...Works in hard water... 
Leaves refreshing aroma (no “disinfectant” 
smell)... Applied with mop on floors; sponge, 
cloth or brush on toilet seats, tile, walls... 
» Priced below competing products which do 
+ Rot compare... For information write Dolge. 








For free sanitary survey 
of your premises 
ask your Dolge service man 








WESTPORT, CONNECTICUT 
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We'll make it from 


ALUMINUM! 


FORMED AND WELDED ALUMINUM TUBE 


Need formed and welded tube? Alcoa’s Jobbing Divi- 
sion can form and weld aluminum tube in a wide range 
of sizes to meet your requirements. Complete engineer- 
ing-fabricating facilities, backed by the world’s largest 
research organization. Also, many standard products: 
shipping drums, vessels, tote boxes, pallets, phone 
booths, farm gates, electronic cabinets, process equip- 
ment, welded tubes, tanks. 


SEND FOR FREE BOOKLET TODAY 

my Fully illustrated 16-page booklet 
I describes in detail Alcoa’s un- 
matched facilities for welding, 
rolling, brake forming, bending, 
spinning, finishing, testing, com- 
plete engineering-fabricating. 








Your Guide to the Best 


in Aluminum Value 
4 ALCOA c 


ae <S@ “ALCOA THEATRE” 


oa Exciting Adventure, Alternate Monday Evenings 








ALUMINUM COMPANY OF AMERICA 
1949-x Alcoa Building, Pittsburgh 19, Pennsylvania 


Please send my free copy of Alcoa Aluminum Fabricating Facilities. 





NAME TITLE 
COMPANY 

STREET ADDRESS 

CITY STATE 
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In the busy railroad terminal building at Cleveland, 
Bird Rubberlike withstands the pounding of 
millions of feet, year after year. 


‘a FIRST 
STEP 
TO 
LOWER 
FLOORING 
COSTS... 


BIRD 


RUBBERLIKE 


Bird Rubberlike gives years of 
wear under the toughest con- 
ditions — yet costs only half as 
much as rubber! 


This rugged flooring is ideal for 
permanent installation in heavy 
traffic areas — for tramping 
feet or indoor trucking. Bird 
Rubberlike is simple to install, 
stays in place without cement- 
ing, is easy to keep clean. 
Ribbed surface protects against 
slipping, even when wet. 


Bird Rubberlike is now avail- 
able in standard black or at- 
tractive new color-chip de- 
signs. Send for informative 
booklet. 











Check Angles Quickly and Precisely with the New 


a] 






AMEs fo): is md -1 a - c] od «| ed 4 


ANGLE CHECK, a new dial type measuring instrument, offers you a fast, 
low cost, extremely accurate method for checking angular parts. 

There are two ANGLE CHECKS: Model V for vertical work; Model H 
for horizontal. Either model takes AMES 200 Series backs. Contact 
blades are available in various shapes and lengths 

Ruggedly built, ANGLE CHECK saves hours in checking angles on 
simple and intricate shapes. 

The contact blade can be set to a predetermined angle with the dial 
“0” under the indicator hand. A range of 5°— plus or minus—in incre- 
ments of 5’ can be obtained. ANGLE CHECK is accurate to 5’. Write today 
for complete information. 


Representatives in Principal Cities 


€) BC. AMES CO 


4 31 Ames Street, Waltham 54, Mass. 
Canadian Office~— B. C. Ames Co., 45 Oriole Parkway, Toronto 
MANUFACTURERS OF MICROMETER DIAL INDICATORS AND GAUGES 
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Saw Large Holes 
thru sheet or plate 


MARVEL High-Speed-Edge Hole Saws (with high- 
speed-stee!l cutting edge integrally welded to 
tough alloy steel body) provide fast, econom- 
ical means of sawing out holes from %¢" to 6” 
diameter through steel up to 1%” thickness. 
Extra cutting quality and high-speed-steel, self- 
aligning, double drive pin arbors give strength 
for use on drill presses, lathes and portable tools, 


oat See ee ee greatly increase the hole size capacity of small 
x ’ P 
| } ed nr gg sheen Sel | tools. Last longer and cut faster with safety. 
Please send me free booklet on Bird Rubberlike Write for Hole Saw Catalog Sheets. 
| Name @ TRG iis is caphskraness cunts b 4b ekvotanescbentete l 
. COMPANY. .. -ncesv cc vnecdtonc cs sbbses spec Sedtorecsccccce l 
| i ee ee UP Ee Te ee Pr) Pen Pere PP ry eres 
| City & State..........ssceseces aeeevescervccscrecssoccvecs | 
Bertie > ARMSTRONG-BLUM MFG. CO. 
L rospective Distributor “The Hack Saw People’’ 
—-— -_ -- 5700 Bloomingdale Ave. Chicago 39, U.S.A. 
For More Information Write No. 326 on Inquiry Card—Page 32 For More Information Write No. 328 on Inquiry Card—Page 32 
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",.-get we have IMPROVED ¢7” 


The Marsh Stainless Steel Needle Valve could 
have gone right on being the finest in its 


field... yet we have improved it 






ey 
‘ La J ” 
i> TEFLON 

! —_ 


Note the “‘close-up?’ The 
! Marsh Marpak packing 
/ system, Originated in the 
7 Marsh Needle Valve, was 
~— ae ONC Of the factors that has en- 
abled it to stand up and work right 
under pressures up to 10,000 psi 
Now “Tefion” is used 
packing system—the miracle 
material of almo ncredible fough- 
ness, resilie e and non-adhesiy 
properties properties that are 
not impaired by the most powerful 
or alkalies even 
up io IU Vi 


4 t} 
nis 





of solvent 
at temperatures 

Net result: 
catior 
now el! 


up to 


he guaranteed appli- 
up to 10,000 psi) is 
ective at any temperature 
500° F. (in makes, 
permissible temper 





Needle Valve 
in 416 


stainless steel throughout 
Now with "Teflon" Packing 





otner 
ature decreases 
aS pressure 
Mars! 
System 1 
Stainless 
Valves. Ask for 
MARSH INSTRUMENT CO. Soles Affilicte of Jos. P. Morsh 
Marsh Instrument and Valve Co. (Canada) Ltd., 8407 1 
Houston Branch Plont: 1121 $ 


ncreases.) 

Marpak Teflon Packing 
Marsh 416 
Throttling 


; Standard 
Steel Needle 
facts 

Corp., Dept. G, Skokie, il 
Edmonton 


Rothwell St., Sect. 15, Houston, Texas 





Alberta 
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Totally Enclosed 
Fan Cooled 





Type TEFC 
Polyphase 





Custom Built ... But 
NOT Custom Priced! 


Here is the most successful development in Air Cooled 
Motors. Reduces friction 75% —cuts power costs. 
Handles any power load emergency without damage 
to motor. Always cool running for continuous service 
in high temperatures. Squirrel cage induction, high 
torque, low starting current. Fully bearing and 
\ quiet’ running too. 


ball 


Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 






pape WRITE FOR DESCRIPTIVE LITERATURE 


@ Other Models 


cers = VALLEY 
Torque, constant speed, con- 

tinuous duty, squirrel cage 

induction. 


ELECTRIC CORPORATION 


Type AN single phase, con- 4221 Forest Park Blvd. « St. Louis 8, Mo 


stant speed, repulsion start, 
induction run, continuous 
duty. 
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Special Quality Strip Stee! 
—With extraordinary fo- 
tigue life...rolled to 
exacting close-tolerance 
specifications is used for 
Sandstee! springs. 


aay nf Dy 
‘ fa 













The quality strip steel is 
precision-cut to customers’ 
specifications 













Induction heat treatment 
prepares the spring steel 
ends for special shaping re- 
quired in each instance. 


SANDSTEEL SPRINGS 


For Consistent High Quality 
Protected At 
Every Production Step 





























Precision spring fabrication 
requires close and exacting 
work by Sandsteel personnel. 








Sandstee! springs are subjected 
to exhaustive tests in the Send- 

vik laboratory to insure uni- 

form quality and performance. 


Sandstee! springs of many shapes 
and sizes for a variety of product 

applications are assembled for 

final inspection prior to shipping. 
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Employment Service 








EXPANDING COMPANY 


Midwestern consumer goods manu- 
facturer is diversifying its line and 
has starting positions in purchasing 
for college graduates. Training pro- 
gram prepares each man for full 
purchasing responsibility in such 
fields as agricultural commodities, 
chemicals, packaging, maintenance 
items, and equipment. These open- 
ings are for men with management 
potential in a large company noted 
for its management growth and em- 
ployee benefits. 

Write: Box 506. 











Experience: Seven & one half years in 
purchasing. Seven years in chemicals, 
packages, printing—two and one-half 
years as department head. One half 
year in purchasing. Seven years as 
buyer for bearing manufacturer. Look- 
ing for opportunity in purchasing with 
a progressive orbanization. 

Education: BS. degree in Marketing 
and Management. 

Will relocate. 

Write: Box 213. 





Experience: Fourteen years purchasing, 
8 years heavy construction, 6 years 
special machinery mfr., all phases buy- 
ing and expediting, well rounded mate- 
rial, labor and service knowledge, 1 year 
sales experience — interested in filling 
purchasing position with a future. 
Education: Two year business college; 
2% years engineering college; purchas- 
ing and engineering courses. 

Will relocate. 

Write: Box 214. 





Experience: Buyer for leading heavy 
industry, handling castings, steel forg- 
ings, cold formed products, screw ma- 
chining, light assemblies, machining, 
plus miscellaneous items. In charge of 
expediting dept. for two years with 
additional experience in production 
control. 

Education: B.S. in Business. Additional 
studies in Industrial Purchasing. 

Will relocate. 

Write: Box 215. 





Experience: Six and a half years expe- 
rience as buyer and P.A. for job shop 
operation. Purchases include steels, 
aluminum, brass and copper raw mate- 
rials, capital equipment, MRO supplies 
and shipping containers for division of 
multi-plant corporation. Interested in 
position as P.A. or Assistant P.A. 
Education: BS. in Commerce. Courses 
in Purchasing, Office Management, 
Business Law and Marketing. 
Chicago area. 

Write. Box 216. 


226 


Experience: Seven years as P.A. in 
charge inventory control with large 
cutlery manufacturer. 114 years as 
Asst. P.A. with commercial refrigera- 
tion manufacturer. Two years as both 
public and private accountant. Heavy 
experience in buying steel, fasteners, 
die castings, plastic mouldings, packag- 
ing and MRO supplies, dies and tools. 
Education: B.S. degree in business ad- 
ministration. Public accounting major. 
Recent graduate Dale Carnegie course 
in human relations and public speak- 
ing. 

Will relocate. 

Write: Box 221. 





Experience: Seventeen years diversi- 
fied experience in the chemical indus- 
try including 9 years in purchasing, 
from local plant purchasing agent to 
asst. director purchases of multi-plant 
chemical corporation. Bought major 
raw materials, containers, assisted in 
formulating procedures and policies re- 
lating to purchasing. 

Education: B.CH.E. Degree. 

Will relocate. 

Write: Box 222. 





Experience: Three years as assistant to 
purchasing agent in multi-plant manu- 
facturer of food packaging machinery. 
In complete charge of inventory control 
and purchasing of raw materials. Some 
responsibility in sub-contracting ma- 
chine shop work, and placing orders 
for general purchased components. 
Education: One year college, general 
business courses. Night school in ma- 
chine shop practices, time study, ac- 
counting, and purchasing. 

Will relocate. 

Write: Box 217. 





Listings in this department 
are offered without charge. 
Both purchasing department 

rsonnel interested in chang- 
om jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, specify 
whether you want the ap 
plicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 














CAREER OPPORTUNITY 


Purchasing position available for 
young, experienced, aggressive man 
with some college education prefer- 
able. Must be resourceful, industri- 
ous, with creative dynamic approach 
desiring affiliation with fast-grow- 
ing Chicago area wood and metal 
furniture manufacturér. Knowledge 
of inventory control systems and or- 
ganization of work required. If 
you’re our man, send resume and 
salary requirements. 

Write: Box 508 











Experience: Eleven years diversified 
experience in industrial procurement 
in electronic, electro-mechanical, and 
beauty and allied products companies. 
Heavy administrative and management 
background. 

Education: Business Administration 
Graduate. Major—Industrial Manage- 
ment. Special courses in Purchasing 
Management and Purchasing Problems. 
Chicago area. 

Write: Box 218. 





Experience: Thirteen years as purchas- 
ing agent with national contractors on 
refinery and chemical plant construc- 
tion projects handling all phases of 
purchasing, expediting, warehousing 
and disposal of surplus materials. 
Education: One year of post-graduate 
work. 

Will relocate. 

Write: Box 226. 





Experience: Seven years experience in 
Purchasing Department of large multi- 
plant corporation. Positions include ex- 
pediter, asst. buyer, senior buyer. Expe- 
rience in organizing new department, 
training personnel, organizing inven- 
tory control system. Administrative 
asst. to P.A. for past 2 years. 
Education: B.A. in business adminis- 
tration, M.B.A. in business administra- 
tion (economics major), 2 years basic 
engineering courses. 

Prefer Pittsburgh area. 

Write: Box 223. 





Experience: One year as assistant office 
manager, and two years as buyer for 
a metal fabricating concern. Responsible 
for the purchase of steel, aluminum, 
hardware, castings, stampings, packag- 
ing materials, and paints. 
Education: 3 years college. 
Will relocate. 
Write Box 227. 

For More Information Write No. 332 

on Inquiry Card—Page 32 
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Every fastener we make is statistically quality controlled ...even though 
made in the millions. Only the most modern methods and equipment 
are used. When you ask for Lamson fasteners - whether ZR 
standards or specials-you know you're getting the very best. 


Men who make decisions involving company money have Sseme: 
relobeot- Mane m=» 901-16) @e- bole Mmel-}el-peleMMeleUn aebt-mB@beleMNe) GB obueleRt lel mb Ouesesmnt ts 


The Lamson & Sessions Co. 
5000 Tiedeman Road, Cleveland 9, Ohio + Plants at Cleveland and Kent, Ohio + Chicago + Birmingham 














. 
3 Ps) 
- » Ss ” « 
: ae 
— a | 
‘ty * “", i o + | 
jf m4 
: / ae : 
¥ * H 
i : * 4 : . 
g ‘ eA 





4 








Advertisers In This 


issue 





roquip Corp. . 32 

r Reduction Sales Co. & 

Subsidiaries .... 
Alan Wood Steel Co 
Allegheny Ludlum Steel Corp.” 
\llis-Chalmers Mfg, Co. . 
Alloy Steel Products Ce., Inc. 
\iuminum Company of America 





Aero Mayflower Transit Co. we... 124 
\ 















110, wait 223 
American Brass Co., 64 
American Felt Company  ........c..cssesn+0 . 39 
American La France, Division Lest 
Sterling Precision Corp. .......000008 160 
American Motors Corp. chen PPEVETH 
American Smelting & Refining 
Company .... 37 
American Steel & Wire Co. .............126, 127 


Américan Telephone & Telegraph Co. 142 
American Telephone & Telegraph Co., 
Long Lines 
Ames Co., B. C 
Ar nome noi Electronics C orporation .. 
Anaconda Copper Mining Co. & 












a BE Eat SEE > C8 
Armstrong-Blum Manufacturing 
CORDOLY —  ccsccsarocsiele AsttreadnanstnsGiceteain 224 
Athenia Steel Co. r 2 
Baldor BHiectric Ok. cccsssisesrnsctionssseiernae 54 
"Dept. « & Ohio Railroad, Freight a 





arnes Steel Div., 
ated Spring Corp. 

Bassick Co., The - 
say State Abrasive Products Co. 170 

tearings Co. of America Division of 

Federal Mogul-Bower Bearings, 

Ine 139 


Wallace “Associ. i- 















Bearings, Inc. ae 63 
Be ide n Manufac turing c ompan 110 
I hlehem Steel Co. 55 
sird & Son, Inc. .......... «we 324 
Black & Decker Mfg. Co. 162, 163 
Blaisdell Pencil Co. 148 





liss & Laughlin, Inc. 
I roughs Mfg. Co., Subsidia mer. 
Metal Prod. Co. of Detroit wu... 214 
tridgeport Brass Co. . 
Bright Star Industries 
Brown Company  ........... 
Brown Paper Co., L. L. 
Burroughs Corp. 





imbridge Wire Cloth Company, The 196 
apewell Manufacturing Co., The ... 23 
“arizon, Inc., ‘Gi. - tpi ciieectedistieediccnie. 
iter Steel Co., The . 
entral Paper Company ..... 
Century Electric Company 
‘hicago Molded Products 
SOT POCRTHOI . ....:cchcnaicastndeeeden 116, 182, 192 
‘hisholm-Moore Hoist Div., Columbus 
McKinnon Chain Corp. . 
‘ities Service Oil Co. ............ 
eveland Container Co., ; 2 
‘olumbia-Geneva Steel Div.” — ~naoeen 26, 127 
| a Southern Chemical Corp. .... 
-Mast Purchasing Directory .. 202 
tinentad Can Company 176 
ntinentel Diamond Fibre, 
the Budd Co., Inc. ........ 
‘ontinental Drill Corp. . one 
oper Alloy Corporation ..........-csee--eree 111 
‘one Division, T. J., Rome Cable 
rporation . 
D erweld Steel Co 
Tube Division .... 
Cords Limited Div., Essex Wire ‘Corp. 
Cotton Fiber Paper Manufacturers .... 153 
Crane Company & 
ible Steel Company of 
America 


Dane Corp. | saiccccncntiticmctvestonseusesuninaaneniie 36 
De it F ‘le Ww orks, Inc. 
Detre ox Chemical Industries, Inc. 











ar'pe 



































. Ohio Seamless 











Dodge Mig. CORD, cercicaccheresicsetcencssitn 134, 135 
Dolge Co., C. B. 223 
W Chemical Co., THe .....ccccccesscers 164, 165 
w Corning Corp. 38 





suPont de Nemeurs, E. I. Elastomers 
Chemical Dept. 










Eaton Mfg. Co., Reliance Div. .......... 
istic Stop Nut Corp. of nmi 
Erie Forge & Steel Corp. 
Essex Wire Corp., R- B-M 
Div., Wire & Cable Div., Cords 
Limited Div. 20 








1irbanks Company 166 
irfiel@ Dif. COG. :cieed coscciccnsccubeusedsseepted =e 150 
‘ischer Special Mfg. Co. wose 220 
ote Bros. Gear & Machine Corp. .... 184 
Frasse & Co. , Ime, Peter A. 40 
Fuller Co. .. soc csesiitiemnligilelaneipisehstniaiiadeetiy- ae 


Garlock Packing CoO.  cccocccccocrsscovdpseses 198, 199 
Gaylord Container Co oration Div. 

f Crown Zellerbach Corp. .....-c«0-. 66 
Gear Specialties, INC, .«.....ccccccsss PD | | 
General Aniline & Film Corp. Coomstsatiens ae 





PIR 


General Electric Co., Lamp Div. ......... 123 
Metallurgical Products Dept. 112, 113 
SOG CPSs cccetitshbinshinatcsscecteneens 169 





Wiring Device Department ............. 52 
Graybar Electric Co., Inc. ee 
Greenfield Tap & Die sie 
Grinnell Co., Ine. .......... na 
Gulf Oil Corporation . Daldiiceinenantainiiahegesiaed 


Haloid Xerox, Inc. 
Hassall, Inc., John 
RGN Gb EIURUBIRS ©. sscipctsvincnccorseseceves 
Hunt Pen Co., C. 








EN Oe VP Sr RS porate Renan ee 14 
International ha b53 wes ae 
Division ......... v= Sa wt eeneccen! BET 


pS Se: ee 4th Cov er 
Joliet Wrought W + ae 62 
Jones & Lamson Machine Co., Thread 
Tools Div. 1 
Jones & Laughlin Steel Corp. 
Cold Finished Bar Products mente 35 
Stainless Strip Division .............. ww 229 


Kaiser Aluminum & Chemical Cunt 161 
Kirk & Blum Mfg. Company 12% 


Labelon Tape Co., Inc. ................ 
Ladish Company FTES 
Lamson & Sessions Co., The .... 
Lavelle Aircraft en ration 
Lee Co., H. D. ...... 
Linde Company, } 
Carbide Corporation 
Lyon Metal Products, Inc. 


Marsh Corp., Jas. P. .... 
McGraw Edison Co., Voicewriter Div. 151 
MeLouth Steel Corp. ... Ri cat 

Meehanite Metal Corp. 
Mellowes Co0., TNE cocccceeccccceeeeee 
Minnesota Mining & Mfe. 
Monsanto Chemical Co. ......... 
Moore Business Forms .. 
Mueller Brass Co. .2.....ccccccsscsserseeee 


National Acme Co., The 
National-Standard Co. m * 
o> Supply Co. Spang-C 

BREE. 2a HES tk eae 
National Vulcanized Fibre Co. 
Newark Wire Cloth Co. ............... 
BCU COROT ccsisecrcceccccocsccsscctesseneees 


Ohio Injector Co., 

Ohio Rubber Co. » 

Ohio Seamless Tube Div. of Copper- 
pe Fin ERE cae 129 


Pacific Intermountain Express Co. .... 192 
Parker-Kalon Div. General Amer. 


















Trans. Corp. 2% 
Pawtucket Mfg. Co. ............ 204 
Peerless Steel Equipment Co. 146 
Perfection Gear Co. American Stock 

I RNID | cs cscnnaveiecichahintinereacomrobesiinns 204 
Petrolite Corp., Bareco Division ....176, 192 
Plymouth Rubber Co., Inc. eecceecssseseeen 18z 


Purchasing Magazine ......... 
Purolator Products, Inc. ... 


Radio Corp. of America, Tube Div. ... 66 
Railway Express Agency, Inc. ........... 26 
—— “Control” Div., Essex Wire 





orp. 
a ol Electric & Engineering Co. 28 
Republic Steel Corp. 15 
Reynolds Wire Co. . 
Ridge Tool Company, 
Rochester Products, Div. of General 
TIIIIND  - sceethitieiendntisicenppmasnciiensthmeneatetogeninsies 17 
Roebling’s Sons Co., John A. 
Rome Cable Corp. ine ae 
Rome Cable Corp., T. J. Cope Div. .... 188 
Russell, Burdsall & Ward Bolt & Nut 
















SS. Sactisccepesed . 175 
Rust-Oleum ion se 
Ryerson & Son, Inc., Joseph T. ........ 68 
St. Regis Paper Company, Gummed 

PrOGUCtS DIVISION  ....00..cececercoseverecsescnseee 221 
es Spring Division Sandvik 








Shell Oil Gomenay . f 
Signode Steel Strap 12 
Society of the Plastic p Bem Inc. 160 





Socony Mobil Oil Co., Inc. 136, 137 
Southern Screw CO. cnveseccccorsssseseosccesseccece 6 
Pe maitant Div., matienel Supply 
Company ... Sestihiihisiieeenentamenieiaall 167 
Square D COMPany .........e.ccccssers 3rd Cov or 
Standard Oi] Company. .0..cececcecccsceorsceeeere 
Standard Pressed Steel Company 103, 187 
EE 216 
Stonehouse Signs, IMC. ...ccccccccoerreeeceeeee 186 
Sere CmnMaTS COOL, BB Che .cccectecscsesesscsorninse 192 


Taylor Fibre Company 
Technical Charts, Inc. ........--csccsecscerscese 
Tennessee Coal & Iron Division ....126, 127 









ERMINE, COONEY — cccsccassccnenereesesensscivtssoorse 200 
bao Co., Judson L., Rivets 

POITIER |. séiecantapthiniobticsstincesvisdhtetenss 178 
Tubular’ Riv et Es Ta 22 


Tnion Wire Rope Company ....... 56 
Inited States Industrial Chemical Co. 
Division of National ‘Distillers & 
Chemical Corp. . 180 
Tnited States Steel Corporation 
Tnited States Steel Export Co 


Valley Electric Corp. ........... woe 225 


~— 





~ 





















Veeder-Root, Inc. ............ 2 
Vogt Machine Co., Henry 3 
Wagner Electric Corp. ----c-csee- 173, 17’ 
Wagner Litho Machinery Co. we 2 
Walworth Company ..... weoes SOK 
Waterbury Rolling Mills, ‘Ine. dma ae 
Wellington Sears Company ..... «we 210 
West Chemical Products, Inc. .......... 58 
Westinghouse Electric Corp., Lamp _ 

Division wn... 105 
Weston Co., Byron 150 
Wheaton Van Lines, Inc. 20.2... 182 
White Dental Mfg. Co., S. 8S. 

Industrial Division ..... oo 
Wire & Cable Div., Essex “Wire ‘Corp. 
wWLs Stamping’ COMPANY  seeeseeeseeeseee 
Wolverine Tube ......0.....-cese » we 
Worcester Wire Works 2 
Yale & Towne Mfg. Co dldctetngs 5 


Youngstown Sheet & Tube Co. cw. 49 





Purchasing 


205 East 42nd Street, New York 17, N. Y. 
MUrray Hill 9-3250 


BUSINESS STAFF 


, evans Publisher 
. Assistant Publisher 
Joseph T. McCourt ........... Sales Manager 
i Eastern Regional Mgr., 

rer le eeacca tes sua vale 

os sce 20 eee New York 


Joseph Bessette ... Mid-west Regional Mgr. 
Thomas F. Hannon __.. District Mgr., Chicago 
Sy MEE sD) coke cap dune Oe ..... Chicago 
C. R. Kingsley ...... Western Regional Megr., 

Los Angeles 
Elisworth Brown 


Central Regional Mgr., Cleveland 


Robert Hawley District Mgr., Cleveland 
Jack T. Steelman District Mgr., Detroit 
Wayne Slockbower . Promotion Manager 
Walter H. Kirchner Mgr. Circulation Service 
Irene Kreidier . Mer. Advertising Service 


BRANCH OFFICES 


737 North Michigan Avenue .. Chicago 11, Ill. 
1900 Euclid Avenue . Cleveland 15, Ohio 
864 So. Robertson Bivd. . Los Angeles 35, Calif. 
868 National Press Building Washington 4, D.C. 
15817 James Couzens Highway . Detroit, Mich. 


Published by 
CONOVER-MAST PUBLICATIONS, INC. 


Oy ee es kk. Chairman of the Board 
i, Wi Wie is oo cas ake + Sonica President 
Se ES chp ocsacon code Vice President 
lS a eeperneree Vice President 
> 4 TARTS 2 pe Vice President, Research 
Harvey Conover, Jr. ..:....... ... Secretary 
v >, See ese . . Treasurer 
John T. Dix . . Director of Mid-West Operations 
Daniel G. Smith ........ .Circulation Manager 


Conover-Mast Publications 
Purchasing 

Mill & Factory *» Space/Aeronautics 
Construction Equipment 

Volume Feeding Management 
Business/Commercial Aviation 
Conover-Mast Purchasing Directory 











For More Information Write No, 333 
on Inquiry Card—Page 32> 


PURCHASING 




































J&L STAINLESS STEEL 


The Solution for Many Basic Engineering Problems 


Product designers, industrial designers, and engineers find stainless steel provides 
advantages no other commercial metal can offer. Its ability to fabricate readily into if 
design, its high tensile strength, its resistance to distortion under extreme hot or 
cold applications, plus its corrosion-free properties, gives stainless steel a distinct 


‘hia Aus € { au J 
advantage over other basic metals. as 
] & L offers a wide selection of quality stainless sheet and strip to extremely close % 
lera : to itl f 48”. Write for the 
Wate UP SO wreeis eats ne 
technical data ; 
AT THE METAL SHOW te ian i 
1. Laboratory Corrosion Data. ‘ : 
al 


OCTOBER 27 THROUGH 31 BAR *® WIRE * SHEET © STRIP 


Ee ee ee | 
fh WW ase 


2. Data Sheets (please specify the grades in which 
CLEVELAND, OHIO 


you are interested) 


Jones & Laughli © PrDoOrsa id 











‘materials-handling 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


idilewild Airport economizes with 
Bassick Floating Hub Casters 


it the International Arrival Build- 

at New York International Airport, 
baggage moves quickly and easily on 
ts with Bassick Floating Hub Casters. 
Why use Bassick Floating Hub casters 
ere? Because actually, in the long run, 
re less expensive, more economical 

nan ordinary casters. Floating Hub con- 
struction cushions shocks, snubs out vi- 
ation which could harm baggage, floors 
sters. As a result floors and casters 


ERECTO PALLET TURNTABLE turns on six 
nverted heavy duty Bassick Casters. Placed at 
nd of conveyor line, it lets op- 
rator load up one side as lift 
ruck removes palletized loads 
from the other. Made by 
amson Corporation, Syracuse, 

'. Y., here’s another quality 
prodact using Bassick Castefs. 





last longer, and loads move faster and 
baggage isn’t jiggled off carts. 

These same principles of protecting 
floors, loads, and casters and of permit- 
ting higher speeds apply in any business, 
or industrial plant usage. Bassick Float- 
ing Hub Casters can save you money— 
not merely in handling fragile products 
—but on many general duty caster jobs as 
well. Test out a set of four on the job in 
your plant and see for yourself. 





CASTERS GUIDE DUMBWAITER at Roch- 
ester Stationery Company, Rochester, N.Y. 
Bassick Grooved Wheel Casters 

operating on angle iron guides 

hold this home-made elevator 

steady as it runs between base- 

ment and first floor. Can you 

use this ingenious material han- 

dling idea? 





REVOLVING STAGE for 
the show, Plain and Fancy, 
rides casters at Bridgeport, 
Conn. That city’s amateur 
Polka Dot Players have in- 
geniously constructed a 3¥2- 
ton revolving stage. It moves on 12 Bassick 6” 
Series H99 Grooved Wheel Casters operating 


on a 25-foot circular track. ale 





The man in your 
town to help 
keep costs down 


He's your local distributor who 
handles Bassick Casters. He can 
help you hold handling costs to a 
minimum with time-and-money- 
saving, longer-lasting, 
easier-working casters. on 
Get to know him better. S 


SYMBOL OF EXCELLENCE 


MAKING MOR( KimDS OF CASTERS MARING CASTERS 00 mont 


THE BASSICK COMPANY 
Bridgeport 5, Conn. 
In Canada: Belleville, Ont. 
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EH SQUARE D 
NEW HANGER 


MAKES THIS LAY-IN DUCT STRONGEST— 
-—FASTEST AND EASIEST 10 INSTALL! — 


HERE ARE 11 > 
OF THE MORE 
THAN 20 WAYS 














YOU CAN HANG —_ 
SQUARE D Ee twep _Colling—Picsh, Red or Sap 


ide Opening Double Run—Tep Opening 

















WIREWAYS!.. ii od ee one © , : 


Whee for literature 
which tells the complete story. 
\. Address Square D Company, 
\. 6060 Rivard Street, 
\_« Detroit 11, Michigan 








Square D Lay-In Duct Gives You— 

—lay-in accessibility. No wire pulling, 
anywhere. 

—both hinge cover and screw cover type 
lay-in duct use same fittings. 


—a complete line of fittings, al] Under- 
writers’ Laboratories approved—lengths, HINGE COVER TYPE 
connectors, T's, L's, junctions, telescopes, 
pull boxes. 


—more rigidity. New joint design actually 
triples duct strength. 


SCREW COVER TYPE 


=o) 


now...EC&M propucts ARE A PART OF THE SQUARE D LINE 


SQUARE J) COMPANY 


For More Information Write No. 152 on Inquiry Card—Page 32 


where they really know Costs 


“Juul likely see the famous 


"Jenkins mark on CAST STEEL 


In the power generation and industrial processing plants where Cast Steel 
valves are numbered by the score . . . where replacement and maintenance 
costs are recorded to the last penny . . . the true economy of Jenkins Valves 
is clearly seen. 
Records will always show the extra value which Jenkins builds into Cast Steel 
valves, not only with design features you can see but also with unbending 
quality standards for alloys, castings, machining. Plus the toughest known 
testing and inspection system to assure perfection in every detail, and safety 
factors far beyond ratings. 
Select from the Big Line in this Catalog. It includes pressure castings of 
Carbon, Carbon-Moly, 114% Chromium-Moly, 4% — 6% Chromium-Moly, 
342% Nickel .. . alloys that meet a wide variety of specifications. Also, a 
a a wide choice of patterns, sizes and seating material combinations to satisfy 
Fig. 1046 600 Ib. your different service conditions. 
0.S. & Y. Globe 


CALL YOUR JENKINS DISTRIBUTOR for a copy of Jenkins Cast Steel Valve Catalog and 
prices. Or write to Jenkins voli 100 Park Ave., New York 17 


Typical Jenkins features 
deliver lasting economy 


: 9 bs 
A ball bearing yoke sleeve is standard : ; 

on larger sizes * Cooling chamber Vel 
and plugged connection for test pur- 


poses is regularly provided below 


packing box, but a lantern gland LOOK FOR THE JENKINS DIAMON! “ 
stuffing box is optional * Rustproof, 
lubricated and graphited, wire rein- 
forced packing is standard * Soft steel 
ring joint body-bonnet gasket, fitted 

into accurately matched grooves to : : 

assure a vapor-tight joint * Seating is is 

regrind-renew type. 


‘Sold Through Leading Distributors Everywhere 
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